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EXPANSION 
— 


Explosion-Proof ‘ 
Fully Extended or 
Intermediate Positions 


Only ONE Unit Two Moving Part | use of UNYL 50 {left 
y } use of UNYL 50 (left 

ny nit... Wo oving arrTs a and UNY 50 (right 
| unions. Extra long 

union (UNYL 50) is used 

where conduit will not 


completely new and different . . . afford an ease and flex. Standard union 


simplicity of installation never before known with this 
type of explosion-proof equipment! 

Expansion adjustment is built-in! The two moving 
parts telescope or expand to accommodate usual thread 


UNY 50) is used where 
conduit ‘‘gives’’ to per- 
mit engaging one set 
of threads. Extra long 
types eliminate double 
conventional type in- 
stallations and save 


lengths. Only ¢wo tightening operations . . . each made 
separately! Smaller external diameters for convenient 
use in restricted quarters! Precision construction for 
absolute explosion-proof protection . ..no need to worry 
abou failure to draw surfaces together .. . the union 
remains completely explosion-proof at all times, regard- 
less ot its retracted or extended position! Special design 


guarantees positive ground at all times! 
EXTRA LONG STANDARD 


Get acquainted with the extra quality and utility buile UNYL Union showing up to UNY Union showing up to 21/32” 
. ene : . ° Sy 1-11/32” expansion . . . serves expansion . . for installation 
into APPLETON Explosion-Proof Expansion Unions. the purpose of two conventional wherever conventional types were 


y . . ' i 1 ! 
Write for complete details. oe peEey eae 


Sold Exclusively Through Selected Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue, Chicago 13, Illinois 


Also Manu a of: 


Extension 


Explosion- Proof Reelites 


Fixtures Industrial 
Light 
= ‘an | 


Malleable tron Liquid Fons 0 
Unilet Fittings 


Outlet Boxes 


Rely on APPLETON... The Standard for Better Wiring and Covers 





"L66k Into”’ the latest complete data on 


FUSES 
: 4 \ 
/ \ 
¥ \ 
“7 FOR EVERY PURPOSE 


1 To help you solve confusing fuse problems, 
Economy Fuse & Mfg. Co. has just issued a convenient, 
pocket-size folder that tells you exactly the right fuse 
for practically any purpose. This handy folder illus- 
trates and describes all the latest fuse developments 
and lists capacities, sizes, prices, etc. Electrical con- 
tractors, and commercial, industrial or domestic fuse 
users, can obtain copies from their electrical dealer or 
wholesaler. “For Fuse Economy Use Economy Fuses.” 


Get your free copy of this new folder 


ive4 fuses for every purpos, 


SOLD THROUGH ELECTRICAL WHOLESALERS SINCE 1911 


/ECON? 


ECONOMY FUSE & MFG. CO. 


2717 Greenview Ave. « Chicago 14, Illinois 
810 EW 





ELECTRICAL WHOLESALERS 


Supply your dealers with quantities of these 
folders which have space for dealer imprint 
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LETTERS TO THE EDITOR 





More Word on Ills 
Dear Sir 

I have just finished reading . . 
“The Ills of the Industry and What 
You Can Do About Them,” which was 
reprinted from your magazine of 
August, 1954. I feel that this is a 
very excellent article, and would like 
to have you send us 20 copies. . . 

CHARLES L. LEAVITT, JR. 

LAX ELECTRIC CO., INC, 
SAINT PAUL, MINN. 


Dear Sir: 

Your very fine story was appre- 
ciated. Enclosed is our check for fifty 
copies. ... 

W. E. CRANSTON 
PRESIDENT 
THERMADOR ELECTRICAL. MFG. CO. 
LOS ANGELES, CALIF. 


Dear Sir: 
Please send us 300 reprints. 
JOHN E. SOMMERS 
EXECUTIVE VICE PRESIDENT 
NOLAND CO., INC. 
NEWPORT NEWS, VA. 


Dear Sir: 

. . . We feel that it is very, very 
good; timely and to the point. We 
would like to have at least 25 addi- 
tional. copies. Actually we could use 
threé-or four hundred, but we doubt 
that you have them available in this 
quantity. .. . 

C. D. WILLIAMS 
GEO. E. ANDERSON CO. 
DALLAS, TEXAS 


© Reprints of “The Ills of the In- 
dustry and What You Can Do About 
Them” are available in any quantity 
you might want. The prices: 1 to 10 
copies, 20¢ each; over 10 copies, 15¢ 
each, 





EW welcomes expressions of 
opinion from readers. Address 
all correspondence to: The Edi- 
tor, Electrical Wholesaling, 330 
W. 42nd St., New York 36, N.Y. 











Missing Notes 
Dear Sir: 

Your help is needed. The feature 
articles . . . titled, “The Salesman’s 
Technical Notes,” have been very in- 
teresting. I have been clipping them 
out and saving them. Somewhere along 
the line, my copies are missing. The 
only one I have now is No. 7. Can you 
supply any reprints of the prior notes? 
If so, please send them. 

J. C. BALLow! 
SALES DEPARTMENT 
CHARLESTON ELECTRICAL SUPPLY CO 
CHARLESTON, W. VA. 


Liked Story 
Dear Sir: 

I particularly enjoyed an article in 
your September, 1954, issue, “My Kind 
of Selling Nearly Ruined Me.” I am 
wondering whether you might possibly 
have any reprints of this and, if so, 
we would like very much to have 
about 25 copies to distribute among 
our salesmen. 

Jor W. Pitts 
PRESIDENT 
BROWN-ROBERTS ELECTRIC CO. 
ALEXANDRIA, LA. 


Of Great Interest 
Dear Sir: 

Please send us 10 reprints of the 
article by Mr. Kelly (“Financing the 
Retail Dealer,” EW—Aug. '54, p. 44). 
... We find this article to be of great 
interest... . 

M. G. LODER 
STANDARD AIR & LITE CORP. 
PITTSBURGH, PA. 





Coming Next Month 





Motor controls and motors—can they 
be successfully sold to customers in 
one package? Can you use one to sell 
another? What are the drawbacks dis- 
tributors find to sell both these prod- 
ucts together? Why are distributors 
hesitant to try? What's holding them 
back? ELECTRICAL WHOLESALING 
has the answers to these questions and 
many more when it explores the motor 
control and motor market in the 
December issue. 





ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


’ ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 


whose combined circulation 
reaches many of your 
important customers 


ADS LIKE THESE every month 


_. plus DIRECT MAIL 
. plus PRODUCT SAMPLING 


i to them 
explain and point ovt 


T & B product features. 


REMINDS THEM, TOO, that T&B 

$ are available only 

. our authorized 
7312 


product 
from you -- 
distributor. 


ba. dust — 


General Soles Manoager 


The THOMAS & BETTS CO. 


Incorporated 
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ABSOLUTELY 
THE FIRST 
OF ITS 


T&B's new Insulated Throat E.M.T. Connector 
meets NEC requirements for protecting cable 
sheath or wire insulation against damage 
from burred or unevenly cut conduit. Sizes 
Yo to 2 inches 


A bright blue, factory-inserted insulating liner com- 
pletely covers the area inside the connector throat 
and provides a rounded, burr-free passage for wiring. 
The liner is extremely tough with a smooth, resilient 
surface... unaffected by common acids, solvents, mois- 
ture, and fumes. A lip protrudes slightly beyond the 


connector body forming a tell-tale bright blue ring — 
a ee en ___ 


similar to other T&B “blue” fittings >- visual assurance 
for an inspector TRNCINETOMecTion is insulated. 

There’s no other fitting comparable to T&B’s new 
Insulated Throat E.M.T. Connector! No separate in- 
*Patent Applied For 





LOOK FOR THIS SIGN — 
Tal 144145 
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Insulated Throat Connector’ for E. M.T. 


(THINWALL) 


sulating bushing needed. Installs just like a conventional 
connector. Same wrench size fits both body and gland 
hexes. 

And it’s up to 50% longer than conventional connec- 
tors! The extra-deep body provides a much greater area 
of firm, rigid support for the tubing. Conduit has to 
line up properly. Runs are straighter. Steel body, gland, 
ring and locknut are your assurance of uniform strength 
and dimensional accuracy. A free sample and descrip- 
tive literature will be sent to you with no obligation. 
Write to T&B today. 


IT’S THE MARK OF AN AUTHORIZED TF & B DISTRIBUTOR 
The complete line of 1&8 fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. it’s our way of assuring you the service and 
savings of a friendly local source. Cali him for all your electrical needs 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 


MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 


T-420 





= QUARE [) COMPANY 


eure sqguiewer’ 


TRINITY meer) ha 


= 





memo 


TO OUR DISTRIBUTORS 


This is @ progress report on our recently snitiated 
distributor training program, "Selecting and Estimating 
panelboards" - This activity, you will recall, was begun last 
June and is conducted py Square p field engineers in our 
jane Gpurors' establisnaen’”” 


raining program jg doing well would be the 
the year: ing the past five months 
we panelboard S ist" certificates to more 


0 at 
than 600 distributor salesmen who have completed the course: 
uc C3 saioe— have ——=—"j — 


Future meetings» already soneduled, will 
number of graduates to around the +housan 


beled +his training program one 
4 constru contributions ever made 
effective, intelligent selling in the electric 
Beyond question, it~ does enable your men to & 
product knowledge which improves their perform 


And now big news ~~ another distributor training 
“Fundamentals of " dis now ready for imme 
a series 
ids 
our me i grounding i 
and its appli 


If you haven't alrea these training 
programs, why not set it p Field 
Engineer now? 


See you next month. 


Manager, Merchandisé Sales 
and Advertising 





<p 
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WY IO)ESA 


THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 


NOVEMBER, 1954 


GEORGE GANZENMULLER, Executive Edi New Jobs, New Responsibilities ee  « 
Art Hooper takes over a new command, George Ganzenmuller steps into his place 


THOMAS F. PRESTON, Associate Editor " 
GEORGE D. FARLEY, Assistant Editor ‘Price—What’s That?’ George D. Farley 36 


THOMAS M. CASSIDY, News Editor Distributor salesman John Ballowe shows how he minimizes price in his selling. 


estan FS pea orang Par for This Course—$20,000 Thomas F. Preston 38 
A . EM , Pacific oast t r . ° ° 

— How salesman Bob Koblizek landed a big lighting order for a par-3 golf course 
HARKY PHILLIPS, Art Director 
G. B. BRYANT, Jr., Mgr., Washington Burea ‘So You Want To Sell Me?’ 


D. M. KEEZER, Director, Economics Departm Contractor Dave Syme offers some very frank advice to distributor salesmen. 


J. F. McPARTLAND, Jr., Technical Consultant , 
: Why Some Sales Meetings Fall Flat Winston N. Coburn 42 


« A supply sales manager who knows explains just why it sometimes happens. 


C. B. SHAW, Advertising Sales Manager Splitting Their Distributor Business Down the Middle ..... 44 

Titus, Tom and Jim Schmid, Crescent Electric, tell of their reorganization plan. 

District Managers 

A. B. CONKLIN, New York 

S. A. JONES, New York 

ee ~ CuCNge Stick to the Script cy. win eed wena a 

Se eee, eae Sales training by customer: teaching selling etiquette to outside salesmen 

R. A. HUBLEY, Cleveland 

LAWRENCE S. KELLY, Jr., Ph ‘Direct Mail Is Booming My Counter Business’ 48 
y 


JOHN W. OTTERSON, Son Francisc Distributor W. B. Davis describes the mechanics of his seven-year campaign 


an , Los Angele ws ° : 
— . What This Battle for Business Means to You .. 1. M.Cessidy 50 


How you stand to gain in the struggle of shopping centers vs downtown stores 


Bock up the Outside Man 


Sales training by manufacturer: teaching motor controls to inside men 


W. D. LANIER, Atlanta, Ga 
JAMES CASH, Dallas, Texas 

if | Were a Wholesaler’s Salesman .. Charles H. Porter 55 
W. W. GAREY, Publisher First in a series of articles by electrical manufacturer sales executives 


. Pacific Zone Scores Another ‘First’ ; 
The first “annual"’ NAED Coast convention achieves all-time high registration. 


ELECTRICAL WHOLESALING . 
) HOLE G The Salesman’s Technical Notes J. F. McPartland and W. J. Novak 60 


(with Wholesaler’s Salesman 


Subject this month: Direct-Current Motors. 


es VOL. 55, Me. 11 Little-known Facts on Lamps and Lighting . - 


Knowing them will help you sell a bigger share of the huge estimated lamp market 


The Man with the Non-fading Smile . 64 


A very pleased manufacturer comes up with a cartoon salute to distributors 


AND ADVERTISING 
ng Antngg yet ee pe ake dak 69 


iC. McGraw, President 
t P sid ‘ . . . 
VO ViC-TVONCOM; JOCOpn Next Steps in Atomic Progross 
Jent and Treasure 


j Editorial Director, Nelson Bon DEPARTMENTS 
; E 
Letters to the Editor .. Top of the News 


News fer the Industry 


) 00-1948), F 
, 1309 NOBLE STREET 


A Challenge to American Industry 


Poul 


New Products 
Business Index 24 Calendar of Events 


Price Index . 27 New Literature 
Times and Trends ‘ 29 Sales Aids 
What's Happening in Washington 33 New Products You Can Use 


yea 


$10.06 


second cla notte o 7 19 
fice at Philadelphia, Pennsylvania 


eae yg sll G “+ } Member ABC and ABP AbD 
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FINE DIFFUSION... .the cubicles ap- 


pear to blend into one solid,ltuminous 
mass. Its surface is 30% vertical 
members! 


HIGH EFFICIENCY. . translucency and 


openness, tapered vanes, shallowness 
(36’’) —these assure highest illumi- 
nation values with low absorption 
factor. 


LOW BRIGHTNESS ...its vanes with 


contrasting cubicles and “in shadow” 
characteristics render light of ex- 
tremely low brightness without an 
effect of dimness. 


EXCELLENT SHIELDING .. . exclusive 


45° x 45° shielding method (with 
%’’ cubes) gives greater eye protec- 
tion than any other louver with 
larger openings. 


LOW MAINTENANCE .. . GrateLite 


stays clean— bugs and dust drop right 
through. Quick, easy washing re- 
stores brand new luster every time. 
A two minute job! 


*TM Reg. U.S. & Can. Pats. Pend. 


yyy 
ya jewel of sight-saving 
A ~?rrR . 

ij dif usion power 


Thousands of these cubes 
make up each GrateLite panel... and 
create a brand new kind of light. 





aw 


LUMINOUS -LOUVERALL CEILINGS 


AND MORE! GCrateLite’s closely spaced vanes 
make it rugged to stand severe usage. It provides efficient 
AIR CONDITIONING DIFFUSION ...and filters out a 


portion of room noise. 


It’s all in the sight-saving cubes—and only GrateLite has them! 


Write for free booklet “The Gratelite Story’’ today. 


THE EDWIN F. GUTH COMPANY S7.LOUIS 3, MO. 
Tadlian > iA Lightirg France IQO2Z 
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NEW PRODUCTS 





Raceway 

National Electric Products Corp., Gateway 
Center, Pittsburgh, Pa. 
Industrial type, underfloor electrical raceway is said 
to have more than three times the capacity of standard 
underfloor duct. The 14-gauge cold-rolled steel race- 
way, with a 4 inch by 4 inch cross section, is de- 


signed for heavy duty wiring in plants where over- 
head wiring would interfere with normal operations. 
Pilot installations have already been made in an 
industrial research laboratory, an assembly shop, and a 
food processing plant, all of which placed heavy de- 
mands on an electrical distribution system. The race- 
way is galvanized by the Sherardizing process and is 
further protected with an acid-resistant clear enamel 
on interior and exterior surfaces. It is furnished in 
standard 10-foot lengths and provides 2 inch pipe 
size, threaded outlets on 24 inch centers. U.L. listed. 


Fused Caps 


Novelty Electric Company, 10th & Cherry Sts., 
Philadelphia 7, Pa. 


Separable attachment fused caps fit all standard re- 
ceptacles. The fused plug is designed for use with all 
types of portable or stationary tools and appliances 
Takes standard NEC cartridge fuses. Only one screw 
is removed to insert the fuses, and only one screw is 
removed for wiring. Two and three pole, grounded 
and ungrounded, polarized and non-polarized. The 
manufacturer states that individual fusing of devices 
prevents outage of other devices on the same Circuit. 
Stoppage of production, injuries to workers, accidents 
due to improper grounding and loss of equipment 
through fire are said to be some of the benefits derived 
from the use of the fused caps. The fused contact cups 
are designed to assure maximum contact with the fuse 
ferrule. There are three different types of fuses avail- 
able for voltages up to 600. Illustration depicts an 
exploded view showing fuses and assembling screw 


ce 


Flood Light 
Guardian Light Co., Oak Park, 
Ill. 


High pole-mounted, fluorescent flood 
light is for service stations. Designed 
for use on existing poles, the fixture 
has no guys, trusses or supports. Water- 
tight housing is of welded, die-formed 
aluminum, while frames using either 
Plexiglas or Alba-Lite glass, are of 
extruded aluminum. Unit measures 
75-in. by 1614-in. by 83-in 


Fans, Timer 

Westinghouse Electric Corpora- 
tion, appliance div., New York, 
N.Y 
Three “Riviera” model electric fans 
stress versatility and are adaptable as 
window fans, table fans or hassock 
fans. Two deluxe window fans, and a 
portable twin blade fan for industrial 
and commercial use, are also a part ot 


the 1955 line. Rounding out the line 
are 15 other models ranging from a 
10 inch oscillating desk fan to a twin 
bladed reversible window fan which, 
when mounted in position, is capable 
of exhausting 4,000 cfm. of air. A 
new fan timer is a convenience which 
plugs into the outlet and then can 
be set for the fan to run from one 
to 10 hours. 


Fluorescent Lamps 


Sylvania Electric Products Inc., 
New York 19, N. Y. 


A change to welded base pins for fluor- 
escent lamps, from soldered or crimped 
pins, will first be made available in the 
40 watt, rapid start lamp. Eventually 
all Sylvania fluorescent lamps will be 
supplied with welded pin bases. The 
welded pins are said to effect a positive 
metal to metal contact, eliminating the 
possibility of corrosion or contact re- 
sistance. 


On-Off Control 


Tork Clock Co., Inc., Mt. Ver- 
non, N.Y. 
Automatic on-off control is for year 
‘round use. A full week’s scheduling 
is made possible with the introduc- 
tion of a 7-day dial. 
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Sold through electrical distributors exclusively. 


Lighting Fixtures 

Electro Silv-A-King Corp., Chi- 
cago, IIl. 
Surface and recessed type fixtures offer 
modular, large area light sources. Avail- 
able in sizes: 5-ft. by 5-ft.; 4-ft. by 4-ft.; 
2-ft. by 4-ft.; and 2-ft. by 2-ft. Fluor- 
escent and slimline, with 4, 6, 8 and 10 
lamps. The 2 inch square metal egg 
crate louvers are hingeable and remov- 
able from either side. Plastic louver is 


also available. 


Pushbuttons 

Rodale Manufacturing Co., Inc., 
Emmaus, Pa. 
Newly-designed pushbuttons incorpo- 
rate decorator-selected color combina- 
tions. Comes in four models. Designed 
for use with bells, buzzers, chimes, 
Finish molded of thermosetting plastic 
color throughout. Center push in the 
pushbutton conforms to the contours 
of the thumb or forefinger 





New Cutler-Hammer 9101 Switch 
joins a distinguished family 
of Small Motor Control Champions = sscmes sets om ov 


to 1 HP praise eosy wiring of the new Cutler- 
Hammer 9101. 


TWO-POLE SWITCH FULLY 
DISCONNECTS MOTOR ANO 
EQUIPMENT FROM POWER 
a 
FAMOUS C-H EUTECTIC 
OVEKLOAD PROTECTION. 
FLIP TO “OFF” RESETS 
° 
SWITCH MECHANISM FITS 
IN ORDINARY HANDY 80X 
FOR PLUSH WALL MOUNTING 
MACHINERY BUILDERS have been quick to 
adopt the new Cutler-Hammer 9101 for stand- 
ard original equipment . . . better protection plus 
speedier installation. 


AUTHORIZED DISTRIBUTORS everywhere 
proudly feature the new Cutler-Hammer 9101 
Motor Switch .. . offer two-pole and single-pole 
models from stock. 


CUTLER-HAMMER 9586 AUTO- CUTLER-HAMMER 9441 DRUM CUTLER-HAMMER 10017 PRES- 
SWITCH—Choice of the men who SURE SWITCH — Both manufacturers 
want the best in a switch for revers- and installers of pumps and water 
supply units say this widely used 
pressure control switch is the finest. 


CUTLER-HAMMER 9115 MANUAL 
STARTER—For dependable across- MATIC STARTER—C-H 9586 Size 0 
the-line starting and eutectic over- Automatic Starter permits economical 
load protection of single phase and and safe remote pushbutton control ing or special control of machines in 
polyphase motors up to 2 HP of motors up to 2 HP. the home workshop. 


Copyright 1954, Cutler-Hammer, Inc., Milwaukee 1, Wis 
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Connectors 

Ilsco Copper Tube & Products, 
Inc., Cincinnati, Ohio 
LU-2 multiple lug is now available 
with a wire range for two, 4/0 to two, 
1/0 cables in LU-4 and 
LU-6 multiple solderless lugs. The 
design permits the two cables to be 
installed in the space ordinarily re- 
quired for one larger cable. Wires are 
wedged between arched pressure bar 
and V-bottom collar. 


addition to 


Conduit Fitting 
The Pyle-National Co., Chicago 
51, UL. 


“OR” series of conduit fittings are de- 
signed with interchangeable features to 
meet all electrical conduit fitting re- 
quirements for machinery wiring, as 
well as plant maintenance and new 
construction. The ferrous alloy castings 
have tapered machine-cut threads. Flat- 
back area is easily drilled for secure 
mounting on vibrating machines and 
many other areas. Oval covers have 
self-retaining screws 


Wiring Devices 
Leviton Manufacturing 
Brooklyn, N. Y. 


Heavy-duty, plastic-incased wiring de- 
vices are for all types of surface wiring 
installations. All units in this line, 
including a single pole switch, three- 
way switches, duplex receptacle, pull 
chain lampholder, keyless lampholder 
and junction box are listed by Under- 
writers Laboratories, the Canadian 
Standards Assn., and meet R.E.A. and 
federal specifications. 


Co., 


Lighting Fixture 


Smithcraft Lighting Division, 
Chelsea 50, Mass. 
Fluorescent lighting fixture is for sup- 
plementary lighting of vertical sur- 
faces. It is said to provide excellent 
vertical lighting of chalkboards in 
classrooms, libraries, art galleries. It is 
also effective when used in displays, 
exhibits and bulletin boards, and can 
be utilized for cornices, indirect light- 
ing and wall desk lighting. Designed 
for rapid-start bi-pin and _ slimline 
lamps. Reflector may be rotated. 


Pier Anchors 

Van Dyke Industries, 3625 Ca- 
huenga Blvd., Los Angeles 28, 
Calif. 
Permanent or temporary installations 
of pier anchors are said to require only 
a few minutes and offer high load re- 
sistance to both tension 
pression. The anchors are also said to 


and com 
be of value in reinforcing foundations 
where fill conditions are encountered 
nature 


as well as tie-downs of 


Equipped with a pointed steel body 


any 
with tapered flanges. Unit pulls itself 
into position when turned and locks 1t 
self to the earth. For the average in- 
stallation only 15 to 20 


required. 


turns are 





Switch Support 

General Electric Co., Construc- 
tion Materials div., Bridgeport 2, 
Conn, 


Switch support is specifically for low 
voltage, remote-control flush switches 
and remote-control master selector 
switches. May be used on dry-wall, 
plaster wall, or heavy wall (4¢-in., %- 
in., and l-in.) construction. It will 
take one, two, or three remote-control 
switches or one master selector switch 
Three nail holes provide rigid mount 
ing, and recessed holes allow tight 
mounting strap 


seating of switch 


screws. 


Reamer 
Vaco Products Co., Chicago 11, 
Ill. 


Tapered reamer enlarges holes from 
lg-in. to 4g-in. Claimed to be ideal 
for metal, wood, or plastic. Designed 

servicemen, 


for radio and TV 


tricians, refrigeration servicemen 


elec- 


Air Conditioner 

Mitchell Manufacturing Co., Chi- 
cago, III. 
Residential air conditioner is a three 
horsepower, water-cooled packaged 
unit. It attaches to existing ductwork 
and is controlled automatically by the 
heating thermostat. The unit measures 
22-in. by 20-in. by 62-in. Includes 
its own blower fan so that the heating 
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NEW PRODUCTS 


system of the home does not have to be 
unbalanced, in order to adequately take 
care of the extra volume of air of a 





summer air conditioner 


Motors 
General Electric 

tady 5, N. Y. 

Tri-clad ye 


motors feature higher full-load speeds, 


Co., Schenec- 


single-phase capacitor 


higher overload capacity and higher 
breakdown torque. These motors are 
part of a new series built to the latest, 
re-rated NEMA size standards. Rigid 
cast iron construction. Incorporated 
insulation system, bearing 


assembly and ventilation design 


Outdoor Light Units 
New 


is a new 


Lightolier, Inc., York, 


i ¢ 


Eight styles are included in a new line 
of outdoor lighting units. They are 


designed specifically to blend with 


today’s architecture, contemporary or 
traditional Included are designs for 
modern or split-level plans, lanterns 
ind simple 


tor Cape Cod cottages 


shapes for ranch-type dwellings 
Attic Fan 


McLean Engineering 
ries, Princeton, N. J. 


Laborato- 


Vertical discharge attic fan is for small, 
ranch type homes. It is especially de 
signed for a living space floor area of 
1,000 sq. ft., or less, and having ceiling 


joists on 24-inch centers 


Decorative Lights . 

Royal Electric Co., Inc., decora- 
tive lighting div., Manville, R. L 
Trim-A-Door 
the Christmas decorative lighting line 


lighting set is part of 


This is a special 16-light intermediate 
base outdoor weatherproof set, with 12 
inch spacing between lights, which is 
claimed to fit the average doorway 
perfectly. Accessories to attach it to 
the exterior woodwork are supplied 
with the set. Lights also have other 
Shipped with assorted color 


C-914 bulbs 


uses 
G.E 





you will be on safe ground with.... 


EAVER 


GROUNDING DEVICES 





| T ea i 


a ~ Betta a, 
Economical prices—ease of installation—trouble-free service . . 


all yours with Weaver grounding devices! 


GROUND RODS AND CLAMPS 
They're designed for each other! RODS are com- 
pletely copper armored ...safe from corrosion. 
Rigid steel core and sharp point make driving easy. 
The CLAMPS grip firmly . . . hold connections under 
extreme pressure permanently. Rounded screw point 
prevents rod damage. 


POLE BOTTOM GROUND PLATES 
... have 25% larger copper area than other 
commonly used plates. That means: greater 
conductivity—better overload dispersal. 
Solderless connector with vibration - proof 
lock washer assures high pressure contact 
that stays tight for keeps. 


GROUND CLAMPS ui aprroven) 
Cast in bronze for complete resistance to 
rust and corrosion. They're easy to use and 
make permanent ground connections. The 
only complete line of bronze clamps for 
%,’’ to 4”” pipe. Competitively priced. 


WRITE TODAY FOR 
SAMPLES AND CATALOG 


Mr. Wholesaler: 

Weaver's cooperative sales 
policy, good discounts and 
low prices mean more Sales 
and profits for you. 


2110 HOWARD ST. * ST. Louis 6, MO. 


telephone CEntral 1-0881 
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Extension Cords 
Cable Electric 
Providence 7, R. I. 


Products, Inc.., 


All-vinyl extension cord line is claimed 
to be an entirely new development 
Che three-way cube end, as well as the 
finger cap, is completely unbreakable 
The service block and cap are molded 
directly to the wire. The contacts are 
completely enclosed in the vinyl mate- 
rial 


Plaster Cutter 
Wodack Electric Tool Corp., 
1627 W. Huron St., Chicago 44, IIL. 


Portable electric plaster cutter is 16 

inches long and weighs 13 pounds 
Equipment consists of: the case hous 
ing a universal motor operating on a 


or 1c 


j-in. by %4o-in. 


»-in. abrasive wheels with adequate 


Current; two 


Dy l 
guard, equipped with support handle 
which i 


and 15 


specially designed handle to 
attached a trigger switch 
of neoprene cord with plug-in for < 


outlet 

Space Heaters 
Edwin L. 

burgh 8, Pa. 


Wiegand Co., Pitts- 
Three, portable, automatic space heat 
ers have been added to the Chromalox 
line of electric comfort heating equip 


The 


thermostatic 


models have built-in 
One of the 
heaters is a small volt unit 
a 1,500 The 

models are 230/240 volt heaters rated 
at 2,400 and 4,800 watts. The latter's 
16,320 BTU output makes it ideal for 
the largest living room, says the manu- 
facturer. U.L 


ment new 
contre Is 


115 


Capacity 


with 


watt larger 


listed 


Cable Staples 


E. H. Titchener & Co., Bingham- 
ton, N.Y. 


Line of cable staples features barbed 
edges. The staples are designed to 
hold all sizes of both metallic and 
non-metallic flexible cable. Manufac- 
turer states that tests show readings 
up to 67 per cent greater holding 
power over the same size conventional 
staples. Four sizes in flat wire: 7, 1, 


sg, 1+ inches, inside length. Tw 


sizes in round wire and 


inches, inside length 


type: | 


Fixtures 
Steber Manufacturing 
Broadview, Il. 


Line of vapor tight fixtures are 

indoor and outdoor use. Metal parts are 
heavy duty cast aluminum with glass 
globe for either 100 watt or 200 watt 
lamps. Electrically welded wire guards 
are optional. Fixtures are designed for 


pendant, wall or outlet box mounting 


Toggle Switches 
Eagle Electric Mfg. Co., 
Long Island City 1, N. Y. 


Inc., 


Three way flush toggle switches come 
in two basic types. For industrial appli 
cation, the heavy duty T-rated switch 
is recommended. Residential switches 
for ordinary home use are also included 
in the line. Both types are available 


with or without plaster ears 


Wall Drill Kit 


Mall Tool Co., 7740 So. Chicago 
Ave., Chicago 19, III. 


Complete power tool unit, including 
drill, attachments and mounting board 
intended for the hom« 
The 


fold purpose 


is especially 


handyman board serves a two 
the dealer has a counter 
or wall display by removing the kit 
from its box; the buyer can hang the 
kit in any convenient Closet or corner 
This outfit comes packaged as shown 


in illustration 


Lampholder 


McGill Manufacturing Co., Inc., 
Valpariaso, Ind. 
Two-circuit lampholder is claimed to 
be the first to be marketed in pull 
and push button 
brass or phenolic construction. Avail 
able with pull chain, molded lever, 
plain brass lever or red plastic push 
button. Each model contains a no. 41 
Levolier switch mechanism. The two- 
circuit models are 250 watt, 250 volt 
and operate in sequence: high, medi- 
um, low and off. 


chain models. In 
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Recessed Boxes 
Markstone 
Chicago, III. 


Manufacturing 


] ; 


Removal 
complete 
the box, w! 
comfortable, 
The 
AI 


nee 


» hold the f 


Portable Cord Reels 
Hykon Manufacturing Co., 
Box 923, Alliance, Ohio 


P.O 


Extension cord reels are built for por 
merci ndustrial <« 


applic 


with lead-in cord and cont 


ble use in con 
home workshop ons. Equipped 
muous cul 
cCasy 
0 teet of 18-2 


Larger 


rent collector for simple connec 


Will hold up to 1 
n proportion 


reels for 3 and 4-wire 


mons 
cord; other sizes 
reels, special 
cable and non-live extension cord reels 


are also ay ilable 


Oil Lamp Adapters 
North American 
Co., St. Louis, Mo. 


Electric Lamp 


Solid brass burners have replace 


1 brass 
plated comy lete 
line of oil’ 
brass burners 


neitner 


advantage of 
pter 


discoloring. Each ada 
{ Mazd Lamp 


modates a standard 


wal tage 


Cable 

Rome Cable Corp., Rome 
Non-metallic sheathed cable i 
signed for 5.000 volt. power! feeder 
service. Has a smaller diameter and 
is lighter in weight than similar cables 


The cable has 


three conductors, each individually pro 


of equivalent capacity 


tected throughout its entire length with 


a metallic shielding 





from every angle- 


cal ' 
. is the clamp — 


tes 
ody elimina 
rine on side of cabinet. 


jeable iron DOSY jocknu 
A 


ated mi tates installation 


admium-p! 


; a and clamping cap Oe eo Large nex facili 
Here is a clamp designed specifically to Et) and corrosion Fe ead cramping volts 
turns slotted Nerened by wrench 
meet the requirements of interlocked armor mped several an be tignten 
ein esa armor cla’ 6) . screwdriver 
cable applications. The 0.Z. Type ‘‘PK” Clamp to) from end. 0 
provides exceptional speed and ease of gmooth armor StOP ay" ; strong 0- Typ 
installation, whether your cable enters the termination Paguatin scat 
5 . tec es. 
cabinet from the top, bottom or side. 9 to harp, roush ede 
It is designed with ample thread length for 
use with all standard conduit fittings and 
terminators from 1” to 5” and is available 
for interlocked armor cable ranging 
in size from .99" to 4.38” 0.D. 


e hi-impact 


A 
Cc r. suiating pushing. 


Call your local 0.Z. Distributor. 
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for ARMORED CABLE 


combines with standard O.Z. fittings for any terminating or 
splicing job involving INTERLOCKED ARMOR CABLE. 


Seals cable ends to protect insulation against moisture and other contaminators—can 
also be used with threaded hubs and bosses to provide watertight cable entrances. 





TYPE “PKG” TYPE “PKH" 
sealing bushing for inter- 
ocked armor cable enter Terminator for interlocked armor cable entering 
ing a cabinet side of cabinet. 


a | i a Exe z 7, 
es a — 
Y . te: —— ew ‘py 


be 





I J 


TYPE “PKC” ve | ( Na ——— 1") 


Terminator for interlocked 
armor cable entering 


bottom of cabinet TYPE “PKT” 





“ 


TYPE “PKS-J"" 
Terminator for interlocked 
armor cable entering 
top of cabinet. 


Splicing chamber for interlocked a 


TYPE “PKF” 
Compound bushing for in 
terlocked armor cable en- 
tering bottom of cabinet 


ELECTRICAL MANUFACTURING CO., INC. 2epEeepes 


? POWER CONNECTORS 
S _sD 262 BOND STREET + BROOKLYN 17, N. Y. SOLDERLESS CONNECTORS 


GROUNDING DEVICES 
CONDUIT FITTINGS 
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oe. Hui fal, Lali Sigil 


ot-mat-s am On fF eed Me)’ 


» MITCHELL 


IDEAL LUMINOUS SEMI-INDIRECT 
COMMERCIAL LUMINAIRES 


New MITCHELL "“Lume-Glow” sets the standard of 
excellence in comfortable indirect lighting. It is specifically 
rol Sela te Mi col me humm olale lil tt Meo igehiMmelileMi-lolitig-ci ol (tortie 
eye-ease illumination. Designed for pendant mounting, 
Lume-Glow luminaires achieve a desirably high upward 
component coupled with diffused downward lighting to 
achieve this new concept in glare-free, ‘restful illumination. The 
1) ol-tg oMaoliloliuelieamelmelolarelolimite lame slum cil 
low surface brightness is achieved through the original use of 
oko) MAID AR-ial-Mm ol (ok iilom col aiil-te Mla meolaMUlligemcialell (oh me tin-Telililal-te| 
total coll mmol mU trite] Mm oX-Loltla amolalc Moll tila liom mlilel he 
RUT tl ©] (oh Mohit eM -b ca) ohilelalol Meleh Zelaliolel-S MMT iu) olilil-te| 
TasicolicohicolmelalcMulellaltclalels(a- Mil wel@mavl ie l-scoll Mid ol-telli(aehilolaly 


folate MM ol-lacolgulolse-Melohio Mm Aaii-mm cola sit) |(-tilam oer a 


* 


The “Evenglo”’ plastic diffusing 
shield provides the most desir- 
able low surface brightness 


* 


High upward component, com- 
bined with plastic diffusing 
shield, provides the eye-ease 
illumination of indirect lighting 


* 


Ultra-shallow contour achieves 
a smart, streamlined effect to 
create clean, tailored-looking 
installations in the most dis- 
tinguished interiors 


* 


Available in 4-Foot, 2-Lamp 
or 4-Lamp Luminaires (choice 
of Rapid Start, Slimline or 
Medium Bi-Pin), and in 8-Foot, 
2-Lamp or 4-Lamp Slimline. 
Matching Spots, Fill-ins and 
Corner Boxes are available 


where quality counts, MITCHELL MANUFACTURING CO. 
specify 2525 N. Clybourn Ave., Chicago 14, Illinois 
In Canada: Mitchell Mfg. Co., Ltd., 19 Waterman, Toronto 
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Connectors may look alike 
but it’s PERFORMANCE that counts 


BLACKBURN CONNECTORS OUT-PERFORM THEM ALL 
Because They Are... 
BETTER MECHANICALLY 


Made of high strength duronze, a silicon bronze alloy stronger than 
structural steel. 


Machine cut threads, *CFC treated, provides more thread engagement 
—reduces friction and increases thread efficiency. *Chemical Friction Control 


Rigid inspection of each production operation assures uniformly good 
connectors. 

BETTER ELECTRICALLY 
High clamping force—the result of greater thread efficiency breaks down 
oxide on the conductor improving conductivity. 
Higher initial conductivity, actually greater than an equal length of 
conductor is maintained permanently. 

REUSABLE 
Selection of proper high-strength, corrosion-resistant materials— plus 
precision workmanship and inspection—means Blackburn connectors 
may be used over and over. 


JASPER BLACKBURN CORP., 35 Madison Street, St. Lovis 6, Missouri ¢« Phone MAin 1-2821 
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Kennecott is throwing 
121,040,000 punches 
into your fight for 
adequate home 





Look at the advertisement pictured on the 
opposite page. It means money to you... 
money from more and better appliance 
dealer business, increased contractor wiring 
and re-wiring jobs! 

As you see, it’s an advertisement signed by 
the Kennecott Copper Corporation and it 
tells homeowners about one of the many 
discomforts of living in an inadequately 
wired home. 

This is but a single advertisement in a 
complete campaign now appearing in The 


Saturday Evening Post and This Week 


magazines. Totaling more than 121,040,000 
hard-hitting messages, this great drive for 
adequate home wiring is hammering home 
to the homeowner the inconveniences of 
weak, undersized, overloaded household 
wiring. 

This campaign is bound to help your deal- 
ers and your contractors. Tie-in with it! 
Send for FREE copies of new consumer 
booklet, “The ABC of Home Wiring;” 
free reprints for mailings, posters for dis- 
play. Write Kennecott ( opper Corporation, 
161 East 42nd Street. New York ce F, 
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What was the trouble before ? 


She couldn t blame het brand-new coffee- {f your own ™ t or more years ¢ d electrical co! tract 
maker fot working SO slowly. The real villain the odds are 4 to | that too, have these Learn how ©45) 
was het outdated household wiring ! Weak same electri al annoyances You're nol get cost, \ modernize ¥ ir} 
wires small wires Wires that co sidn’t carry ting the most out of 4” of your 4p sliances ' 
‘ all that cor a appliance Get FREE booklet: 
full loads of electricity Until she did some What's worse, rre losing money in cur . 
. The ABC ot Home Wiring ' 

thing about it, this lady had no end ot trouble rent W asted by undersized overheated wires 

h he el \ . " 3 ur home wiring — 4! d how y 
with the electric® system of her home Even a home that’s fully wired today may serve you better It's easy to re sd 

‘ » ol ra’ | c + > > ‘ 

Her lights dimmed whenever she turned face electrica? starvation tomorrow. One new trated, and wi! be sent to } 

appliance like a room aif conditioner or a For yout 


on an appliance Her TY picture had a habit f py 
laundry ironet may 0 c our ng! 
of shrinking ™ size. Her tuses or circuit laundry 1rons nay verload you wirlne Copper ‘ orporation 


breakers kept plowing of tripping too often 


Published for your information by ennecott 


COPPER coRPORATION 


Why not do what this lady did? Call an New York 46, N. ¥ 


Fabricatns Subsidiarte* CHASE BRASS & COPPER ¢ o., KE NNECOTT WIRE & © ABLE CO 


This advertiseme: 
ay jen et im SATURDAY 
a regular series ae million readers. It is only 


educating the 
public to sements 
the importance of ad aimed at 


EVENING POST and 
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AMP-EATER 

















ON THIS NOW FAMOUS LAMP MENAGERIE? 


Pictured are some of the weird and wonderful 
creatures that are leaping out of the pages of lead- 
ing industrial magazines — capturing the attention 
and interest of the men who buy lamp replacements 


by the thousands. 

Why not take a fresh slant on your lamp business 
and get yourself new lamp volume and profit with 
CHAMPIONS. Let us show you how it can be done 


to your everlasting satisfaction and advantage. 


Over two million of these original and 
unusual messages on good lamps and 
lighting are being delivered this year by 
these leading publications: 


FACTORY MANAGEMENT & MAINTENANCE 

MILL & FACTORY 

ELECTRICAL CONSTRUCTION & 
MAINTENANCE 

ILLUMINATING ENGINEERING 

INDUSTRIAL EQUIPMENT NEWS 

NEW EQUIPMENT DIGEST 

ELECTRICAL EQUIPMENT 

QUALIFIED CONTRACTOR 

CONTRACTORS ELECTRICAL EQUIPMENT 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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Amprobe_ world’s 


largest-sellin 
snap-around 


volt-ammeter 


AMPROBE 
JUNIOR 

One low-cost 
tester measures 
both volts 


\ es ae : pike ring 
sold only , ote | and amy 
through 


wholesalers 


there is an Amprobe - AMPROBE 


e. “300” é ___ AMPROBE 
model for every job, The ideal anatiatigs 


all-around For 


every budget ; } multi-range >> extra-heavy 


loads 


PYRAMID INSTRUMENT CORP., Lynbrook, New York (&x; 
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They needed a top quality cable 


a 


Cs AF ae ee / tee ee 


THE 18-CUBIC-YARD SHOVEL moves a lot of overburden in a hurry. It is supplied with 7500 feet of 3-conductor 1/0 Tiger Brand Amerclad. 


HERE IS THE MINE HEADQUARTERS. Wash tower is at center. Notice conveyor system at right that goes to power station over the hill. 


QNOHHKKiMO Hii SSS SST 
erence 


es 
“ j ee 8 thee 
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like or 
this high production strip mine 


T* you take a ride out near Zanesville, Ohio, someday, 
you'll spot the new Muskingum Mine—probably the 
most modern strip mine in the world. It supplies coal 
for the new 400,000 kw Muskingum River Plant of The 
Ohio Power Company, part of the American Gas and 
Electric System. 


The big 18 and 45-cubic-yard electric power shovels 
operate day and night through sun, rain or snow. And 
when you consider the eye-popping cost of lost produc 
tion time, it’s easy to see why these shovels need the most 
dependable power cable on the market. At this mine, it’s 
100% Tiger Brand Amerclad. 


The cable is always exposed to foul weather and acci- 
dental abuse, It often stretches for more than a mile 
from switchgear to shovel take-up reel. Yet, after more 
than 2 years on the job, the Tiger Brand Amerclad is in 
perfect condition without sign of wear. 


If you need a cable that can take it... if you want 
cable for a power shovel, dredge, mine locomotive, weld 
ing machine or a heavy-duty electrical hand tool—you’ll 
get more for your money if you specify Tiger Brand 
Amerclad. Drag it through puddles, over sharp rock; spill 
gasoline or oil on it and expose it to sun and ozone. Tiger 
Brand will still give you service you never thought pos- 


sible. Send the coupon. 
removed most of the overburden at this mine. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


f 
/ ~“ & STANDARD TIGER BRAND CABLE 
FOR EVERY SPECIAL JOB! 


poper & varnished combric cable shovel & dredge cable 


asbestos wire and cable mold cured portable cord 


eerial, underg d & submeri mochine tool & building wire 
special purpose wire & cable 





American Steel G Wire Division 
Room DE-114, Rockefeller Building 
Cleveland 13, Ohio 


(CD Please give me more information about Amerciad 
(CO Wd like to talk to your representative 

Name ... 

Firm .. 


Address 


— ee ee 


USS Tiger Brand — Eectncat 
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ee AG SP ee 


your sales repeat— 


| 
j 
RNDY BURNDY BURNDY BURNDY BURNDY ||) BURNDY BURNDY BURNDY BURNDY BURND 
ERVIT ‘x | SERVIT = | SERVIT =] SERVIT = | SERVIT = K cL QIKLUG 


ed BIIRNDY BURNDY BURNDY BURNED 





URNDY BURNDY BURND 
VERSITAP VERSITAP | VERSITAP 


sERVIT F 
ae ee “ Qpx2828 at no QPK2 no 282 at no QPx2828 cat no QPX2828 
tum 
40) 
ra. 
aol 
Quan 9 


BURND 
HYLOG 





a 
8 


| : 
RNDY BURNDY BURNDY BURNDY BURND> |" BURNDY BURNDY BURNDY BUNT BURND 


—when stock’s cample 


You're bound to build steady, repeat business when you 


can always fill all your customers’ needs. That’s why 

it pays to carry a complete stock of Burndy Connectors: 
engineered to do a better connecting job. . . 
advertised to sell better . . . 
and priced to bring you a better return. 


When you connect with Burndy . . . you connect with Business! 


BURNDY 


52-28 NORWALK, CONNECT. — TORONTO, CANADA + Factories: NEW YORK, CALIF., TORONTO * Export: PHILIPS EXPORT COMPANY 
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Business Index: NATIONAL PICTURE 








1947-49=100% 
+— 399 ——Full-Line Wholesalers 





Inventories 


» ~~ 














INDEX (above) % CHANGE 
Aug. 1954 July 1954 Aug. 1953 Aug. 1952 Aug. 195] 1954 from 1953 
130 131 118 120 120 nf 
Inventories .. 124 126 145 121 175 _ 





1947-49=100% 1I947-49=100% 
1— 3099 ——Wiring Supplies and Construction Materials Distributors ———. 


250 Ralsotibs — —— ——_—} ao 195 4— 























— 200 ———————— Inventories 


— 150 S — aa er ee eee .—— 
— 199 ——— es 
ott 
= Pepe itiietitbsrtipssisititlisiitiny 


I95I 1952 1953 





















































INDEX (above) % CHANGE 


Aug. 1954 July 1954 Aug. 1953 Aug. 1952 Aug. 1951 1954 from 1953 
141 155 143 135 142 --4 


Inventories .. 152 150 175 151 153 — 





1947-49=100% 1947-49 =100% 
| 399 _—Appliances and Specialties Wholesalers — 











— 250 =——. 


Bi =~, Inventories 
NS 














oem - 














Ba Sales aE: 











= Lipa tiptitrrbkitirirtrsriptisirritii it 


1951 1952 1953 

















INDEX (above) % CHANGE 
Aug. 1954 July 1954 Aug. 1953 Aug. 1952 Aug. 1951 1954 from 1953 
112 106 121 115 97 —12 


Inventories .. 132 132 170 122 171 —_ 


SOURCE: Bureau of the Census. September-October projection is by this publication. Per cent change in 
sales is eight months of 1954 from eight months of 1953. 
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Business Index: REGIONAL ANALYSIS 





ELECTRICAL GOODS WHOLESALERS 
AUGUST 1954 


Sales Inventories 
(% Change) (% Change) 
From From From From 
July 1954 Aug. 1953 July 1954 Aug. 1953 


NEW ENGLAND + | +§ 


MIDDLE ATLANTIC + —3 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 


We're Sorry . . . but a change has been necessitated in our presentation of regional 
sales and inventory trends. The reason: The Bureau of the 
Census, which furnishes us with this information, no longer 
reports separately the trends of three classes of electrical goods 
wholesalers—full-line, wiring supplies and construction mate- 
rials, and appliances and specialties—on a regional basis. Instead, 
all three are now lumped together as above. We understand that 
the bureau plans further changes; consequently, you can expect 
to see some more changes on this page and the preceding one. 
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ANY FITTING YOU CAN THINK OF! 


Gedney’s got it...in malleable iron...accurately machined 
..- quickest, least costly to install 


{TS RIGHT THERE in the Gedney line... ev ery 
fitting needed for every sort of installation! And 
Gedney fittings are accurately machined and 


threaded...made of unbreakable malleable iron... 





CONDUIT LOCKNUTS — sizes 
from 3%” to 6”. Sizes 3%” to 
144” are made of heavy nut 
lock steel...all other sizes, 
malleable iron. All sizes 
cadmium plated. Also 
bonding wedge locknuts, 
i,” to 6” 





CAPPED BUSHINGS—available 
in a standard range from 4” 
to 6”. Made of unbreakable 
malleable iron, cadmium 
plated. 





CORNER PULL-IN ELBOWS — 
made in %”, 4%”, 1”, 1%’, 
1%,” and 2” sizes. Out- 
standing for space saving, 
machine wiring, easy wire 
pulling. Malleable iron, cad- 
mium plated. 


GEDNEY FITTINGS FIT 
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individually inspected to assure the lowest in- 
stalled costs obtainable today! Sell Gedney fittings 
for top customer satisfaction and the economy 


that means repeat business year after year 





3-PIECE CONDUIT COUPLINGS 
—come in a large range of 
sizes from %4” to 6”. Mallea- 
ble iron, cadmium plated. 





PIPE STRAPS — CLAMP BACKS 
and NEST BACKS—1 hole 

tor rigid E M.1 and service 
entrance cable. Available in 
1 full range of standard 
sizes. Malleabk hot 


dip ¢ 





NAIL STRAPS —for rigid 
E.M.1 und S.E cables with 
O.D. of .706 to 1.163 inches 
In sizes %”", %”, and 1 

Malleable iron, cadmium 


plated 











RKO BLDG. « RADIO CITY «+ NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 











BULLDOG INDUSTRIAL /40¢¢‘Duct 


LETS POWER 
RIDE WITH THE JOB 














It's every inch an outlet! That’s why BuilDog Industrial 
Trol-E-Duct® offers complete mobility of power. 

Any moving load is speedily handled by one of the six 
types of trolleys that operate in this enclosed bus bar 
electrical system. Straight or curved sections are pre- 
fabricated . . . fit any building contour or production line 
design. 

Completely reusable, Industrial Trol-E-Duct provides sub- 
stantial production gains because it practically eliminates 
“downtime.” Trolleys can be removed and replaced without 
current shut-down . . . no sagging wire conductors to halt 
production for maintenance. There’s no more time wasted 
hunting for a free outlet . . . no more messy, dangerous 
extension cords. 

Industrial Trol-E-Duct is another thoroughbred BullDog 
product designed to provide matchless economy with highest 
efficiency and flexibility. Write today for free Bulletin 
IT-655. BullDog Electric Products Company, Detroit 32, 
Michigan. Export Division: 13 East 40th Street, New York 
16, New York. In Canada: BullDog Electric Products Com- 
pany (Canada), Limited, 80 Clayson Road, Toronto 15, 
Ontario. ®BEPCO 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


A Division of I-T-E Circuit Breaker Company 
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Wholesale Price Index for 62 Electrical Products 





Product (1947-49=100) Sept. 1954 Aug. 1954 Sept. 1953 


Copper Wire, bare, Unit; pound 132.8 132.8 132.8 
Building Wire, type R. Unit: M feet . 96.4 92.5 107.2 
Non-metallic Sheathed Cable. Unit: M feet 83.9 80.2 96.3 
Varnished Cambric Cable. Unit: M feet 142.4 142.4 145.4 
Flexible Cord, type SJ. Unit. M feet 113.4 113.4 129.2 


Lighting Panelboard, fuse type. Unit: each 115.4 115.4 115.4 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 122.4 122.4 
Safety Switch, 2 Pole, type A, 250 volts. Unit: each 145.7 145.7 145.7 
Safety Switch, 3 Pole, type C, 575 volts. Unit: each : ‘ j 140.2 140.2 139.2 
Air circuit breaker, 250 volts. Unit: each we : 142.3 142.3 142.5 
Power Panel, fuse type, 250 volts. Unit: each .. i atin, ; 120.3 120.3 122.0 
Power Panel, circuit breaker types. Unit: each 126.8 126.8 126.8 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination dein watteh. Unit: each 145.6 145.6 142.2 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each Seaeeaee 137.4 137.4 136.0 
Motor Control, a.c., 50 hp., 440 volts. Unit: each ..... 146.5 146.5 135.7 
Motor Control, a.c., 75 hp., 440 volts. Unit: each .. 138.1 138.1 136.6 
Motor Control, d.c., 10 hp., 239 volts. Unit: each ... = 153.2 153.2 147.6 
Renewable Cartridge Fuse, 250 volts. Unit: each .... EE hes Sa 110.4 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each . ; Seren Sar oud death . 115.6 115.6 115.6 
Plug Fuses, 125 volts, non-renewable. Unit: each ae Sead 101.1 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each ... - ae in ye ; 141.4 141.4 141.4 
Motor, a.c., 1/4 hp., 110-115 volts. Unit: each 110.7 110.7 111.8 
Motor, a.c., 1/2 hp., 220-240 volts. Unit: each .... 111.4 111.4 118.3 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. ‘Unit: “each 122.7 122.7 122.7 
Motor, a.c., polyphase, induction 3 hp., ball bearing. Unit: each ..... 129.6 129.6 129.6 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 129.1 129.1 
Moter, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each ... 135.0 135.0 135.0 
Motor, d.c., 5 hp. Unit: each . ree , , 140.1 140.1 140.1 


Fan, under 12 inches. Unit: each 110.4 110.4 111.4 
Fan, propeller type, 24-30 in. wheel diameter, direct eonnseted. “Unit: “each pac 143.6 143.6 143.4 


Drill, production line, 1/4 in. Unit: each .. wid i S 113.8 113.2 112.0 
Drill, production line, 1/2 in. Unit: each . awake EON ee 108.3 108.3 107.0 
Saw, production line, 6-8 in. Unit: each . me ‘ , a 103.9 103.9 103.7 
Pliers, 6-in., long nose. Unit: each .... Seievie 164.1 164.1 156.3 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted. Unit: each , 136.9 136.9 136.9 


Distribution Transformer, 15 kva. Unit: each ..... a ; : 130.5 130.5 130.5 
Distribution Transformer, 45-50 kva. Unit: each .... ; te oe 125.5 125.5 125.5 
Dry Type Transformer, 15 kva. Unit: each ......... et ; ea 122.9 122.9 122.8 


Dry Cell Battery, flashlight, type D. Unit: each . 149.3 149.3 132.7 
Dry Cell Battery, portable radio ''B" pack 67 1/2 volts. Unit: eoch - 115.1 115.1 104.4 
Dry Cell Battery, general purpose. No. 6 type | 1/2 volts. Unit: each 140.1 140.1 140.1 


Voltmeter, portable type, 3 1/2-6 1/2 inches. 0-300 volts. Unit: each . , 156.3 156.3 142.5 
Ammeter, portable type, 3-6 1/2 inches. Unit: each . es —_ 151.3 151.3 133.6 
Watt-meter, for instrument transformer, 110-150 volts. Unit: a a-ak Asi pacts 138.1 138.1 126.9 


Toaster, automatic, “pop-up.” Unit: each ............ , yi 108.2 108.2 106.8 
Iron, under 4 pounds. Unit: each ......... ee : : cee eats 107.1 107.1 108.2 


Cooking range, standard size. Unit: each .... ; jas 104.0 104.0 101.2 
Washing Machine, nonautomatic, wringer type. Unit: each — 106.2 106.2 107.0 
Washing Machine, automatic. Unit: each ........ eae 102.3 102.8 105.0 
lroner, table model. Unit: each , . 115.5 115.5 112.9 
lroner, portable model. Unit: each : 102.0 102.0 100.5 
Vacuum Cleaner, upright. Unit: each aes ' 108.0 108.0 107.1 
Vacuum Cleaner, tank. Unit: each .... 108.9 108.9 110.5 
Refrigerator, capacity 7.4-9.4 cubic feet ond over. Unit: “each ; 106.4 106.4 106.1 
Home Freezer Chest, 7-!12.4 cubic feet. Unit: each ears 106.9 106.9 109.7 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each ; 105.2 107.2 112.2 


Radio, table model. Unit: each . ot : 88.1 88.! 90.9 
Radio, console model, radio-phonograph comblaation. Unit: each i 97.8 97.8 97.8 
Radio, portable model. Unit: each . . 91.6 91.6 95.4 
Television, console model. Unit: each ..... eee 68.6 68.1! 73.5 
Radio-television-phonograph combination. Unit: each 68.3 68.3 74.3 
Television, table model. Unit: each i 73.5 73.5 76.5 


Source: Bureau of Labor Stofistics 
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ANACONDA 


is fully approved as 


underground feeder Type UF 


by Underwriters’ Laboratories, Inc. 


Bury it in the ground — and be sure of 
lasting service. Rugged jacket and 

insulation — both of ANACONDA 

Densheath** thermoplastic — resist moisture, 
soil acids, and crushing. 

DURALL-Tt is ideal, too — as type NMC — 

for cow barns, hothouses, concrete and cinder 
block walls, industrial plants, mines . . . and 


other places where heat, moisture, corrosive 
fumes and fungi lick ordinary 


nonmetallic-sheathed cable. 


INDUSTRIAL & 3 HOTHOUSES Get this tough new cable from your 


PLANTS Anaconda Representative or Distributor. 
Anaconda Wire & Cable Company, 
25 Broadway, New York 4, N. Y. 


**Reg. | S. Pat. Off. +Trade Mark 


yi the right cable for the job 


CONCRETE MINES 
a WIRE AND CABLE 
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TIMES and TRENDS 





To Our Readers 


With this issue the editorial direction of ELECTRICAL WHOLESALIN« 
placed in the experienced hands of George Ganzenmuller, our new executiv: 
editor. 


George Ganzenmuller is well qualified to give editorial leadership « 
ELECTRICAL WHOLESALING. He has been on the staff of the magazine for 
seven years. He has been managing editor since 1952 and has worked clos« 


ly with our former editor, Art Hooper. Thus, we can pledge that the pro 


gressive editorial program of this magazine will continue. 


Thirty-five years ago ELECTRICAL WHOLESALING pledged itself to the 
service of electrical wholesale distributors and their salesmen. To carry « 


its assignment, the staff of the publication has held to these objectives 
To state, discuss and to offer solutions to the industry’s major problems 


To inspire better performance through spotlighting successful selling tech 


niques of salesmen and firms. 


To gather and present product selling information in an easy-to-undet 


stand manner. 


To provide a strong medium of communication between manufacturers 
and distributors. 


To assemble and interpret industry statistics. 


To build a better appreciation of the economic advantages of wholesale 


distribution. 


We on ELECTRICAL WHOLESALING are proud that the National Associa 
tion of Electrical Distributors selected one of our own members for the im 
portant position of Executive Director. We are certain that the knowledge and 
belief in the electrical wholesaling industry gained by Art Hooper during 
his years on the staff will be reflected in his work at NAED. 


One responsibility of leadership is to develop new leaders and provide 
for continuity. To serve the interests of the electrical wholesaler and his 
salesmen, this publication will continue to develop and place editorial re 
sponsibility in the hands of men qualified to make genuine contributions to 


the industry. 


W. W. Garey, Publisher 
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NO...THIS ISNT THAT KIND OF AN AD! 


We've been amazed lately at the increasing number of 
orders we receive from Electrical Wholesalers who, up 
until now, confined themselves to the sale of supply 
items, cable, lighting equipment, etc.—products gen- 
erally in use only on 600 volt systems or less. 


These orders, we feel, are ample proof that you, as an 
Electrical Wholesaler, can do a lot better for yourself. 
We believe that you can increase your organization pro- 
fits tremendously, as well as provide a valuable service 
to your industry, by adding heavy-duty equipment to 
your line . . . equipment such as power switchboards, 
high and low voltage industrial distribution equipment, 
unit substations, air and oil circuit breakers. 


Here’s why: The material requirements of your present 
custemers are growing by leaps and bounds—right along 
with the booming electrical and construction industries. 
This means they need more and more heavy-duty equip- 
ment as well as the equipment you already supply. You 
are in a natural position to meet this need because you 


already have an intimate knowledge of proposed pro- 
jects in your area, gained through your efforts to sell 
other items of equipment. You also enjoy an established 
reputation and occupy a strategic position which enables 
you to provide fast, dependable service. 


If you are the kind of Electrical Wholesaler who recog- 
nizes the changing trends in the Electrical Industry . . . 
and who believes he can render a service to both 
customer and manufacturer alike . . . and find it 
profitable in doing so . . . we'd be happy to team up 
with that kind of an organization and make our products 
available to you for resale. 


eller - . 


‘°c @2 ? @¢ 2a 3t Oo NN 
ELECTRICAL SWITCHGEAR 


BETHLEHEM, PENNSYLVANIA 
Sales Representatives in all principal cities 


CANADIAN FOREIGN 
Available thru Authorized Wholesalers 
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Arthur W. Hooper 


George Ganzenmuller 


New Jobs, New Responsibilities 


Arthur W. Hooper, editor since 1951, leaves ELECTRICAL WHOLESALING to 


become NAED's executive director. George Ganzenmuller named executive editor 
a 


RT HOOPER has taken over a new command—the 

third in a decade—that of executive director of the 
National Association of Electrical Distributors 

Fresh from a wartime career in the U. S. Coast Guard 
where he served as cco.mmander of a sub chaser in the 
South Pacific, Art joined the editorial staff of ELECTRICAI 
WHOLESALING in 1945. His second command came in 
1951 when he was named editor of the magazine, suc- 
ceeding O. Fred. Rost. 

His latest command as executive director of NAED 
began November Ist when he officially assumed his duties 
at the association’s headquarters. Art succeeds the late 
Charles G. Pyle, executive director of NAED since 1942, 
who died in July of this year. 

In his announcement of Art’s acceptance of the new 
position, NAED President Les Barrett summed up the 
attitude of all of Art's associates when he said of the 
new executive director: “In my opinion, Mr. Hooper is 
right for the job. He has a fine knowledge of the industry 
and a sympathetic understanding of its problems. He is 
well known to the membership and to the manufacturers 
in the electrical industry and possesses the vision, diplo- 
macy, aggressiveness and virility the post of executive 


director of NAED requires.” 
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ECOND-IN-COMMAND ever since Art Hooper took 

over the editorship of ELECTRICAL WHOLESALING in 
June 1951, George Ganzenmuller now assumes full re 
sponsibility for the editorial operations of the magazin« 

A graduate of the Medill School of Journalism, North 
western University, George joined ELECTRICAL WHOLE 
SALING in 1947 as an editorial assistant. He was named 
news editor in 1949 and assistant editor in 1951. His 
next appointment came in March 1952 when he was 
made managing editor. He succeeds Art now with the 


litor 


title of executive e& 

During his seven years on ELECTRICAL WHOLESALING, 
George has had close contact with the industry—analyz 
ing, interpreting and reporting activities, trends and new 
developments in the field. As managing editor, he has 
been able to put into practice many of the new tech 
niques of trade journalism as they applied to the electrical 
wholesaling industry 

As executive editor, George will be in closer contact 
with members of the industry in more than an editor's 
capacity. He will continue to bolster the magazine's 
long-standing policy—that of presenting the views of the 
electrical distributing industry and earnestly striving to 
solve its problems 








Unnouncing New, Re-Designed 


HEAVY DUTY 


PLUGS & RECEPTACLES 


€asier-t 


°-inter 


Nteriors Plug and 


‘nom 


"° SPecial tools, achining. 





i Plug Adaptability. 
a Portable cabig ga 
mP- Capacity, _— 


takes an 
fo full 39 








Circuit-Breaking Features 
Make Arktite Safe at Full Load 
Without Disconnect Switches 








Each contact is insulated in a separate chamber. 

Arcs formed while making or breaking circuit are 

snuffed out in arcing chambers by pressure- 

deionization and lack of oxygen. No chance of 

flash-over even if break is made at full load. 

: With grounding contacts longer than load con- 

Scliecie amen tacts, plug and tool are grounded before circuit 
DISTRIBUTOR. is made and after it is broken. 

New Arktites now available in 30 amp. size 


— 2-pole, 3-pole and 4-pole styles. Fully in- 
<> osmniune 
DISTRIBUTION 

















terchangeable with old Arktites — same 


economical price. 


exclusively through 
GLECTRICAL 
DisTRiBUTORS 


CONDUEETS *FLOODLIGHTS* TRAFFIC SIGNALS © AIRPORT LIGHTING 
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What's Happening 


Washington, D. C. 


November @, 1984 in Washington 





@ Election Results Support Business Outlook—The outcome of the election 
clearly gives businessmen the basis for some solid satisfaction. Despite fears 
of a Democratic sweep, there was nothing in the returns to give any support to 
claims that there was a repudiation of the Eisenhower program, Eisenhower 
leadership or the Eisenhower team. 


On election day there were two main sources of hope for those who wanted 
an anti-Administration sweep: The Administration’s lower-support farm pro- 
gram, and the spots of unemployment harassing the economy for some months. 


Clearly, no such trend developed. The Republicans lost some farm-area 
seats and kept some; they lost some house seats to unemployment and kept 
some. In fact, Eisenhower can take satisfaction from the fact that Democratic 
gains—to be expected in a non-presidential year—were no more than what 


was to be expected. 


The net result is to strengthen the Eisenhower program; much of it finds 
favor with Democrats. Liberal foreign trade is one example. The new $50- 
billion highway program will be favored. Defense spending won’t be cut much 
or increased much. Farm policy won't be changed much, and Taft-Hartley 
changes are hardly a possibility. Budget balancing becomes less likely. 


By and large the election outcome gives a nudge to the turnaround in the 
business outlook which became evident a few weeks before election. 


Administration Takes a Look at Construction Next Year—Just before 
election day the outlook for construction during the year just ahead was laid 
on the line by the economists of the Department of Agriculture, who take a 
non-political look at what both private and government experts in the agencies 
have to say. Here’s how they rated the various lines: 


Construction as a whole will be as good next year as this year, and maybe 
some better. 


State and local expenditures for public works—buildings, sewer and water, 
highways, and the like—will be higher by $2-billion next year. ($2-billion 
was the increase for 1954 over 1953, too.) 


Housing boom “seems likely to be maintained.” (See next page) 


Commercial and institutional buildings will rise again, partly boosted by the 
trend of population to the suburbs. 


On the downward side is industrial construction, but the decline in spending 


is expected to be moderate, rather than becoming a sharper drop-off. And while 
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federal spending in general is expected to decline slowly, it's hard to say 
whether federal construction will be much affected. 


Home Building Keeps Booming—All signs point to a continuation of the 
housing boom which has been a big factor in keeping the business slide from 
going too far—and a big factor in the slight upturn that showed this fall. 
September housing starts are running at a rate of about 1.2-million a year— 
a figure that definitely reflects the easier credit terms of the Eisenhower housing 
bill. At the same time, housing starts put a solid floor under appliance sales of 


all kinds. 


New Fanny Mae Will Back Home Building—This month saw the shift 
from the old FNMA to a new government agency to back up the housing boom 
by buying up mortgages from lenders if and when lenders want to sell. As things 
stand now, the money supply for mortgages has been more than enough to meet 
the demand, despite the near-record level of starts and sales. 


The new agency has plenty of funds to begin buying mortgages anytime it 
wants to, and at the direction of the President it can support special housing 
programs—such as urban renewal or housing for families displaced by slum 
clearance. The new agency, which has the same name as the old, has special 
authority intended to make it possible to transfer some of the government's 
financial obligations to private investors. The hope is that such activities may 
become entirely private. But the Administration can still use the agency when- 
ever it chooses to give housing a needed boost. 


Eisenhower Backs Big New Expansion Program—The President has got- 
ten behind a plan to really boost public works during the years ahead. Lease- 
purchase of government buildings has helped show how you can get govern- 


ment projects built while paying for them over the useful life of the project. 
Now a $5-billion a year 10-year highway building program is to be submitted 
to Congress next year. Idea is to find ways of financing such construction by 
floating bonds of a yet-to-be-created government corporation. The annual pay- 
ment of principal and interest on the bonds is all that shows in the federal 
budget, instead of the total outlay of the construction involved. 


If the highway program goes through as expected, then you can look for 
Eisenhower and his team to push one of the biggest public works programs in 
history. 


There is perhaps a doubling of public works spending possible under the kind 
of program the Administration’s planners are talking about. Besides highways, 
they see the possibility of stepping up school construction from $2.5-billion per 
year to $6.7-billion, hospitals from $600-million per year to $1.5-billion, waters 
and sewage works from $1.1-billion per year to $3.0-billion. 


The big problem in financing all this is to find ways of getting it done with- 
out having Congress vote additional billions each year. The Administration 
argues that such additions to U.S. facilities are not annual expenditures but 
capital investment, and should be paid for as business pays for its plant—by 
writing off the cost so much each year. The idea is to borrow the money, and 
then commit both state and federal governments to guarantee the annual pay- 
ments on bonds issued by a special corporation. 


All this poses tremendous problems—but the President's top advisors, 
headed by Gen. Lucius Clay, are hard at work doing just this for the $50- 
billion highway program. 
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Smooth, work-speeding raceways 
make Conduit fittings the choice of 
cost-conscious contractors. Fast, perfect 
installations, without cable damage, 
cuts installation time. Conduit’s supe- 
rior workmanship guarantees satisfied 


vm and repeat sales. 


all this plus service 


Conduit of Columbus has nine 
strategically-located warehouses to 
assure prompt shipments. This 
means quick delivery for regular 
and emergency needs. Another 
plus; Conduit fittings are packaged 
at no extra cost. 


AWAY 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS CO., J , OHIO 


PIPE COUPLINGS « PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD + GOOSENECKS + WALL PLATES 
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ELECTRICAL 


WHOLESALING 


NOVEMBER - 1954 


Industrial salesman John Ballowe smilingly asks .. . 


‘Price—What's That? 


in sales to just nine accounts, 

with price hardly entering the 
picture—that’s the enviable selling 
record scored for the past four years 
in a row by John C. Ballowe, indus- 
trial sales representative for Charles- 
ton Electrical Supply Co., Charleston, 
W. Va. 

How does he do it? For one thing 
he knows his accounts—really knows 
them. He has a working knowledge 
of what they produce, what basic ap- 
paratus and supplies they need, what 
applications of controls, panelboards, 
motors, wiring, etc., they can possibly 


Hi: A MILLION dollars a year 


36 


By George D. Farley 


use. His background, before coming to 
Charleston Electrical Supply in 1941, 
helps greatly in the product applica- 
tion department, incidentally. Prior to 
that time he had sold for 14 years for 
Fairbanks Morse, makers of scales, 
pumps, diesel engines and most im- 
portant, electric motors. This experi- 
ence, plus what he has gained with 
Charleston Electrical Supply, has 
equipped him to handle almost any 
problem he encounters in working 
with engineers. 

This is no mean feat, considering 
the size and scope of his customers’ 
operations. To give you an idea of the 


task, here is a list of Ballowe’s ac- 
counts: 

e Dupont 

e Owens-Illinois Glass Co. 

e Libbey-Owens-Ford Glass Co. 

e Barium Production Corp. 

e Carbide and Carbon Chemicals 
Corp. 

e Westvaco Alkali Division, Food 
Machinery and Chemical Corp. 

e Ohio-Apex Division, Food Ma- 
chinery and Chemical Corp. 

e Monsanto Chemical Co. 

e Fuel Process Co. (Manufactures 
coal washing machinery). 


To successfully sell industrials, 
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Ballowe Minimizes 
Price With 


Ballowe sticks to one guiding idea 
"You've got to face the fact that in 
dustrial sales are a strictly long-range 
proposition. You can’t be a get-the 
order-quick salesman,” he says. “In fact, 
the order is lower-most in my mind 
It takes care of itself if I stick to my 
tried and proven methods 

His approach begins with the pur 


chasing agent or the person who buys, 
CREATIVE SELLING—Salesmar 


if there is no p.a. “Even though my 
? ; capitalizes on interest i 


detail work is actually with the engi 
neers or members of the design or 
production departments, I never pass 
up the buyer. Though they buy hun 
dreds of items unrelated to my prod 
ucts, you'd be surprised how many 
want to see electrical manufacturers 
bulletins or have me explain electrica! 
samples to them. Several have asked 
me jokingly to give them a short 
course in electrical engineering and | 
have, dropping a little handwritten 
page of basic information on theit 
desks each week. It pays in good will 
and orders—believe me,” Ballowe de 
clares 

e Ignores Price—Once he has con- 
tacted the man to see—engineer, plant 
super or electrician—he bears down 
heavily on selling, ignoring price. He 
talks quality angles and engineering 
features plus specific applications to 
these men who “probably know more 
about engineering than I ever will.” 
(Ballowe is a member of the AIEE.) 
His main object is to get the products 
he handles specified and standardized 
and it isn’t easy. “It takes time and 
unlimited effort. The questions I get 
may take months to answer and turn 


ENGINEERING AlD—Design, product } 1d maintenance eng 


neers receive unlimited help. Ballowe stresses quality application 


into telling sales points. Sometimes 
getting specification happens suddenly; 
sometimes it takes two or three years 
But when you get it, you know that 
all the hard groundwork was worth it.” 

Part of that groundwork involves 
what Ballowe terms “research.” “Any 
time I see a new item in a bulletin 
or trade magazine, I write away for 
literature immediately. If it looks good, 
| ask my company to get samples 
With the samples, I sell orders to be 
delivered as soon as we get the stock,” 
he says. “About three years ago, for 
instance, I got hold of a few 10-inch 
samples of a new flexible metallic con- 


duit. I had plenty of time to get it PRODUCT “RESEARCH”—Ballowe spends much time digging for 
(Continued on page 129) unusual items asked for, is always alert for new product “‘scoops.”’ 
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Par for 
This Course— 


$20,000 


That's the electrical market for just one installation of 
a new conception in golfdom—the par-3 "pitch-putt"’ 
course—that Parr Electric salesman Bob Koblizek is 
cultivating in New Jersey 


By Thomas F. Preston A TYPICAL COURSE 


that golf stories, like fish stories, 
are too often exaggerated. Well, 


) fae often heard the expression 


this is a golf story of rare occasion 
It is based on documented fact that 
hardly needs exaggeration to build up 
its climax. And to you as an electrical 
distributor's salesman always on the 
lookout for profitable, repeat business, 
this message will take on added mean 
ing. 

It’s about Bob Koblizek, salesman 
for Parr Electric Co., Newark, N. J., 
and how he landed an order for flood 
lighting equipment, lamps, switchboard 
and necessary fittings for Hillman’s 
Golf Land, East Paterson, N. J. The 
installation is typical of a new concept 
in away-from-the-course golfing that 
is gaining headway throughout the 
country—the short par-3 (or “pitch 
putt”) golf course combined with: 
miniature course and golf driving 
range 
e The Approach — Late last fall 
while Koblizek was driving through 
East Paterson he spied a work crew 
making fills on a stretch of land that 


_— Tanai was a truck farm just weeks before 
His first thought was: a new industrial 


A TYPICAL APPROAC Distributor salesman Bob Koblizek and factory plant. The civil engineer on the job 
representative Andy Natale together work over . be 


lighting and wiring diagrams that were presented to, later approved by, appre set him straight; it wasn't to a 
ciative customer Arthur Hillman plant at all but a brand new 18-hole 


38 ELECTRICAL WHOLESALING—November, 1954 





Hillman’s Golf Land, East Paterson, N 
course and driving range- 


J.—a combination miniature, par-3 
incorporates 181 floodlights and has an over-all 


¢*> 


wattage of 96 kw. Total electrical cost to the customer—$20.000 


par-3 golf course. What's more, the 
whole installation was to be flood- 
lighted for night play 

Koblizek made an appointment 
with the owner, Arthur C. Hillman, 
one of the country’s foremost carna- 
tion growers. He explained to him 
the services of Parr Electric that were 
at the disposal of the Golf Land owner 
and asked if he could assist him in the 
selection of floodlighting and other 
equipment for the entire project. With 
the owner's consent, Koblizek then 
brought into the picture representa- 
tives of the Natale Machine & Tool 
Co., manufacturer of the Circle “D” 
floodlighting line. 

Samples of the fixtures were in- 
stalled in the Hillman nursery and in 
the winding yard leading up to the 
greenhouses. Hillman, himself, was in- 
vited (and subsequently made four 
trips) to the Circle “D” plant in Carl- 
stadt, N. J., to inspect the manufac- 
turing operation. Impressed with this 
close-at-hand observation—backed by 
the services offered by Koblizek — 
Hillman agreed to the installation. 

e Enter Teamwork — Distributor 
salesman and factory representative 
worked closely in assembling a lay- 
out of lighting and wiring diagrams 
for the recreational project, together 


with electrical contractor James Coch 
ran of Paterson. The installation was 
to follow the pattern of other similar 
courses laid out by architect Geoffrey 
S. Cornish throughout the country. It 
had to incorporate the science of good 
lighting without interfering with the 
play of the game 

For that reason, the layout showed 
that all floodlighting poles were to be 
mounted around the perimeter of the 
18-hole course, with floods 
onto the course itself. It was shown 
that poles 
course 


focused 
separating “pitch-putt 
driving would 
serve as lamp support for the lighting 
of both areas of play. Directly in the 
center of the course would be one pole 
with a cluster of sealed beam lamps 
throwing light in all directions on the 
inside radius of the course. The job 


from range 


was originally scheduled for overhead 
wiring but was later 
underground for 


changed to 
safety and conve 
nience 

When the layout 
and approved, it spelled out every pos- 
sible detail: 42 circuits and their de- 
Signation; a load of 96 kw. and 296 
amps.; 3,890 ft. of weatherproof cable 
and 3,940 ft. of neoprene cable for 
trench laid installation; 29 floodlight 


was completed 


(Continued on page 122) 
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Golf Lighting 
Comes of Age 


THE evolution of golf recreational 
lighting has been a gradual one. 
First 
courses that became the rage of 


came the miniature golf 
the country in the 1930's. Back in 
those days when Eisenhower was 
still in mufti, the game of golf was 
not so popular as it is today. Still. 
the idea of the 
caught hold and in every commu- 
nity there sprang up these day 
That was your 


putting green 


night miniatures. 
first market in outdoor recreation- 
al lighting of any consequence. 

Then came the driving ranges. 
spurred on by a more golf-con 
8 ious public that want d to imple 
ment and 
away from the golf course. The 
market for lighting of these driv 
whose after-dusk busi 


improve on its game 


ing ranges 
ness was staggering—grew right 
along with the craze. 

Now a new trend in golfing is 
a combination of the first two with 
the addition of a third—a 9- or 
18-hole par-3 courst commonly 
known as a “pitch-putt” course 
As regards the lighting of these 
par-3 courses for night play, the 
market for the first two have been 
pikers in contrast 

The “pitch-putt’”” course is a 
small-scale model of the regulation 
course. Golfers carry two clubs—a 
9-iron and a putter They pitch the 
hall from tees and fairways to a 
putting green where they test their 
putting skill. Each hole is about 
50 to 60 yards long. The par on 
each hole is three 

According to Geoffrey 5S. Corn 
ish. golf course architect, Amherst, 
Mass., par-3 courses art catching 
hold all over the country and in 
Canada. Every community in the 
U. S. has several desirable loca 
tions for such courses. As a com 
mercial venture, a par-3 course 
flood-lighted for night play is a 
good moneymaker. It is also a de 
sirable feature in a community 
recreation cente! and can be a 
profitable drawing card for res 
taurants. resort hotels and motels 
Industries, too, might consider it 
as an employee ret reational facil 
itv and country clubs as an added 


feature 





Electrical contractor Dave Syme asks... 


‘So You Want 
To Sell Me?’ 


A contractor—who also happens to be a 


businessman—offers some very interest- 


ing and very frank answers to this question 





Who’s Dave Syme? 


Up-and-coming electrical contractor Dave Syme has 
seen many an electrical distributor’s salesman come 
and, unfortunately, go. He’s a rare combination: 
able businessman, New York City master electri- 
cian, active promoter of adequate wiring, planned 
lighting, etc. Because of his unusual qualifications, 
ELECTRICAL WHOLESALING has asked him to tell 
you exactly what kind of selling consistently gets 
his orders. Here’s what he said. It’s a customer's 
eye-view that’s seldom expressed so articulately. 








As an electrical contractor, what do you expect from 
an electrical wholesaler’s salesman? 

Generally speaking, I ask just three things from a dis- 
tributor’s salesman. One is a thorough knowledge of the 
products his company handles—he's got to know what 
he’s talking about. Another is the ability and desire to 
follow through and keep our dealings and paperwork 
straight. The third is that he have a cognizance of my 
credit standing and my business activity so he can help 
his credit manager to get a better picture of my opera- 
tion, financially. 


Would you say, then, that thorough product knowl- 
edge is the most important element needed to sell 
you? 

Absolutely! Friendliness and personality are all right, 
but they mean nothing to me as a businessman if a sales- 
man can't answer any questions I ask. If he can’t answer 
the question immediately, I expect him to get the answer 
in a reasonably short time or to put me in touch with a 
manufacturer's man who can. 

A distributor's salesman shouldn’t just wait till I ask, 
either. I like him to bring samples or literature on new 
equipment that will help me to stay competitive in my 
trade—to be progressive. 


Does the salesman with samples get your business? 

Let me put it this way: I'll order at least two out of 
every five samples I see during a day. The salesmen who 
carry samples indicate their interest in helping me and 
they save time—it gives us both something to talk about 
rather than exchanging comments on the weather for 
awhile. 


Any badly trained salesman is a novice 


Another item that makes a salesman welcome is the 
latest price sheet. As far as I’m concerned, a catalog is a 
salesman’s salesman between his regular calls. The more 
up-to-date he keeps it with supplementary sheets the more 
I look forward to seeing him. 

There are some salesmen who actually do not know the 
products they handle. I usually have to explain something 
about the product so that I can ask another question. | 
find out later that they haven't bothered to get the answers 
and further questions—and dealings—are useless. 

Right then, I lose confidence. I feel that the supply 
house he represents has no right to send out a novice in 
the field. Any badly trained distributor’s salesman is a 
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novice to me, no matter how many years he’s been on the 
road. Sadly, there are more such salesmen today than I 
care to think about. One case in point: one salesman 
who lost his company $800 worth of my business because 
of his greenness. Though he had several years of selling 
experience, he knew almost no products he sold, never 
followed through on adjustments, in fact we never heard 
about the disposition of any complaints until the next time 
he called. Then, he'd laugh it off. Yes, he had a swell 
personality, but it did me no good. He was replaced with 
what I call a salesman and that company is now regaining 
a good part of my business. 


There’s not nearly enough follow-through 


There are other cases where a man is thoroughly 
versed in his company’s policies and equipment carried. 
It’s a pleasure to talk to such a man and I like to give him 
as much time as is possible. Every minute spent with him 
is beneficial to both of us. 


What do you expect in the way of service from the 
distributor’s salesman? 

Well, I like him to give me aid in keeping my accounts 
straight. Before getting to what he has to sell, I think he 
should go over invoices for the period since his lest call; 
he should straighten out adjustments, find out and advise 
me about overcharges as well as undercharges. If his 
firm is at fault, I like him to rectify mistakes quickly and 
not let it go. Many salesmen simply do not follow through, 
and this reflects unfavorably in the contractor's mind 
when he thinks of the salesman’s company. 

I like salesmen who follow up on necessary paper work 
for crediting or exchange items or incorrect merchandise 
I've received but never ordered. Then, too, when a sales- 
man brings me urgently needed material in his own car 
rather than holding it up for regular delivery or just not 
bothering, you can bet he’s going to be welcome. 


How about personal service—actual distributor sales- 
man aid in preparing wiring and lighting layouts, 
in helping with takeoffs and estimates? Do many 
salesmen offer that sort of assistance? 


No, and I don’t think many self-respecting contractors 
really want that kind of service. 


Why not? 


First, it would enable a salesman to know more than 
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he should about your business. He'd know which jobs you 
were bidding on and what kind of work you were doing 
With that knowledge in his mind, he becomes too familiar 
with the inner workings of your business. This can be 
more of a detriment to a contractor than a help. In 
directly, such knowledge almost always finds its way to 
competitive contractors 
my jobs, I don’t expect the salesmen to do my work 
Salesmen should remain deaf to what doesn’t concern 
them. Information they carry out of a contractor's office 
invariably gets back—at their expense. If a salesman 
volunteers such aid, I discourage it with thanks 


Since I solicit and sell most of 


Including such assistance on, say, lighting installa- 
tions? 

The furthest I would like a salesman to go on lighting 
help would be to give me a good price list on the actual 
fixtures involved, but not to go into detail on the location, 
the customer and so on. It would only encourage more 
bidding by letting my competitors in on the job. As a 
rule, I go out and get my own jobs through private 
knowledge, personal observation, or leads from my 2,000- 
name customer mailing list. Experience has taught me 
that the more details I give salesmen, the more competi- 
tion I get. It isn’t due to deliberate passing of informa- 
tion but the way word gets around in this trade would put 
an intelligence agency to shame. 


What do you think of electrical distributors who 
encourage contractors to shop around for lower 
prices? 

Certain jobs usually must be determined on price 
alone—hospitals, nursing homes, and other institutions 


Hidden discounts—more smelly cheese! 


which always ask open bids. On the other jobs, price 
should be less important to the responsible contractor 
Too many contractors and too many distributors are 
playing a detestable game with the price football 
Hidden discounts are making the business a rat-race. ] 
don’t want them. If a salesman comes into my shop 
talking inside fives and tens, I'm ready to throw him out 
I'm trying to build my trade and reputation with quality 
materials and workmanship, and salesmen like this are 
ready to help destroy it for a sales volume without any 
real profit for any one. These salesmen and their com 
panies aren’t building their business; they're just tossing 
more smelly cheese into the big rat-race 
(Continued on page !27) 
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Five reasons why a factory salesman’s presentation often fails 


Why Some Sales Meetings 


By Winston N. Coburn E have just had a sales meeting, 
Missiaadie, Gleaitact Sepily Bilston and at the moment I am feel- 
Vesna Diadwere Co. tac. ing badly deflated. My one-hour 
Burlington, Vt. portion of the valued time available 

had been completely devoted to a 

nationally-known and recognized prod- 


uct that we had just acquired. This 
was my one chance to present it to 
this sales group before the peak sell- 
ing season. The manufacturer request- 
ed permission to present the line and 
I had quickly taken advantage of the 
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REASON 5-He 
doesn t present ad- 
vertising as a sel- 


ling tool. 


Fall Flat 


offer. But what happened? It back- 
fired. 

The sales group was not receptive 
and sat stony-faced throughout. There 
was not one single question from the 
floor. Later I overheard critical and 





Vermont Hardware Co., Inc., is organized into five divisions—electrical 
supply, major appliance, hardware, automotive parts, plumbing and 
heating supply. Each division has its own salesmen (electrical supply 
has four), but they sell all lines to their customers. Customers are 
classified and salesmen are assigned to them according to their major line 
of business. In a few cases where the customer's activities warrant two 
or more specially trained salesmen, the account is split by division 
products. In all, the company employs 30 outside salesmen. 





very negative comments. Now I must 
contact these salesmen individually 
and overcome this bad start—losing 
valuable selling time meanwhile. 

It has happened before—and to me 
—to the point that I almost prefer to 
present my own product introduction. 
There is nothing wrong with our 
salesmen; I have seen them deeply 
impressed with much simpler presen- 
tations. I am not mad at factory men; 
they are swell fellows—I like them. 
I believe they sincerely believe in their 
product; that they want us to succeed 
in selling it. 

e Logical Choice—Why do I use 
factory men? For several reasons. First, 
they personalize the product and the 
manufacturer. Their presence makes 
our salesmen feel closer to the manu- 
facturer. Second, our men need a good 
selling story to sell this product. The 
factory man should be able to present 
this better than anyone else. And third, 
to our men I am mainly an office 
man. They accept suggestions better 
from an outsider, who like themselves 
is engaged in sales. 

e Add Up—Where do factory men 
fail? They fail in several small ways, 
but the total score can be fatal. Here 
are the failings as I see them: 

e Their selling story, to help us 
most, should be a concise, clear pre- 
sentation couched in the same lan- 
guage our salesmen should use with 
their customers. It should be an 
example to our men. So many factory 
men in their hesitant, fumbling man- 
ner seem to be saying, “I don’t know 
how to sell this, but maybe you boys 
with your experience can do it.” This 
is very complimentary to our sales- 
men, but unfortunately the salesmen 
nave to be sold first, before they in 
turn will sell the product. 

e They take the market for 
granted. They fail to tell us who to 
sell their product to and how to vary 
the approach according to the cus- 
tomer. Perhaps this product is sold 
mainly by appliance dealers; then 
what are the national sales percent- 
ages? What per cent is sold to con 
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told 


what others are doing, we can gain 


tractors? If the customer can be 


his attention for the balance of our 
story. Are there peculiar markets that 
the salesman may not think of? 

e They often launch into a long, 
long discussion of competing makes 


This is not 


way they do it. Why not summarize the 


wrong in itself; its the 


field, evaluate the each 
brand, and discuss the 
tries to reach and how they are mar 


position of 
market each 
keted. A simple objective discussion 
with a minimum of adjectives is suff- 
cient 

e That 
it can fall so flat! Tec 


technical approach ahhh, 


hnical facts are 
important, but why not phrase them 
in selling language that our salesmen 
can use? Tell them to what lengths 
the manufacturer has gone to make 
a better product, to service it, to fit 
it to the ultimate consumer—then 
stop 

e Each wholesaling organization is 
a distinct sales group with its own 
particular types of customers, its own 
selling policies. We always discuss our 
operation in detail with factory men, 
but with what results? Invariably, the 
sales does not 
fit. I 
to be fast on his feet to adapt himself 


audiences, but 


meeting 
that the 


presentath nN 


agree factory man has 


to such a variety of 
after all we have to adapt ourselves 
to our customers. We expect the fac 
Why waste 
talking about 
that 


tory men to do the same 


valuable selling time 


subjects that do not pertain t 
audience? 

e The manufacturer has spent real 
money on advertising and sales aids 
They are selling tools for our sales 
men. The factory man too often fails 
to present them as such; instead, he 
talks about how much money his firm 
is spending, about their ads in the 
slick magazines. They make it sound 
like the old prestige routine. It would 
be more to the point to explain how 
they are reaching the consumer in our 
area, how our customer can tie in with 
the program to increase his business, 


(Continued on page 126) 
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Titus Schmid 


me 


ate 


Tom Schmid 


An Interview with the Schmids on: 


Splitting Their 


This new move by Crescent Electric is quite a 
departure from your historical pattern of business. 
Could you describe this previous method? 


TOM SCHMID: We have always been a combination 
house. Most of our 16 houses warehoused and sold both 
apparatus and supplies and major appliances and TV. 
Salesmen traveled each of the branch territories, divid- 
ing their selling time between the two product divisions. 
These combination salesmen were the roots of our branch 
operations on supplies and appliances as were the individ- 
ual branch managers who were their immediate super- 
visors on both product classes. 


And that’s all to be changed now? 


TITUS SCHMID: With respect to majors and televi- 
sion, yes. And it will be in effect in our whole organiza- 
tion the first of the year. Here’s what we've done so far. 
We originally had major appliance and TV stock—along 
with supplies—in Sioux City and Spencer, Iowa, and 
Sioux Falls, S. D. As at our other branches, we had 
salesmen traveling the three territories from each of these 
branches selling both majors and supplies. On a trial plan 
early this year we closed out the Sioux Falls and Spencer 
major appliance inventories and consolidated them into 
the Sioux City branch and formed a separate sales organi- 
zation to merchandise these products—with a strictly 
appliance sales force and an appliance sales manager. 


ast 


Distributor 


Their office and headquarters are at Sioux City, separate 
from the supply branch, and they are responsible for 
appliance and television sales in what was before a three- 
branch territory. They have nothing to do with the exist- 
ing supply branches in these territories. For all they know, 
they're now working for a different company. 


What do you hope to achieve by this change? 
JIM SCHMID: There are two basic reasons behind the 


move. First, we want to improve our sales volume by 
concentrating our sales effort to a few outlets instead of 
many. Second, we want to control our warehousing costs 
and eliminate inter-office shipments and less-than-carload 
shipments from the manufacturer. Those inter-office 
shipments always were a problem to us. Sometimes | 
wonder if we weren't our own best customers with the 
swapping of appliances and TV that went on between 
branches. By the time these appliances got into the dealer’s 
hands, the profit picture for us dwindled. With this new 
setup we'll eliminate this problem altogether. 


How will you do that? 


JIM: Well, by the first of the year we'll have all of 
our major appliance and TV stock consolidated into three 
branches—Davenport, Dubuque and Sioux City, Iowa. 
There will be fewer warehouses, that’s true, but at each 
of the three we'll have a better balanced stock from which 
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The Prelude to a Change in Policy 


Crescent Electric Supply Co., Dubuque, lowa, 
is undergoing on a trial basis at its Sioux 
City, Iowa, branch a planned shift in policy 
with respect to the stocking and merchandis- 
ing of major appliances and television. Where 
once major appliances and television were 
warehoused at the Spencer and Sioux City, 
lowa, and Sioux Falls, S. D., branches of the 
16-house independent chain electrical distrib- 
uting organization, such major appliance and 
television stock is now consolidated and ware- 
housed separately at Sioux City alone. Where 
once these products were sold by combination 
salesmen traveling from the three branch ter- 
ritories, such sales are now carried out by 
specialty appliances salesmen under a separate 
major appliance and television sales manager 
at Sioux City. The Crescent plan has worked 
out so well in this area that its management 


has seen fit to revamp its entire structure so 
that, by the first of next year, the direction, 
control, warehousing, billing and merchandis 
ing of major appliances and television will be 
split right down the middle—making, in ef 
fect, two separate organizations under one 
parent company. Instead of 16 branch houses 
each handling major appliances and televi 
sion, Crescent sales effort for these prod 
ucts will be concentrated in three houses 

Dubuque, Davenport and Sioux City, lowa 
These three major appliance warehouses will 
feed dealer orders for the entire Crescent 
Electric organization in lowa, Wisconsin, Illi 
nois and S. D. In the following EvLecrrica 
WHOLESALING interview, Crescent Electric’s 
Titus Schmid, president, Thomas Schmid, ex 
ecutive vice president, and James Schmid 


treasurer, answer some pertinent questions. 





Business Down 


dealers can draw on. We won't have the old problem of 
being out of one model in one warehouse and then ship 
this model from another warehouse to fill an order. 


So, from a possible 16 branches selling both majors 
and supplies, you’ve got the mechanics in operation 
that will bring this number down to three for 
majors and television only? 


TOM: That's right. The 16 branches will remain intact 
insofar as the supplies business is concerned. There will 
be, as usual, a supply sales manager at each of the 16 
branches and supply salesmen traveling those territories 
In the case of the three major appliance houses, while 
each will be in the same towns as the supply branches, 
there will be a physical separation between the two. Each 
appliance branch will have its own appliance and TV 
sales manager reporting directly to the home office and 
will have its own staff of branch and resident salesmen 
promoting and selling majors and TV. The Crescent or- 
ganization will then be split right down the middle, with 
two companies in one. 


TITUS: We've been so successful with our trial opera- 
tion at Sioux City that we're optimistic about our future 
plans. With the consolidation of appliance stock in Sioux 
City we have been able to improve our industry picture 
in both classes of products. Dealers liked the new setup 
because we offered them better service. They have a 
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the Middle 


better balanced stock from which to choose. Product 
service has improved because we eliminated a good deal 
of paper work and the men responsible for that part of 
the business are now released for dealer contact work. 
Two product service men in the Sioux City applianc« 
branch do nothing but travel the area seeing dealers and 
putting on dealer meetings. We improved our help to 
dealers on solving their problems with this concentration 
of service to dealer personnel 


TOM: The volume of the supplies end of the business 
has also improved because of the increased concentration 
by what was originally our combination salesmen. Where 
they once had to divide their time between appliances 
and supplies, they’re now constantly hammering away at 
supplies and apparatus and small appliances to beef up 
business in that end. For instance, the Sioux Falls branch 
boosted its small appliance business by 68 per cent in 
the first four months of this year as compared with the 
first four months of last year. The Sioux City supply 
branch increased its small appliance business by 16 pet 
cent after the change. With these figures—and others 
gleaned in the past year—we have high hopes that our 
trial plan will be duplicated throughout the whole organ 
ization next year. Satisfactory reports from our salesmen 
and our customers on the proposed change give us every 
reason to believe that we'll improve both ends of the 
business. 





SALES TRAINING BY MANUFACTURER 





This course for inside men helps them... 


Back up the Outside Man 


A two-pronged training course at Wehle Electric Co.., 
Buffalo electrical distributor, gives inside personnel 
a general picture of motor controls and makes them 
conscious of their responsibilities as follow-up men 


EPENDENCE upon the inside men 
p for follow through on an order— 
or for intelligently discussing its 
products with customers at the counter 
or on the telephone—has prompted 
Wehle Electric Co., Buffalo, N. Y., 
electrical distributor, to initiate a sales 
training course on motor control equip- 
ment for inside personnel. Planned 
jointly by Wehle sales manager Bill 
Cass and the local district office of the 
Allen-Bradley Co., the training course 
began in September and will continue 
until June of next year. 
Nine inside men—from top tele- 


phone salesman to stock clerk—get a 
general picture of motor control equip- 
ment from Ed Sigmund, Buffalo dis- 
trict manager of Allen-Bradley. Ac- 
cording to Sigmund, the course is not 
concerned primarily with what one 
manufacturer's product has over an- 
other. It is directly intended to im- 
press the inside men with the manu- 
facturer’s products, what stocks are 
carried, what stocks are most in de- 
mand, what standards there are in the 
motor control field, how to handle the 
price book and pricing of repair parts, 
how to handle a telephone inquiry and 


what to ask for when a customer gives 
only the barest information regarding 
his motor control requirements. 

Each session is held on every third 
Saturday in the office of Wehle Buffalo 
branch manager, Howard Walser (the 
firm has four branches in Upstate New 
York). The original intent was to 
hold down sessions to one hour apiece 
but recent meetings have been running 
over this time limit because of the 
interest shown in the course and the 
extra time taken to answer questions 
from the floor. 

Woven into the permanent fabric 





SALES TRAINING BY CUSTOMER 





"To you who call on me... 


id 


Stick to the Script 


The script is a mimeographed form letter an Atlanta, 
Ga., appliance dealer hands out to waiting sales- 
men on which is listed eight resolutions he wants 
them to follow during their sales interviews with him 
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NINE INSIDE MEN—from telephone salesman to stock clerk 
—get a general picture of motor control equipment every 
third Saturday from Ed Sigmund, A-B district manager. This 


of the training course is this one com- 
pelling thought that Wehle general 
manager, Dick Wehle, wants to get 
across to his men: “It cannot be too 
firmly impressed upon their minds 
that, as the inner core of a selling 
organization, their position in dealing 
with the firm’s customers is just as im- 
portant as the outside salesman’s.” 

He continues: “The outside salesman 


solicits the business. His time is spent 
mostly in the territory creating sales 
and getting customers and prospects 
interested enough in himself, his com- 
pany and his products to call the house 


Howard 
(right) 


manager 
Wehle 


whenever they’re in need of advice or 
material. If these customers get no 
satisfaction from the inside men or 
telephone men, if our inside personnel 
don’t know how to answer their ques- 
tions about products or if they're not 
equipped to even know the barest of 
fundamentals about product applica- 
tion, all that time and effort put forth 
by the outside salesman can just as 
well go down the drain.” 

This training course accomplishes 
both ends. It makes the Wehle inside 
men conscious of their responsibilities 
as follow up ambassadors of the out- 


particular meeting was 


Wehle 


genera 


branch 


Dick 


attended by Buffalo 


Walser (left) and 


manager 


Meetings stré importance f wor 


men at the that it 


teaches them the 


side same time 
rudiments of a major 
stock item 

In fact, The 


manufacturer's products are being ex 


everyone benefits 
p’ sed and 
to key 
staff 


Oppe tunity to 


put on a more personal plane 


members of the distributor's 


The distributor is grateful of the 


instill confidence and 


dependability in his office and ware 


house personnel The inside men 
realize the benefits of this c 
for 


groundwork training for 


urse as 


step forward the company and as 
their climb 


up the ladder 





N_ effective means by which the 

buyer or purchasing can 
solve the problem of over-long dis- 
sertations and wasted time with sales- 
calling upon him been 
developed in the form of a mimeo- 
graphed letter by Charles S. Martin, 
president of the Charles S. Martin 
Company, Atlanta, Ga. 

Designed to be distributed to sales- 
men by a secretary, while the former 
Mr. Martin, the 
letter is headed “To you who call on 
" Listed below are 
eight points which Mr. Martin insists 
that all salesmen attempting to do 


agent 


men has 


are waiting to see 


me-—resolve to 


business with him keep in mind 

1. Know as much as you can find 
out about me and my needs before you 
make the call. Your name for it is 
pre-approach—planning of the sale 


November, 


) 


2. As we meet, don’t tell me about 
but immediately talking 
about me—my needs—my interests 
my convenience—my profit. Tell me 
how I can sell more 

3. Remember that buying is done 
with the head and the heart 
to offend. I 
not like your brand of jokes or cigars, 


you, start 


there- 
fore, use care not may 
so leave them outside! 

1. Tell me about your product or 
service, but tune it in with my needs 
Tell me these things, but don’t teach 
me! I don’t like to be left 
behind you on the path of knowledg: 


too far 
5. I may at some point want to tell 
you how far you have progressed with 
your sale, and what more you can do 
to get the orders, so better hear me 
out when I talk 
6. Learn about my needs and 


you'll 
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see the 


oppo 
more items 
from you 
7. Don't 
granted 
W ork 
as you did 
petitors will 
8. Finally 
I don’t expect 
of your com 
bed of its true 
Distributing 
awaiting 
buyer has 
miraculous 
approach 
consul 
which they 


harmonious 


has been tl 
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With waving pencil and his latest circular, W. B. Davis emphasizes . . . 


‘Direct Mail Is 


ooming My Counter Business 


A seven-year direct mail advertising campaign is bringing a steadily growing number 


of repeat customers to the sales counter of W. B. Davis Electric Supply Co., Memphis 


Y shooting its direct mail sales 

message twice a week across the 

desks of 2,200 mid-South contrac- 
tors, the W. B. Davis Electric Supply 
Co., of Memphis, Tenn., has beefed 
up its trade to the point 
where nine men are needed to “work 
the wood” in the firm’s two houses. The 
newest branch, incidentally, was opened 
partly to accommodate the direct mail- 
fostered overflow of customers at the 


counter 


main house. 

The groundwork for Davis's hum- 
ming counter business was laid back 
in the materials-short post war period 
when two of the firm's territory sales- 
men resigned. Their reason: they 
couldn’t sell what the distributor 
couldn’t get. W. B. Davis, president 
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and owner, wanted desperately to 
maintain contact with the customers 
in the unserved areas. After a fruitless 
search for more men, he decided to 
try direct mail. 

The campaign began slowly and 
didn’t fare too well, but “after about 
six months, things started kicking off 
like firecrackers,” says Davis. “It 
seemed like it took about three or 
four months for our name to sink in. 
If the customer became suddenly short 
on an item, he'd send a man in to try 
us. That’s all we needed. Our one-day 
service held them after that.” 

e Mail For All—And after that the 
W. B. Davis Electric Supply Co. em- 
braced direct mail in a big way. Pieces 
were mailed to all of the firm’s cus- 


basis for 
several reasons. For one thing, it was 
a relatively easy way to keep Davis's 
name constantly in front of contrac- 
tors and buyers, supplementing the 
territory salesmen’s regular calls. 
“Our advertising circulars call on 
the customer twice a week without 
fail,” says Davis. “What's more, they 
will wait around if necessary until the 
customer is ready to see them. After 
a while, we found that many custom- 
ers placed pieces on bulletin 
boards and in other prominent places 
in their offices for ready reference. 
That's when I was really sold on 
direct mail as an effective sales tool.” 
From the start of his direct mail 
advertising program seven years ago, 


tomers on a continuous 


our 
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KEEPING LIST CURRENT, president W. B. Davis checks a new customer's name with Rita 


Davis and Mrs. J. 


R. Tate. They hand address each circular for the bi-weekly mailings from 


the main house. The other branch has a separate list and two more girls handle its mailings 


—i eS FS YET 


SUPPLEMENTING the firm’s direct mail program are ten billboards—one on each highway into 
city of Memphis. Signs bring in an estimated fifteen to twenty new customers each month 


Davis has been his own advertising 
agency. He prepared his own layouts, 
complete with pictures; he does his 
own copyreading on the finished cir- 
culars after they've been turned out 
by offset process. His headlines are 
big and brief; descriptions, when nec- 
essary, are completely clear and to 
the point. Most important, the pub- 
lished prices are net. 

“Discounts may be Greek to the 
small curbstone contractor,” Davis ex- 
plains. “He may not be able, or take 
time to figure 40, 33, or 25 per cent. 
Maybe he doesn’t even know what 
per cent is—but he can read the 
figure after a dollar sign and under- 
stand net price.” 

“What about sudden price changes?” 


Davis has been asked. “That's the 
beauty part of our two-a-week mail- 
ings,” he replies. “I can get a new price 
—or the word on a new item—out to 
our Customers in almost no time and 
never more than four days later than I 
get the news.” 

e Big Fixture Business — Almost 
every mailing circular features a resi 
dential or commercial lighting fixture. 
Why? “In the first year I used mail 
advertising, we increased fixture busi- 
ness 25 per cent. It’s continued to 
grow till we needed larger display 
rooms in both branches. The room 
in the main house cost $10 thousand 
—but it’s paid off in turn, too. We 
ran our monthly fixture purchases 
from $500 to the present $3,500 to 
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$4,000 a month figures. And lighting 
had 1952, for in 
stance, our gross volume on all lines 


company. During 


was boosted by $300 thousand over 
half of the 


business across the counter 


the previous year—about 

At present, two girls in each branch 
do nothing but hand address the bi- 
weekly mailings. “We found that new 
customers will pick up and read a 
circular faster if it isn’t machined 
stamped, 


are kept on the list for life and it 


Davis explains. Customers 
pays off eventually 
e Brings ‘em In- 
business or he 
the list 
going to see him across the counter 


If he goes out of 


passes away he’s off 


If he doesn’t, we know we're 
some day and many times after that.” 
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Shopping Centers Versus... 


What This Battle for Business 


As a salesman of products for electrical construction, modernization and resale, you 
stand to gain by having an understanding of this growing competitive struggle—one 


that is creating an entirely new retail marketing picture. 


a main highway. Clear it, build 

on it. Mix in a variety of shops 
and serve up hot. The result is a shop- 
ping center—and more competitive 
trouble for the already harassed, tradi- 
tional, older shopping districts. 

Construction of shopping centers 
averaged 25 per cent of all commer- 
cial building this past summer. Ex- 
perts say from 150 to 200 regional 
shopping centers will open in the 
next five years. 

The real and potential electrical 
sales to both builders and operators 
of shopping centers are obvious. What 
is a little less than obvious are the 


T= a piece of selected land near 


50 


sales to the older, established stores 
in those shopping districts which are 
at present being adversely affected by 
the shopping center boom. 

Broad and Market, State Street, 
Fifth Avenue. These and similar shop- 
ping districts are feeling the growing 
competition comparatively lightly. 
But in the outlying retail sections the 
story is different, the problem more 
acute. Many local shopping districts, 
located in various parts of major 
cities, in the smaller cities and towns, 
are experiencing a serious falling off 
in business as a direct competitive 
loss to new centers rising in nearby 
suburban areas. 


Here's the full story 


e Fighting Back — The problem is 
already being considered and action 
taken from many sides in the larger 
districts. In cities such as Detroit or 
St. Louis, the banks, transportation 
companies, civic groups, and City Hall, 
have pitched in to aid their faltering 
business districts and themselves, too. 
Small and large businesses are modern- 
izing their stores, and/or have adopted 
more vigorous retailing methods. 
Some big concerns—notably depart- 
ment stores—have expanded into the 
suburbs and into the shopping cen- 
ters. 

But what of the secondary shopping 
districts and the stores in them? Those 
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Means to 


on Main Street. The corner drug store, 
the jeweler, the variety shop, the shoe 
store. These are the places hardest hit 
by the rising number of shopping 
centers. They are mostly “small busi- 
nesses”; they cannot expand into the 
suburbs. They get (or had been get- 
ting) a great deal of their business 
from the suburbs. 

The stores in the older districts 
must continually fight traffic conges- 
tion, obsolescense and population 
movement. Competition from another 
quarter is offered by discount houses, 
especially in the appliance, jewelry 
and luggage lines. 

The shopping centers compete for 
and get not only the market created 
by the population growth in their own 
area, but gain as well many customers 
whose homes lie within the geo- 
graphic area of the older shopping 
districts. It has been claimed that a 


me 


4 Downtown Stores 


You 


great deal of this business is not held 
by the shopping center, that many 
customers will return to their former 
shopping habits—after six month's to 
a year’s time. This could be true and 
then again, not. The shopping centers 
do hold onto many of their customers. 
Customer loyalty is not so great as to 
have people travel great distances to 
several types of stores, when these 
stores can be found grouped in one 
area and at not too great a distance. 
e What’s the Answer?—Stores in 
the older shopping districts, after 
examining their retailing methods, 
have only one move left them: 
modernization of their existing facili- 
ties. These stores have the location. 
They are already established and they 
have the customers. Their problem is 
how to hold and attract more cus- 
tomers. 

Modernization takes in many things. 


November, 1954—ELECTRICAL WHOLESALING 


By Thomas M. Cassidy 


It includes relighting and air condi 
tioning as far as the electrical whole 
Of ne 
cessity, relighting must be considered 


salers’ salesman is concerned 
first by the stores in the older districts 

Most shoppers—and surveys show 
them to be women—will seldom enter 
a poorly lighted Particularly 
after having bright, 


fresh, new-looking shopping center 


store 
ridden past a 
with its promise of assorted shops. 
And especially if the customer is driv- 
ing her (or his) car. All shopping 
centers have adjacent, off-traffic park- 
ing lots. This is one of their main 
drawing cards. This, together with the 
temptation of the assorted shops, often 
proves too great for the customer, and 
the old district retailer loses out again 
Maybe only for awhile. But no busi- 
ness can afford to lose any customer 
in these times 

Relighting 


first, air conditioning 
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Battle for Business (cont.) 





1,000 centers are in 


second. Why? Shopping patterns have 
undergone a change. Witness how 
many types of stores stay open until 
8 or 9 p.m. The problem is to get 
the customer into the store first, then 
keep her there to make a sale. Air 
conditioning at present would have to 
be considered by the stores on Main 
Street as secondary. Only the larger, 
perhaps exclusive, shops catering to 
certain lines can afford air condition- 
ing equipment. But all stores can af- 
ford good lighting! 

e No See, No Buy—Past experience, 
though, shows that relighting is too 
often the most needed, least considered 
job undertaken in efforts by the small- 
er businessmen to solve their retail 
problems. But, it’s very simple. What 
a Customer can’t see, a Customer won't 
buy. 

Shopping centers go after the cus- 
tomers by going out to where the 
customers live. The ideal center should 
offer a number of various kinds of 
stores carefully grouped in a compact 
area. It is essential that the center be 
readily accessible to automobiles and 
buses. Some smaller centers are lo- 
cated along the highway; other larger 
centers are built back from the road 
and offer the big off-traffic parking 
lot. The parking lot is almost always 
free and the landscaping attractive. 

The shopping center may be built 
around one or two main “magnetic” 
units—usually a chain supermarket or 
department store. Where there is one 
main unit, the most common pattern 
in the truly planned project is the 
cluster. The supermarket, or depart- 
ment store, is placed near the geo- 
graphical center of the project. Where 
there are two main units, there is a 
different pattern. The main, “mag- 
netic” units are placed at either end 
of the building pattern. The stores 
are located along connecting tree-lined 
malls and arcades. Thus the smaller 
shops in the center are given a better 
chance to attract customers passing 
between the main units. 

e All Kinds of Stores — Business 
establishments in shopping centers 
for the most part lease their premises 
from either the builder or a realty 
company. Aside from the ever present, 
necessary food market, the large shop- 
ping center may include savings 
banks, drug stores, women’s shops, 
hardware stores, florists, jewelers, 
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operation today 


practically every type of common, non- 
food retailer found in the traditional, 
older shopping districts. 

Regional centers, such as West- 
chester’s huge Cross County Center, 
will have a second magnetic unit, plus 
travel agencies, newsstands, medical 
offices, a small hospital and _profes- 
sional building. The word “center” 
means just that. Some shopping center 
enthusiasts foresee the day coming 
when the centers will house theatres, 
auditoriums, even churches. Certain 
roadside centers, especially of the eat- 
ing and drinking type, provide child- 
ren’s amusements and small play- 
grounds. 

Many of the larger centers employ 
an underground routing system for 
delivery trucks, cartage trucks, repair 
vehicles and cars on business purposes. 
Materials handling equipment are also 
very evident. Roller conveyors are 
used extensively in the big super- 
markets for expediting customer pur- 
chases. 

A safety factor is also a shopping 
center attraction. Customers drive their 
cars into the parking lot and leave 
them there. No automobiles can en- 
danger children since there are only 
walks connecting the various parts of 
the center. This is important because 
the large majority of customers in the 
center, being women, quite often have 
one or more small children in tow. 
They do not have to worry about 
their children darting into the street 
or out from behind a parked car— 
there being no streets nor parked cars. 
e By No Means Perfect—Shopping 
centers have their problems too. Most 
of the few older ones suffer from 
faulty planning in the early stages of 
layout and construction. Others have 
such drawbacks as store fronts hug- 
ging the highway, parking facilities 
in the rear only, blind alleys, and 
store entrances situated on the streets 
without regard to the planned malls 
and arcades. Some centers, now ex- 
periencing great financial difficulty, 
were built on the wrong road and on 
the wrong kind of land! 

In some extreme Cases, mis-man- 
agement has caused a complete break- 
down of the shopping center facilities, 
to the subsequent loss of the center's 
lessees. 

Shopping centers also have to deal 
with geography. While the older, 


traditional shopping districts are al- 
ready located, the proposed shopping 
center has to be carefully planned 
as to the potential flow of traffic. In 
the case of an Akron shopping center, 
the land selected was flat, moundy, 
farm land. Not much trouble there. 
In Detroit's Northland shopping cen- 
ter, the same thing. But in a proposed 
Pittsburgh shopping center, geography 
did not work out that way. The land 
was hemmed in by hills. That city 
also does not have the cohesive sub- 
urban market that other cities have. 
Transportation to the downtown 
“Triangle” is fairly good, so the pro- 
posed shopping center plans were 
dropped. 

Another shopping center, located 
on a farm tract between Elyria and 
Lorain, Ohio, was much more ideally 
situated and does compete with the 
older, traditional districts. Both cities 
are growing out toward that area. 
There are no major department stores 
about. The land is ready for a big 
parking lot. It is here, especially, that 
competition for those older areas will 
continue to grow 

Shopping centers reach one parti- 
cular market. They aim primarily at 
the vast middle section of the buying 
public. This group either now lives or 
is continuously moving to the sub- 
urbs. At the present rate of the sub- 
urban movement, it can be said with 
a degree of certainty that, unless 
something is done, the city markets 
will become more and more depend- 
ent on the upper and lower income 
groups. 

e Millions a Month—tThere are 
about 1,000 shopping centers in op- 
eration today. True shopping centers, 
that is—not a group of departments 
in a multi-story store calling itself a 
shopping center. Authoritative reports 
estimate that about 2,000 centers are 
being planned, are under construction, 
or have just been finished. Construc- 
tion reports for this past May alone 
showed that 21 shopping centers were 
being built. This figure represented 
$37 million out of a total of $129 
million for the month’s commercial 
contracts. An average of four pro- 
posed shopping centers have been 
entering the construction backlog each 
month for the past year. They range 


(Continued on page 124) 


ELECTRICAL WHOLESALING—November, 1954 





you can make a profit on any 
time switch you se 


SANGAMO HEAVY-DUTY TIME SWITCH 


Sangamo Heavy Duty Time Switches are avail- 
able with an Automatic Carryover that assures 
continued operation for up to 10 hours in the 
event of a power failure. In addition, astro- 
nomic dials, omitting devices, multiple contact 
construction and many other special features 
can be had in the heavy duty model. 


$ 


lt's easy to sell Sangamo Time Switches. And any way you look at it, making 


a profit on them is a sure thing! Here's why: 


You make more money on every Sangamo Time Switch you sell 
because Sangamo offers a higher dollar profit per unit. 


Your turnover in Sangamo Time Switches is higher. Sangamo Time 
Switches are backed by an effective advertising program. This has had a 


telling effect. Sangamo Time Switches are well-known and readily accepted 


by your customers. 


Sangamo Time Switches mean Satisfied Customers. 
You have fewer come-backs than with ordinary time switches 
Once installed, your contractor customer can forget about a 
Sangamo Time Switch...And Sangamo Time Switches can 
stand rough handling. It doesn't even matter if they're 
hauled around loose in the bed of a truck, they can take it! 
Stock up now with both Sangamo Type B and Heavy Duty 
Time Switches so you can get your full share of surer profits. 














LOW-PRICED TYPE B 


Rugged, low-priced, the Sangamo 
Type B comes with a hinged cover 
and sealable hasp. Case is designed 
so there’s wiring room in almost half 
the inside space...¥%2" to %” 
multiple knockouts. NEMA Standard 
30 ampere rating ...single-pole, 
single-throw construction. Anyone 
can operate it. 


SANGAMO ELECTRIC COMPANY 


SPRINGFIELD, 


ILLINOIS 
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YOU CARRY A FAR SMALLER STOCK WITH Stab-lok 


save shelf room...save money 


FEDERAL NOARK’S® combination flush-surface en- 
closures enable you to fill all orders for modern circuit 
protection devices from about half the stock that’s usually 
required. This means a smaller investment on your part, 
and real savings of shelf room and handling time. Better 
yet, Stab-lok brings you fastest turnover...more Stab- 
loks are being installed today than all other circuit 
breakers combined. 

But look at the rest of Stab-lok’s exclusive sales ad- 
vantages: 


Millions-proved —Stab-lok is the only circuit breaker 
on the market today..whose dependability has been 
proved in millions of homes and on thousands of com- 
mercial and industrial installations. 


@ 


Main Office 50 PARIS 


The most flexible system —Stab-lok easily meets every 
specification for circuit breaker protection. You never 
lose sales because of special applications. 

Investment protected —the improvements made in the 
Stab-lok line, never render obsolete the devices already 
in your stock. 

Advertising and other sales aids — Stab-lok sales are con- 
tinually boosted with the biggest volume of advertising, 
booklets, folders and other sales helps put behind a cir- 
cuit breaker. 

Get in the swim...sell Stab-lok, the line that brings 
you extra profit without extra sales effort. And write 
today for the Magic “E” booklet that gives all the latest 
Stab-lok facts. 


FEDERAL PACIFIC ELECTRIC CO. 


FORMERLY — FEDERAL ELECTRIC PRODUCTS COMPANY ANIBPACIFIC ELECTRIC MANUFACTURING CORP 


STREET, NEWARK 1. N. J 


Federal Pacific products: Stab-lok Circuit Breakers, Motor Controls, Safety Switches, Service Equipment, Industrial Circuit Breakers, Panelboards, 
Switchboards, Control Centers, Bus Duct, High voltage circuit breakers and power switches % Sales offices in principal cities. 


ELECTRICAL WHOLESALING—November, 1954 





IF | WERE A WHOLESALER’S SALESMAN 





Charles H. 


Porter, 


assistant 


sales 


manager, Anaconda Wire & Cable Co., 


says he would hammer away at the 


fundamentals: 


your markets, your 


know your 


customers, 


products, 
your 


territory and budget your time to 


successfully sell wire 


AY an old wire and cable sales- 
man learned 
selling fundamentals pass them 
along to the 10,000 readers of ELEC- 
TRICAL WHOLESALING upon whom so 
many of us depend? Here goes, then: 

e Know Your Products—I hope 
I'm not being uncharitable but when 
most electrical wholesalers’ salesmen 
hear the words “wire and cable,” the 
first thing that comes into their minds 
is building wire. It’s only natural, 
probably, but think a moment of the 
other rich markets they tend to ig- 
nore, the other “higher profit” wire 
and cable products they might be sell- 
ing. How about: rubber and plastic 
control cable, mining machine cables, 
cables, high voltage rubber 
cables, type RR cables, high-tempera- 
ture cables, street lighting cables, il- 
luminating cables, telephone 
cables, police and fire alarm control 
cables, and so on, ad infinitum 

Knowing your products, of course, 
doesn’t mean memorizing the catalog 
But on specific products you're not 
too familiar with, think out in ad- 
vance what questions Customers might 
ask about them, and be sure you know 
the answers. When you don't know, 
call in the manufacturer's man for help 
before you get in over your head. 
That's what he’s there for. 

* Know Your Markets—Analyze 
your accounts. Chart them. Your chart 
needn't be elaborate. Jot down your 
accounts under some such list as: 

“A”"—The small group of large cus- 
tomers who account for the bulk of 
your sales. 

“AA"—The super-plants requiring 


who has some 


shovel 


sign 


and 


cable 


Charles H. Porter 


special attention om your part 

“B"—The individual plants who do 
not buy in sufficient volume to merit 
special attention, but are up 
coming. 

Make a reasonable estimate of what 
they spend now, for what, what they 
are planning, and how much of this 
planning seems promising. 

® Know Your Customers—Know 
them in terms of the products they 
buy and use. Know who determines 
buying policy, who specifies, who in 
fluences a purchase—and cultivate all 
of them. Assistants of today are the 
bosses of tomorrow. Study your rec 
ords of customer service. 
first the proper limits of service (some 
of them may be actually unprofitable 
to your house). Then, bear down to 
give honest service. Check periodically 
back” on 
handling and deliveries 

Know what your customers produce 
or fabricate. Be on the alert for new 
processes they contemplate introduc- 
ing. They mey add substantially to 
their electrical load, requiring new 
wire and cable installations 

© Know Your Territory — Spend 
a couple of hours once a month on the 
tail of your spine, checking through 
sources that promise “new business 


and 


Determine 


the efficiency “out order 





This is the first of a series of 
articles written by sales executives 
of electrical manufacturing com- 
panies at the invitation of ELEC- 
TRICAL WHOLESALING. The idea: 
to put them temporarily in your 
shoes. The object: to help you in 
selling their products. 
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may De nh the way terri- 


you 


into 


your 


tory. Here are some signposts 


might watch 
1. Contracts bid and awarded (often 
on file at the local library 


Newspapers. (Variances in zon- 


ing laws always “break the papers, 


and they never upgrade—it’s always 


down to “commercial” or “industrial 


Watch for 


3. Chamber of Commerce Join up 


tnem 


Your local C. of C. is a gold-mine of 


information, on both old customers 
and new 

i. Trade and business association 
meetings and literature 


Real 


bought, or 


estate firms. (Property 


buildings sold or leased 


are advance “alerts” of new prospects 


for you. ) 


6. City and state government agen 


Cie’s 
e Budget Your Selling Time 
Obviously, you can’t budget your time 


unless and until you do know your 


territory, know your customers, know 


your markets. Sit down some night 


and chart your markets and your cus 


romers sO you can apply your time 


against your most profitable accounts 
In budgeting your time, try to utilize 


your manfacturers’ men and their sell 


ing aids. Work with your supplier's 
field man just after your own firm has 
launched (with or without the manu 


facturer’s cooperation) a direct mail 


promotion that ties into the wire and 
cable you know your customers can 
utilize. Call on them with something 
specific, for instance, new literature or 
item 


samples, some attention-getting 


you know will interest them 




















GREETING THE NEW. Irving Bean, Seattle, is congratulated 
on his election as chairman of the NAED Pacific Zone for 
Imholt, 


1955 by outgoing Chairman W. B 


Pacific Zone 


LECTRICAL distributors, manu- 
facturers, agents and NAED staff 
dispersed in cabs and cable cars 
from San Francisco’s Nob Hill agree- 
ing unanimously that the Pacific Zone 
of the National Association of Elec- 


San Francisco 


trical Distributors has scored another 
“first” during the three-day annual 
convention at the Mark Hopkins 
Hotel. 

For the first time, the members of 
NAED’s Pacific Zone had tried an 


ANOTHER HONOR is placed atop the many received by retired Pacific Zone 
Secretary R. A. Baizari, standing, rear, as NAED Executive Secretary Al Byers 


presents him with honorary life membership 








HONORING THE OLD. Les Barrett, right, president of NAED, 
officiates at presentation of gavel to Mr 
pletion of his tenure as the zone’s 1954 chairman 


Imholt upon com- 


Scores Another 


annual convention as a substitute for 
the twice-a-year spring and fall gather- 
ings. In spite of initial misgivings, 
the convention had been scheduled for 
the center of a metropolitan city in- 
stead of following the ritual of a 
pilgimage to a resort hotel. The suc- 
cess with which these two changes 
in Pacific Zone philosophy was re- 
ceived resulted in still another “first” 
—an all-time high registration of 491 
distributors and guests, an increase of 
at least 25 per cent over the previous 
record. 

From the 11 western states and 
Hawaii, distributors and their guests 
came to the City of the Golden Gate 
where they were joined by 40 dis- 
tributors, manufacturers and NAED 
executives from the Midwest and East. 
In their rooms, the visitors overlooked 
—and in their excursions they looked 
over—the “city that knows how.” 
During business hours they showed 
that they know how to organize and 
program a convention so well bal- 
anced between association business, 
speeches and conferences, and good 
fellowship, that it will take most of 
them the full year until the 1955 
convention in Victoria, B. C, to 
utilize the values received during the 
three days. 

e NAED Business—Members of the 
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Twelve Speakers from different sections of the 
electrical industry came before the Pacific 
Zone meeting of NAED and talked straight from 
the shoulder on such subjects as the doom of 


the discounier and the trend to local manufac- 


turers’ stocks. They pulled no punches when it 


came to offering solutions to the pressing prob- 


lems of the day, too—as these excerpts illustrate 


First’ 


Pacific Zone conducted association 
business at three executive sessions. 
The convention opened for the whole- 
salers with area breakfast meetings. 
The afternoon of the opening day 
brought a full executive session for 
all members. The second day sched- 
uled the traditional “chairman’s din- 
net.” 

At the latter meeting, the Pacific 
Zone members elected unanimously 
Irving P. Bean, of Bean Electric Co., 
Seattle, Wash., to be chairman of the 
zone for the coming year, succeeding 
W. B. Imbholt, Elec. Corp. of San 
Francisco. Elected to serve on the na- 
tional board of governors were: Mr. 
Imholt; Clyde Soden, Soden Electric 
Co., Riverside, Calif., to succeed Sam 
Scott, Graybar, Los Angeles, and 1953 
chairman of the board; Phil Tillman, 
Tillman-Booth Co., Eugene, Ore., suc- 
ceeding Hugh Hanna, Stubbs Electric 
Co., Portland, Ore. Wm. Jewel! was 
selected to continue as secretary-man- 
ager of the Pacific Zone. 

e Social Business—Keeping up the 
traditions of the Pacific Zone, golf 
and good fellowship were properly 
scheduled in the programming of the 
convention. Distributors and their 
guests had the opportunity of playing 
for the various trophies on the same 
course of the Olympic Club which 
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Below Cost Selling Not Illegal 


Wallace Howland 


California Asst. Attorney General 


SELLING goods below cost is not an illegal action unless 
the goods have been marked below cost with the definite 
intent of injuring a competitor. There are many and varied 
reasons for selling below cost—close-outs, end of season 
stock, perishable goods, meeting the legal price of a com- 
petitor—and none of these are illegal. There had been 
some interest in the value of the Unfair Trade Practices 
Act as a weapon against dumping of goods and the bidding 
of contracts below cost. 


Help the Contractor with “CLP” 


J. H. Fall, Ul 
Vice President 
Benjamin Electric Mfg. Co 


DISTRIBUTORS must give their contractors full support 
and enthusiastic backing to help the Certified Lighting 
Program become successful at that level. Because the $5 
billion market that the program includes is represented in 
the thousands of small lighting jobs in stores, offices, small 
factories and schools, it is essential that the distributor 
and contractor work closely at a local level to ferret out 
and sell these lighting jobs. The contractor is the logical 
unit of the industry to reach these lighting prospects but 
he will need help in three ways: technical training, sales 
training and support and. encouragement 


Using TV to Sell Rewiring 


William Cyr 
Associate Editor 
Electrical West 


THE public has been reached in its homes through tele 
vision to make it aware of the need to modernize home 
wiring. The results—more than 4,000 inquiries for book 
lets, plus increased employment for electrical contractors- 

indicate that the public is ready to do something about 
rewiring as a packaged follow-up is offered. Distributors 
should work with local utilities and electric leagues to 
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NAED Pacific Zone (cont.) 


will be the site of the 1955 Open. 
While none of the participants were 
reported as qualifying for the Open, 
five returned with scores that won 
them temporary glory as recipients of 
trophies. 

Winner of the Copper Cup, the 
highest honor for a wholesaler, went 
for the second time to John B. Har- 
vey, Wesco, Fresno, Calif. The trophy 
awarded for the best net score by a 
non-wholesaler was won by T. J. Lud- 
low, of the Keeler White Co., Seattle. 
The Irving Caldwell cup awarded to 
the person, wholesaler or manufac- 
turer getting the lowest net was won 
by A. H. Howard, of Tri-State Supply 
Corp., Los Angeles. Ruth Stewart, wife 
of J. W. Stewart, Essex Wire Corp., 
Los Angeles, won the woman's trophy 
sponsored by wholesaler Carl Wille 
of Modesto, Calif. 

The closing event of the convention 

was the annual banquet—so named 
for the first time as this affair com- 
pleted its transition from its original 
conception as a stag affair for golfers, 
then as a co-ed social event still featur- 
ing golf awards, and finally to this 
present status as a full-fledged banquet 
with entertainment and dancing. 
e Down to Business—Twelve speak- 
ers fit snugly but effectively into the 
three general business sessions of the 
Pacific Zone meeting. NAED presi- 
dent, L. E. Barrett, Barrett Electrical 
Supply Co., St. Louis, Mo., was a wel- 
comed guest who was placed twice on 
the convention program. At the execu- 
tive meeting of the zone, Mr. Barrett 
had spoken on association progress, 
plans and operation. At the general 
session, he brought the large attend- 
ance up to date on the national ade- 
quate wiring program. He outlined to 
them the succes; of both trade and 
consumer publication publicity and 
the possibilities chat may come frum 
the 100-amp. circuit recommendations 
of the National Association of Home 
Builders. 

Another featured speaker at the 
zone meeting was Carl S. Menger, vice 
president and sales manager, Triangle 
Conduit & Cable Co., New Brunswick, 
N.J. He spoke on a way to stop price 
cutting by ... “launching a deliberate 
and effective program to build respect 
for and confidence in the trade chan- 
nel designed to serve America’s elec- 
trical requirements.” The full text of 
his speech, “Crusade for Confidence,” 
appears in the October issue of ELEC- 
TRICAL WHOLESALING. 








initiate plans for financing and for simplifying the pro- 
cedure to develop the latent market. Otherwise the public, 
now aware of its need for better wiring, may find other 
means of getting it—from chain stores, five and dimes and 
the “do it yourself” headquarters. High cost of TV time 
made it necessary for northern California’s program to 
develop concise 100-word illustrated short spots: “Is your 
house dated?” “Does the heart of your home—the fuse 
box, circuit breaker panel—have working circuits as well 
as lighting circuits?” 


Economics Dooms Discounters 


Bruce Wilson 
Manager, Appliance Div. 
Thompson-Diggs Co. 


DISCOUNT houses are doomed as a dominant force in 
appliance-TV retailing—doomed not by laws of man or 
by any possible cooperative effort in the industry but by 
the inevitable law of economics. Economic factors have 
produced the atmosphere of discount buying which has 
produced the present rapid development of trade diversion 
outlets. Different but certain forces of economics will 
eventually curtail the activity of the discounters. The im- 
portance of national advertising in establishing the brand 
acceptance which promotes pre-sold prospects for the dis- 
count is already apparent. If the presence of a national 
brand in discount houses eventually results in having the 
dealers in suburban communities drop the line because of 
the cheapening of the brand and the loss of profit, the 
manufacturer’s national advertising will lose its effect in 
the smaller marketing areas. Then the manufacturer will 
have to depend on the larger communities’ discount houses 
for his volume. But the discount houses cannot maintain 
the necessary volume alone because they do not merchan- 
dise. Because that brand will then be sold only through 
outlets that do not service or guarantee, the brand name 
will suffer, lose prestige. As soon as the brand loses prestige 
the discount houses will drop it. There seems to be no 
period in man’s history that the practice of selling for less 
than the other fellow has not been considered by some to 
be the way to obtain a hoped-for profit advantage . . . but 
there are questions to be considered by any thinking manu- 
facturer, distributor or retailer who looks to the future: 
What is the value of the brand name? Can the quality of 
a product be maintained if the profits are removed? How 
long will it be before the manufacturer must discount his 
prices to get the discount house to buy? What happens 
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when the discount house cuts the price of competing dis- 
count houses? With sales concentrated in a few outlets, 
how can the manufacturer continue national advertising 
which has its costs based on complete geographical cover- 
age? What happens when the dealer and the distributor 
quit stressing the brand name and hunt for products with 
a profit or for manufacturers who have decided to protect 
their brand’s price and quality? 


Lighting Future is Bright 


Frank Falge 
Manager, Pacific Sales 
General Electric Lamp 


THERE is a tremendous potential in sales of lamps and 
lighting fixtures by distributors. Sales of rapid start fluores- 
cent lamps will reach 10 million annual volume by 1964 
Fixture business which represented $60 million in sales in 
1939, and $447 million in 1952, should reach nearly 
$1,350,000,000 ten years from now. Manufacturers’ re- 
search and development would continue to broaden the 
lighting market. The celebration of Light's Diamond Jub- 
ilee will draw attention to lighting and result in long range 
increases in lamp and fixture sales. The trend toward re- 
ducing the size of higher wattage lamps already has in- 
creased dollar volume of sales and will continue as the 
replacement market grows. Rapid growth of the new color- 
corrected mercury vapor lamps is another market increase 
in the wholesaler’s future. The new midget photoflash 
bulbs will increase the public’s use of flash lamps for pho- 
tography and send the annual sales of these little lamps into 
the many millions a year 


Stop Carrying the Curbstoner 


E. L. Buttner 
Vice President 
Nat. Electrical Contractors Assn. 


CURBSTONE electrical contractors—the one-man shop, 
the fly by night—should not be supported by over-liberal 
credit policies of supplies distributors. The distributor who 
supports the marginal and insecure contractor through too 
liberal extension of credit is “digging a grave for himself 
as well as for the solid contractor.” At least 30 per cent 
of the electrical contractors today are broke and are staying 
in business only through the good graces of their distribu- 
tors. The distributor should do everything possible to en- 
courage and help the contractor who has some capital of 
his own, putting his assistance behind the contractors who 
are going to develop a sales policy. Contractors desire . . . 
a firm price in the quantity purchased, plus a fair cash dis- 
count on the 10th and net 30 days. If the distributor goes 
back to this policy everyone will profit. One result would 
be to discourage the small industrial who now buys from 
the wholesaler in small quantities and bring him back as a 
customer of the contractor. Contractors also believe that 
quantity estimating is the responsibility of the contractor 
and they would like to see the distributor’s salesman stay 
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out of it. If the distributor put his efforts instead into de 
termining the materials needed to meet job specifications 
and, then on request, quotes unit p 

sum price based on the list taken off by the salesman, both 


rices and not a lump 


distributor and contractor would be better off 


Local Stock—Two Prices? 


A. H. Gudie 
President 
Trade Service Pub., Ini 


UNDER no circumstances should the manufacturer negoti 

ate on a cut price basis with the distributor's customer 
unless the distributor is present and active in the deal. The 
increasing trend toward the practice of manufacturers 
salesmen or representatives calling on a wholesaler’s con 

tractor or industrial customer and quoting prices below the 
published sheet is reprehensible. The wholesaler who par 

ticipates in such a transaction is cutting his own throat. If 
the manufacturer wants to cut his prices 10 per cent then 
he should cut the distributor's cost likewise. Unless he does 
that he is playing with the distributor's money. Too fre 

quently the manufacturer's salesman forgets that it is not 
his customer whom he is quoting. Perhaps the distributor 
happens to have a better salesman or a better contact. Per 

haps the distributor might have obtained the order at a 
higher price and thus made a fair gross margin. One thing 
is certain. After a manufacturer has quoted a cut price 
direct to the distributor's customer, then there is absolutely 
no chance for the distributor to get a better price. The ex 

istence of manufacturers’ stocks at local levels presents one 
of the most important problems facing the supplies distrib 
utor today. While such a practice is advantageous to the 
small, under-financed distributor—and also to the manu- 
facturer new in the field without strong distributor outlets 
—it is slow poison to the well-established wholesaler. If 
he doesn’t take advantage of the local stock he will be 
competing with the small distributors on an uneven basis 
because of his high costs of warehousing and handling. If 
he does take advantage, he enters a field of inevitable price 
cutting and winds up with nothing more than a brokerage 
profit—which is justice because that is all he is when he 
operates in that manner. There is a solution to the problem 
of local stocks. Simply this: charge the distributors so that 
it is not the same for both shipments direct to customers 
and to the distributor's warehouse. That method will recog- 
nize the principles upon which compensation exists and 
the pay will be according to the functions performed 
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Pinpoints the Information You Need on... 





Direct-Current Motors 


By J. F. McPartland 
and W. J. Novak 


DIRECT-CURRENT motor is a 

rotating machine for converting dc 

electrical energy into mechanical 
energy—the reverse of the action per- 
formed by a dc generator. In construc- 
tion, appearance and operation, it is 
similar to the generator (EW—Sept. 
‘54, p: 65). However, where the gen- 
erator produces electric power due to 
rotation, the motor produces rotating 
power due to electrical action and re- 
action within the machine. 


Operation 


The principle underlying operation of 
every dc motor is called “motor action.” 
Like generator action, it involves cur- 
rent, magnetism and motion. When a 
carrying current is placed in a 
magnetic field, a force is exerted on the 
wire, moving it through the magnetic 
field. 

Operation of a typical dc motor is an 
extension of the foregoing simple action. 
Instead of just a length of wire, the 
motor contains many 
wound on a cylindrical rotor or arma- 
ture on the shaft of the motor. The 
wire coils are so wound that the coil 
sides are embedded in the armature 
parallel to the motor shaft. 

The second requirement is creation 
magnetic field. This is done by 
placing electromagnetic poles within the 
motor housing so that when the arma- 
ture is placed in the housing, the wires 
embedded in it will be in the field of 
magnetic lines of force, which pass from 
a north pole to a south pole. 

The third condition is that the arma 
ture be free to rotate within the hous- 
ing—that the shaft be supported at both 
ends by bearing brackets and that the 
armature be free of contact with the 
pole pieces or other parts. If, now, elec- 
tric current is passed through the coils 
such that current always flows in one 
direction when wires are under the 
north pole and in the opposite direction 
when wires are under the south pole, 
the forces acting on the wires will cause 
rotation of the armature. 

The trickiest part of dc motor opera- 
tion is the action whereby conductors on 
the armature have current flowing 
through them in one direction when 
they are under a north pole and current 


wire 


coils of 


wire 


of a 


flowing through them in the opposite 
direction when they are under a south 
pole. The action which produces this 
change in direction of current flow is 
called “commutation.” 

Commutation is necessary in the case 
of a dc motor because the electric power 
supplied to the motor has the charac- 
teristic of continuous flow of current in 
one direction (direct current). The con- 
ductors supplying the motor are con 
nected to rectangular blocks of carbon 
or graphite, called These 
brushes are held in brush-holders which 
frame of 


“brushes.” 


to the stationary 
The make contact 
commutator, an assembly of 


are secured 
the motor. 
with the 
copper bars mounted compactly around 
the motor shaft 

Each of the 
commutator assembly is 
ends of coils of wire set in the slots in 
the armature. The brushes, positive and 
negative, are so spaced around the com 
arma 


brushes 


individual bars in the 


connected to 


mutator that when wires on the 


ture under a north pole, the 
bars to 
between a pair of brushes with a defi 


nite direction of current feed. Now when 


come 


which they are connected are 


the same have rotated under a 


south pole, the bars connected to th« 


wires 


wires are between brushes with opposite 
direction of current feed. 

To provide the magnetic field neces 
sary for motor action, electromagnetic 
north The 
windings on these poles are called “field 
The difference between a north 
and south pole is effected by feeding 


and south poles are used 


coils.” 


current in opposite directions to the 


field coils. The way field coils are wound 
and connected to the supply circuit de 
termines the characteristics of the motor 

There are three basic classes of direct 
current motors 

e Shunt Motor—In a shunt motor, 
the field coils on the pole pieces are con 
nected in series with each other and the 
entire group is connected across the ar 
mature terminals, in shunt (or parallel 
with the armature 

e Series Motor—lIn 
motor, the field coils are connected in 


this class of 


series with each other and the group is 

connected in shunt with the armature 
© Compound Motor—This class ot 

motor includes all d« 


motors in which 


two windings are used on each pol 
one series winding and one shunt 
The 


connected in series and the group of 
them connected in series with the arma 


piece- 


winding. series windings are al] 


November, 1954—ELECTRICAL WHOLESALING 


ture; the shunt windings are connected 
in series with each other and the group 
with the armature 


connected in shunt 


Application 


Direct-current 
terms of voltage, 
put. Standard 
motors 
mobiles: 12 volts for trucks and buses 


motors are rated in 
speed and power out- 
voltage ratings of d 
are as follows: 6 volts for auto- 
110-125 volts for small general purpose 
motors: 220-230 volts for power appli 
cations; 500 and 1500 volts for electric 
railway service 

Rated speed of dc motors varies wide 
ly. Because shunt and compound wound 
dc motors are so well adapted to speed 
adjustment, many motors are designed as 
Such motors tor 


a speed range of 


adjustable-speed units 
10 to 150 hp have 
three or four to one, 
as 300 rpm and up to 1600 rpm. Con 


with speeds as low 


stant-speed dc motors have speeds which 
standard speeds of « 


1150 and 1 


correspond to 


motors: 575. 850, 50 rpm 


ratings of dc motors are given 
The 


motor provides the 


Power 
in horsepower current-rating of 


basis for selection 


of feeders and protective devices 


Speed characteristics provide the basis 


for classification of dc motors 


e A constant-speed motor will main 
tain its speed constant for any load 

e An adjustable-speed motor allows 
speed variation through wide limits, but 
the speed for any adjustment is con 


stant under varying load 


e A variable-speed motor reduces its 


speed as required turning force in 


creases 
a con 


The shunt motor is essentially 


Stant-s pec d an i adj istable spe ed motor 
best used for constant-speed serv 
The 


used ex 


it 1s 
grinders, en series 


variable-spec¢ init 


ice lathes, 


motor is a 


j 


tensively for cranes, hoists, elevators and 


locomotives. In the fractional hp sizes 


the series dc motors are usually of the 


universal” type, allowing use on a 


as well as dc. Such small units are used 


in fans, vacuum cleaners, sewing ma 


hines, hair driers, et 

The compound-motor may be of the 
able or variable type de 
field 


tions of compound 


constant, 


adjust 


pending upon the arrangement of 


t 


coils. Typical appli 
motors are: rolling mill drives, power 


shears, power fans and other applica 
requiring particular motor 1 


trons spec 


characteristics 
Next Month: 
Alternating-Current Motors 





Little-known Facts 
On Lamps and Lighting 


You might not know the following facts on lamps and lighting. Yet knowing them cer- 
tainly will help you sell a bigger share of the 39,500,000,000 lamps that experts 
estimate will be produced in the next I5 y2ars (that's also how many have been pro- 


duced since Thomas Edison invented the first practical electric lamp 75 years ago). 


Facts on THE INCANDESCENT LAMP MARKET 


Today thousands of sizes and types of incandescent lamps are marketed, many 
tailor-made for specific lighting jobs. In 1954 an estimated 114 billion incan- 
descent lamps are the industry’s total production in the United States. These 
include both large and miniature sizes, and Christmas lamp types. Most popular 
sizes are 100 watts and 60 watts. These are the sizes most in demand for home 
consumption. About 50 per cent of all incandescent lamps are purchased for 
residential use. Of the others, 15 per cent goes into commercial uses, 15 per cent 
into industrial applications, and the remaining 20 per cent goes into institutions, 
transportation facilities, and the like. 


Facts on INCANDESCENT LAMP LIFE 


Incandescent lamps can be made to last a lifetime without burning out, or they 
can be made to burn out in a very few hours. When a lamp filament burns at 
low temperature, light output is low and life is very long. Such lamps produce 
radiation largely composed of infrared energy, which can be used for heating 
applications. When a filament burns at high temperature, light output is very 
high and life is quite short. Such lamps are useful in the photographic field. Most 
household lamps are designed to burn in the range of 750 to 1000 hours. Lamps 
designed to burn for longer periods, even if they were sold at the same price 
as present lamps, would waste so much electricity that they would be a poor 
investment for the customer. They would give out very little light for the 
wattage consumed. The answer to how long a light bulb should last is this: long 
enough to give the best lighting value for the combined cost of bulbs and current. 


Facts on THE FLUORESCENT LAMP MARKET 


About 40 per cent of fluorescent lamps are employed in commercial installations, 
30 per cent in industrial, 15 per cent in residential, and 15 per cent in public 
buildings, schools, hospitals, transportation facilities, and others. Street lighting 
is a new and growing fluorescent lamp application. To illustrate why fluorescent 
lamps have been welcomed as light sources, note the following: the 40-watt 
fluorescent lamp produces 2550 lumens for 7500 hours, while the 40-watt 
incandescent lamp produces 465 lumens for 1000 hours. Thus the fluorescent 
source produces over 40 times as much light over its life span than the incan- 
descent of the same wattage. 
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Facts on FLUORESCENT LAMP EFFICIENCY 


In 1954 production of fluorescent lamps will be around 85 million lamps. 
Although this figure is only one-eleventh that of large incandescent lamp 
production, fluorescent lamps now produce more light in this country than do 
incandescent sources. This is due to their superiority in the form of greater 
efficiency and longer life. Since 1939 rated burning life of the 40-watt size has 
been increased from 2000 hours to 7500 hours, efficiency has been raised from 
47 lumens per watt to 65 lumens per watt. During the same period the price has 
been reduced from $2.80 to $1.10. Fluorescent lamps have reduced the over-all 
cost of light by half, and, by using them with high-frequency circuits, promise 
to provide higher and higher levels of light at small increase in cost. 


Facts on THE FLUORESCENT LAMP LINE 


Fluorescent lamps are now available in sizes ranging from the 6-inch-long, 
4-watt lamp to the 96-inch-long, 74-watt slimline, which has the top efficiency 
of 69 lumens per watt. Because its size increases rapidly as wattages go up, the 
fluorescent lamp is a relatively feeble light source as compared with higher 
wattage mercury or incandescent lamps. The highest wattage yet produced in a 
fluorescent lamp is 110. 


Facts on THE MERCURY LAMP LINE 


The present line of mercury lamps in the United States starts at 100 watts. The 
most popular is the 400-watt size. There is a 1000-watt lamp, and the largest 
is the 3000-watt size which produces 132,000 lumens, producing light at 
extremely low cost, having an efficiency of 44 lumens per watt. 


Facts on INDUSTRIAL LIGHTING TRENDS 


Industrial lighting in the future is expected to see a trend toward high-frequency 
fluorescent lighting. Under such a system it is possible to double the light output 
at considerably less than double the cost. Heavy ballasts are not needed, and as 
a result the lamps will be used in lighter, larger, and more effective fixtures. 


Facts on THE PHOTOFLASH LAMP MARKET 


Approximately a half-billion photoflash lamps will be used by picture takers, 
both amateur and professional, in 1954. This is about 50 million more than were 
used the year before. Flash photography is America’s fastest growing hobby. 
Approximately 15 million cameras owned in the United States are equipped for 
flash picture taking. It is estimated that about 25 per cent of all pictures 
taken are with flash, and experts see 45 per cent as a realistic future goal. 


Facts on THE FUTURE FOR LIGHTING 


The ceiling seems unlimited for the future of the lamp and lighting field. It 
is competing only with the sun; it is in the fortunate position of having a goal 
which cannot be attained, for it recedes whenever it is approached. Such elec- 
trical equipment as a major appliance eventually may reach the saturation point. 
Whereas virtually 90 per cent of the homes of America have refrigerators, for 
example, home lighting has reached only 20 per cent of saturation, even when 
measured against minimum home light conditioning standards. Add to this the 
fact that a million or more new homes are built a year, and the additional fact 
that the replacement rate for lamps is greater than for most products, only a 
sharply upward growth of the lamp industry can be foreseen. 
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his disposition’s 

like a saint's, 

knows not “ifs” 

or “buts” or “aints.” 


though others moan 
“we can't,” he'll ty. 
your problems 

can't confuse this guy. 


now, lesser men ~¢ 
would take absinthe 
at stock rooms 
like a labyrinth. 


his place bursts out 
at all its seams, 

but “customer needs 
are first,” he deems. 


story of 
the man with the 


‘NDING SMILE. .. 


A manufacturer takes time out to reflect 
on business and comes up with a cartoon 
salute to distributors everywhere 


THE A-P Controls Corp., manufacturer of valves, filters 
and driers, has long been pleased with the very efficient 
job being done by the wholesaler, not only in its own 
industry but in all other industries as well. The company 
also sensed that, from time to time, manufacturers tend to 
take for granted the important service being done by 
wholesaling organizations. 

To show that its heart is with the wholesaler, the com- 
pany prepared and distributed a cartoon booklet that 
portrays in a humorous fashion the many fickle fancies 
with which distributors must contend. 

The reason for the cartoon salute is expressed in the 
manufacturer's own words: each of us . “should thank 
his lucky stars that many of the problems of distribution 
are being lifted from his shoulders and capably accom- 
plished through the efforts of jobbers everywhere.” 


who are we 
talking about? : 
it’s your friendly jobber . . 





“MIM, 





“of course, he handies the {(Ip) dependable line... 
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INCREASE YOUR TRADE-WIND SALES 
TRADE:WIND VENTILATOR 


Kime 





TRADE- WIND ves 
BIG-ADVANTAGES 
* QUALITY 


* BIGGER PROFITS 


* RIGID DISCOUNT 
STRUCTURE 


* SALES ONLY THROUGH 
AUTHORIZED WHOLESALERS 


Representatives in principal cities are ready 
to serve you... or wire the factory. 


7755 PARAMOUNT BOULEVARD, DEPT. EW, RIVERA, CALIFORNIA 
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THERE IS A “RIGHT” CORD 


and here’s why 


r\ injection 
molded 


Special rubber compound, 
at pressures exceeding 
7500# p.s.l. forced 
around jacket, insulation 
and blade junctions in- 
sures dense permanently 
sealed rubber cap. 


plated blades 


Complete Cadmium plat- 
Ing, from tip to conductor 
crimp, assures electrically 
superior connections, 
better contact surface 
within receptical and 
clean bright biades. 





S 


wint & CABLE SINCE 189 


100% “cords” 


control 


From rubber, com- 
pounded specially at the 
Paranite Mill, through 
stranding, insulating, in- 
jection molding, strain- 
reliefs, terminals, and 
tests, these cords are 
100% inspected and UL 
approved. 


It takes specially compounded rubber, precisely 
controlled equipment and close supervision to in- 
jection mold these 90° angle caps : : : but look at 
the results! You get a firm, dense and more uniform 
permanently molded cap that means complete cus: 
tomer satisfaction: 

Cadmium plating of blades is another important 
“extra’’ you get with all PARANITE Range, Dryer 
and Appliance Cords . . . which assures a more de- 
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electrically 
superior 


1 Inti, Decict 


e be- 
tween conductors exceeds 
32,500 meg-ohms. (50 
meg-ohms standard). 
Dense molded cap insures 
exceedingly high dielec- 
tric strength properties. 





pendable and surer electrical contact: 

PARANITE Cords give outstanding performance 
:.. Insulation Resistance of over 32,500 meg-ohms 
and extremely high dielectric qualities prove 
their superiority: 

To perfect, manufacture and 100%-inspect cords 
of this calibre takes extra effort : : . but PARANITE 
“Safe” Cords have a reputation to maintain and 
they must be RIGHT! 


RANGE CORDS 
RP-1 2 #8—1 #10 
RP-2 2 #6—1 #8 
RP-3 3 #6 


DRYER CORDS 
RP-10-PG 3 #10 


separately packed in sturdy cartons 








WAREHOUSES* AND SALES OFFICES 

* Atlanta, Georgia, 241 Boulevard, N. E. 
Boston, Mass., 1040 Tremont Street 

* Chicago, lilinois, 411 South Peoria Street 
Cleveland, Ohio, 1900 Euclid Avenue 
Dallas, Texas, 1917 Levee St. 

* Detroit, Michigan, 634 Selden Avenue 


if it's 
PARANITE 
it's right 


PARANITE WIRE & 


| 


MANUFACTURING PLANTS: 


CABLE DIVISION 
FORT WAYNE 6, 
Birmingham, Alabama; Anaheim, California; Jonesboro, Indiana; Marion, Indiana. 


Hartford, Connecticut, 119 Ann Street 
Iindionapolis, Indiana, 5219 Crittenden Avenue 

* Kansas City, Missouri, 2000 Forest Avenue 

* Los Angeles, California, 2240 East Washington Blvd. 
Mi di rye? 


ta, 5407 Excelsior Boulevard 


e ESSEX WIRE CORPORATION 
INDIANA 


* Portland, Oregon, 525 North Tillamook St. 


Rochester, New York, 207 Powers Building 
* San Diego, California, 1305 Harbor Drive 
* Saint Louis, Missouri, 3435 Chouteau Ave. 





* Newark, New Jersey, 457 Frelinghuysen Avenue 
Omoha, Nebraska, 320 W. O. W. Building 


* Son Francisco, California, 1077 Howard Stree? 
Springfield, Illinois, 104 South 6th Street 
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Upper Darby (Philadelphia) Pa., 6816 Market Street 








MW GE 
OFFER ALL THESE SELLING ADVANTAGES ! 





: —) 
OLD = f 2 NEW 


FILAMENTS TAILORED TO BULB 
SHAPE. Here’s how the newly designed 
G-E C-7% Christmas Lamp looks lighted. 
A new filament gives an even, smooth all- 
over brilliance. No glare spots. And this 


new lamp burns cooler, too! 





BRIGHTER, GAYER COLORS. The 
New General Electric C-7% Christmas Lamps 
look so good—have such sparkling colors— 
lighted or unlighted—customers will go for 
them. Used indoors or with outdoor string 
sets, the brilliant fused-on colors won't fade 


chip or peel. 


ANOTHER G-E RESEARCH FIRST. 
These remarkable new Christmas Lamps are 
a development of General Electric Lamp 
Research. Customers ask for G-E Lamps 
knowing they can put their confidence 
in these American-made products. 


YOU'LL ALSO SELL. General Electric 
makes a full line of Christmas Lamps includ- 
ing C-6 Lamps for indoor series strings and 
C-9% Lamps for outdoor multiple strings. 





You can put your confidence in ~- 


SENERAL (9) ELECTRIC 








ee BEAUTIFUL, Thtyle, BRILLIANT, 


Thtyll StU (faddor... THE NEW GE 


CHRISTMAS 
LAMPS! 















SPARKLING 
COLORS 


Bright, fused-on colors of new General 
* Electric C-7% Christmas Lamps gleam a 
di with added sales appeal —/ighted or un- 
o/ 


lighted. Colors won't fade, chip or peel. 
~ NATURAL 


COLOR PHOTOGRAPH 


WEW FILAMENT 
CONSTRUCTION 


Newly designed filaments give these new 












lamps an even, smooth color when lighted, 


No glare spots. 





COOLER ... ‘ 
G-E Christmas Lamps NOW! USE LESS CURRENT 


enough to meet the demand! New G-E C-7'% Christmas Lamps use 10% 
° less current so they burn cooler. And the 
G-E Christmas Lamps—the 
colors are brighter than ever! 


brand customers prefer! 








You can put your confidence in— 


GENERAL @@ ELECTRIC 








A MESSAGE TO AMERICAN 


INDUSTRY Of A SERIES 


Next Steps in Atomic Progress... 
A Challenge to American Industry 


The purpose of this editorial is to throw light 
on the significance for American industry of 
recent changes in the statutes that control the 


development of atomic energy. 


The need for clear light on the meaning of 


this new legislation is made more urgent by 
the political confusion and distortion that 
marked its course through Congress. The po- 
litically inspired charges of “giveaway” that 
delayed its passage —charges that were almost 
totally unrelated to the legislation itself — 
helped to obscure the vital importance of the 
step finally taken by Congress. 

In sober, post-Congressional fact, the prin- 
cipal significance of the new atomic legislation 
is that it extends to private enterprise respon- 
sibility for the development of peaceful uses of 
atomic energy, whereas heretofore this re- 
sponsibility has rested in a tight government 
monopoly. And this extension is made on 
terms that emphasize the responsibility 
far more than they open any opportunity 
for economic gain in fulfilling it. The re- 
vised Atomic Energy Act provides that: 

1. Industry may now own and operate its 
own nuclear reactors, under license from the 
Atomic Energy Commission. And it may build 
and sell nuclear reactors for export. 

2. Industry may use — but not own — nuclear 
materials at the discretion of the Atomic Energy 


Commission. 


3. The Atomic Energy Commission will 


make available to industry scientific knowledge 
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that may be useful in developing peaceful ap- 
plications of nuclear energy. 

4. For the first time, industry will have the 
right to patent inventions in the field of non- 
military nuclear energy. However, “basic” dis- 
coveries must be made available to all compa- 
nies in the field for a period of five years, afte: 
which they, too, will revert to normal patent 


status. 


Two Kinds of Know-How 

These provisions, despite the imposed limi- 
tations, represent the first positive step toward 
development of nuclear energy for peaceful 
applications in the United States. Potentially 
useful knowledge, previously locked in the 
minds of government scientists, will now be 
available to all those who are willing and able 
to put it to work for the good of mankind. 

The advantages to be gained from enlisting 
the talents of American industry in the devel- 
opment ol peaceful atom applications are 
imposing. As The (London) Economist, Eu- 
ropes leading economic journal, recently re- 
marked, “The atomic scientists are in a position 
to surmise how atomic energy can be applied... 
but they lack the spec ialized knowledge of en 
gineering design and operating technique just 
as industry itself lacks atomic knowledge.” 
Now the engineers of private industry need no 
longer lack the atomic knowledge, and there is 
granted to them at least a restricted freedom 
to apply it to the solution of their engineering 


and operating problems. 





But the new opportunity for private 
industry to find constructive uses for the 
science of nucleonics carries with it a 
grave responsibility. These uses must be so 
developed that they will benefit the people of 
all the free nations. It is essential that the 
United States, which pioneered in developing 
lethal uses for atomic fission, demonstrate to 
the world our paramount interest in its peaceful 
application. It would be a moral set-back to the 
free world almost beyond calculation if the 
Communists should be able to offer to the 
poorer nations of the world the benefit of low 
cost atomic power—provided by Communist 


technicians — while we concentrate primarily 


on building our stockpile of atomic and hydro- 


gen bombs. 


Race For a Peaceful Victory 


Most of the experts are agreed that it may 
be many years—perhaps ten, fifteen or more 
—before the cost of electricity from atomic 
fission can be reduced to a level that will make 
it competitive with conventionally produced 
power in most regions of the United States. 
But most of the world is not nearly so fortunate 
as we are in power resources. Electricity, even 
at a cost far higher than the average that pre- 
vails in the United States, would be a blessing 
in many countries, and the nation that provides 
the technology to bring it into being will score 
a great moral victory. 

The useful potential of nuclear energy is not 
restricted to the generation of electric power — 
although twenty years from now this use will 
be highly important to the power industry of 
the United States. Even with the limited re- 
search that has been done in this field thus far, 
the use of radioisotopes — the radioactive prod- 
ucts of atomic reactors — is saving American 
industry an estimated $100 million a year. 
Commissioner Campbell of the AEC, who made 
this estimate, believes that these savings may 
well reach $1 billion a year within ten years. 
Radioisotopes are already at work in industries 
ranging all the way from paper manufacturing, 


where they measure paper thickness, to pipeline 
transportation, where they mark the dividing 
lines between shipments of different products 
(at an estimated saving of $500,000 a year). 
Medical applications of these same radioiso- 
topes hold promise of longer and more com- 
fortable lives for those who are stricken by 


cancer and other diseases. 


Above All a Challenge 

The new Atomic Energy Act is a crucial 
stride toward the day when all these benefits 
—and undoubtedly others not yet revealed by 
research — will be realized. But it is a step 
that is essentially permissive. It still leaves it 
to private industry for the most part to decide 
what is to be done and how soon. 

The new act is thus, above all, a chal- 
lenge. It confers on private industry the re- 
sponsibility to assume a leading role in the 
development of peaceful uses for nuclear 
energy, a step long urged by NUCLEONICS, 
a McGraw-Hill magazine devoted to atomic 
energy. To achieve a success in this task that 
will measure up to the requirement of the na- 
tional interest, this development must command 
all the resources and ingenuity that private 
enterprise can apply—and do so _ without 
promise of glittering prizes surely to be won. 
But now that the responsibility has been 
defined and the challenge offered, Amer- 
ican industry will, we believe, measure up 


to its grave and mighty import. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


RouatA Ube 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 
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Interiors 


WE’RE SPREADING THE NEWS 


Get ready for the rush! Soon every builder, architect ABOUT NEW 


and contractor in the country —along with hundreds of thou- 
sands of homeowners, present and future—will know that 


new LUXTROL Light Control: z UL x T rR CO a 


1 ... gives in the home, for the very first time, any level of 
light from dark to full-bright—a completely new concept 


in home illumination! Ll G HT & O NTR O x 


2 ...is moderately priced. 
3... . installs as easily as an ordinary wallswitch. 


And if that doesn’t mean another top-turnover item for you 
—to say nothing of a revolution in home lighting —we don’t 
know a light bulb from a whale oil lamp! 


So get ready now for the biggest new money-maker to come 
along in years. (Good markup, no handling problems.) Just 
get in touch with your nearest Superior Electric sales office 
—write us for the address. 





For full technical data on LUXTROL Light Control, write your name and 
address on a corner of this page, tear off and mail to The Superior 
Electric Company, 19114 Demers Avenue, Bristol, Connecticut. 
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HOW vwvlidwevt HELPS SOLVE YOUR 


SELLING PROBLEM: 





Helps Cut Coote 


lilustrated here are some of the more important areas 
in which we at Midwest work to make your selling 
problem easier . . . to help you cut costs. 


@ QUALITY PRODUCT: 


When you sell Midwest, you can be sure you are selling quality. All items 
are manufactured under the strictest quality conditions. Extra inspection 
and finishing steps are involved to insure fittings that are strong, produced 
within close tolerances, and cleanly finished to give snag-proof material 
for wiring jobs. 


@ CATALOG: 


The Midwest catalog has been carefully designed as a complete and con- 
venient sales tool for use by your salesmen when dealing with the trade. 
It also provides a simplified classification of material to facilitate your 
customers’ selection of electrical wiring products. The number of items 
illustrated, and the descriptive information contained in it, have established 
this catalog as a standard reference for electrical wiring products. 






Ce Wholesalers 





@ “PRODUCT-IDENTIFIED” PACKAGING: 
Each standard shipping container and standard inner carton is clearly 
labeled with description of contents. Label includes; item illustration, 


description, size, catalog number and quantity. 


@ PROMPT ORDER PROCESSING: 

Each order is immediately acknowledged and scheduled for prompt, 

orderly processing and shipment. Deliveries are scheduled to your ramp 
. Or to your customer's job site . . . smoothly, regularly, and without 


month-end speedup. 


@ MISSIONARY WORK: 

Midwest District Representatives are located strategically across the coun- 
try. They are specialists in “roughing-in” electrical materials; in addition 
to Midwest, they handle other closely allied lines. They spend their time 


with your customers building acceptance for Midwest electric products 


@ REFERRALS: 
Inquiries from the trade in your area are referred promptly to your or- 


ganization for follow-up by your own salesmen. 


@ PRODUCT DEVELOPMENT: 

Look at recent Midwest fitting developments . . . particularly design details 
which save installation time. At every step in fitting manufacturing opera- 
tion, you will find Midwest quietly in tune with the electrical industry's 


needs and progress. 


@ ADVERTISING: 
A regular advertising schedule in Electrical Construction and Maintenance 


takes Midwest sales messages to the electrical buying power authority of 


your customer and prospect organizations. Heavy attention to product 


listings is featured in the annual Electric Products Guide. 


@ DISTRIBUTOR POLICY: 
When you work with Midwest, you can be sure that you are operating 
within a distributor policy which has been formulated to ease your 


problems, at each step in your relations with us, as your supplier. 


4 Electric 
w/LILATTTS Ya ; 
MANUFACTURERS OF ELECTS Ait Wtiaiwn PROD ’ Ss 


9 W WALN 


Chicago 12. Vlinocs 





This is the 
musical 
knocker 


The original non-electric door chime 





Yes, the original non-electric door chime and 
always the best, with three fine models available. 


The “Suburban” Musical Knocker for private homes 
combines tonal beauty with decorative appeal. 


For apartments, the “Metropolitan” model 
with one-way mirror peephole lets tenants 
see who is calling without being seen. 


And for either homes or apartments the “Universal” 
push button model provides flexibility 
by mounting on door frame as well as on door. 


All models sound two resonant chime notes, 
without electricity or wiring. 


You can sell Auth Chimes knowing that they are 
the choice of leading housing developers. For 
your copy of Auth’s handy Chime Catalog No. 
110D write to: Auth Electric Company, Inc., 
Long Island City 1,N.Y. 


5 See ee manera 


=o 





“Suburban” “Universal” “Metropolitan” 
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ROYAL 
Cord Sets, Trouble Lites 
Fuses & Wiring Devices 
Christmas Lighting 


November, 1954—ELECTRICAL WHOLESALING 


From Lamp Cords 
to Power Cables... 


. the ROYAL line has EARNED the 
confidence of users everywhere by uni- 
form dependability. Each type and every 
size is engineered and manufactured to 
rigid quality-control standards. 


You can profit by the recognition and 
acceptance the ROYAL nome has built . . . 
stock ROYAL flexible and portable 
cords for greater wire volume. 


ROYAL Wire is warehoused 
in strategically located 
principal cities 

throughout the 

country 


Thru the Wholesaler 


WB ror ELECTRIC COMPANY, Inc., PAWTUCKET, 





The right cable accessory 





POTHEADS. A complete line engineered by 
power-cable experts for use with any make 
cable. Parts are fully interchangeable for 
greater adaptability, faster delivery, easier in 
stallation and lower costs. Anaconda supplies 


both gasket and soldersealed types 








...at your finger tips 


F-3* ALLOY-LEAD JOINT SLEEVE. F-3 has higher tensile 
strength, lower creep rate, greater bursting strength, 
and higher resistance to bending fatigue and vibration. 
Furnished with jointing kit when specified. 


*Reg. I 





JOINTING KIT. ) 
have eve rvth li 
speci 


spot. 
i 


FILLING COMPOUNDS. A group of com- 
pounds both plastic and fluid to meet 
every need: for paper varnished- 
cambric and rubber insulated cable joints 
and potheads for voltages up to and 
including 69kv. 


where cable accessories 
are made by cable experts 





WHY 
YOUNGSTOWN BUCKEYE 
CONDUIT IS BETTER 


Youngstown is the one 
manufacturer who makes 
rigid steel conduit from 
ore to finished product. 
This enables Youngs- 
town to control the com- 
plete manufacturing pro- 
cess—your insurance 
that each length of 
“Buckeye” is made of 
top-grade steel. 


A few quick turns of the 
hand-reamer and this piece of 
Youngstown Buckeye Rigid 
Steel Conduit is ready to pro- 
tect vital wiring. Reaming 
Youngstown Buckeye is faster 
because every length is uniform, 
top-quality steel. It cuts easily 
with a minimum of burrs, 
threads perfectly, to result in 
positive protection for wiring 
under all conditions. 


Manufacturers of 


THE YOUNGSTOWN SHEET AND TUBE COMPANY carbon: Aiicy and Yeioy sec! 


General Offices: Youngstown, Ohio - District Sales Offices in Principal Cities 

STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT 
- HOT ROLLED BARS - BAR SHAPES - WIRE - 
RAILROAD TRACK SPIKES 


SHEETS - STRIP - PLATES - 
AND EMT - MECHANICAL TUBING - COLD FINISHED BARS 
HOT ROLLED RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE 
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CRESCENT 








ae 


R 


Also listed by Underwriters’ Laboratories as 
TYPE NMC — NON-METALLIC SHEATHED CABLE 


Type UF Underground Feeder and Branch Circuit Cable is 
a type first adpoted in the 1953 National Electrical Code. It 
is recognized in single conductor construction, sizes +14 to +4 
A.W.G. inclusive and in two-conductor and three-conductor flat 
construction, sizes 14, 12 and 10 A.W.G. CRESCENT SYNTHOL 
TW thermoplastic compounds are used in insulation and jackets 
of these cables. 


Multiple Conductor Type UF Cables are also listed as Non- 
Metallic Sheathed Cable, Type NMC, and may be used for both 
exposed and concealed work in dry, moist, damp or corrosive 


locations and in masonry block walls. Licensed under Patent No. 


2,663,755 








——a— CRESCENT TYPE UF 6 UNDERGROUND FEEDER CABLE 


Type UF single and multi-conductor cable is designed to be used under- 
ground, including direct burial, on feeders or branch circuits, when provided 
with overcurrent protection not in excess of the rated capacity of the individual 
conductors. 


Send for Descriptive Bulletin 


CRESCENT 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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GENERAL ELECTRIC’S JANUARY “BLITZ” 


HAND 


UNLAME 


Audit of sales for 46 stores in 3 cities shows 


what to expect when dealers tie-in with G-E promotion 


ERE are the results when last January’s General 
Electric Sunlamp “Blitz” was checked in 
stores in Bloomington, Ind., Ann Arbor and East 
Lansing, Mich. Of all the retailers who tied-in with 
this promotion, 46 kept accurate records of their sun- 
lamp sales for General Electric. The average volume 
per store was three years’ normal General Electric 
Sunlamp sales in only 8 weeks—4 weeks during the 
“Blitz,’’ 4 weeks carry-over. What’s more, the same 
sensational results showed up in a check of stores in 


Binghamton, N. Y., during a previous “‘Blitz’’. 


Don’t miss out this year—“‘Blitz’’ starts January 14. 


Whether or not you’ve tied-in with G-E Sunlamp 
“Blitz”? promotions in the past, it’s just good sense 
to cash in this year. Especially when the sales you 


make will require so little effort on your part. 


Just make sure your dealers have enough G-E 
Sunlamps to meet the peak season demand. Tell 
them about the full page, full color magazine ad 
and hard-selling TV commercials that will pre-sell 
G-E Sunlamps to their consumers. Urge them to 
use the colorful display material to cash in on this 
advertising support. Better start taking orders for 


General Electric Sunlamps now. 
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PROMOTION PRODUCES ALMOST 


VOLUME i ive 











CASH IN ON THE G-E “BLITZ’’. TAKE ORDERS FOR G-E SUNLAMPS NOW! | 


L 5 € B Full page, full color ; Tans like the e Sun 


January 24 G: & sue 


a 
ed Oe 








T THE JANE FROMAN SHOW 
January 20, 27 





New streamer and counter 


DISPLAY cards plus the new G-E Sun- 
lamp package putsextra punch 

in Sunlamp displays. New 

MATERIAL package features the famous 
G-E Suntan Girl, takes up less 

space, packs more sales appeal. 


GENERAL @B ELECTRIC 
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MAGN FLOOD paves the way to... 
“PROFITS” for you... MR. JOBBER 


with new lin dst 


for home lighting. 


At last, women will buy floodlights. 
That’s right... women. . . because new 
Aluma-Lite has “Eye Appeal” in new 
attractively packaged portable units that 
“glisten and sparkle in their new highly 
glossy aluminum finish.”” Magni Flood’s 
new corrosion resistant Aluma-Lite now 
comes in a complete line of portable units 
for use all around the home. There are 
units for indoor use as well as outdoor 
use; garden units, wall units, terrace 
units, work bench units, and units for 
just about every place lighting can be 
used. Join up with hundreds of jobbers 
now selling Aluma-Lite. Great as a 
Christmas item... 

Also—Aluma-Lite in Gold 


Warehouse stock maintained in Boston, Philadel- 
phia, Miami, New Orleans, St. Paul, St. Louis, 
Chicago, Phoenix, Seattle, and Los Angeles. 
Distributed in Canada exclusively by Magni Flood 
(Canada) Ltd., 100 Adelaide Street, W., Toronto, 
Ontario. 


MAGNT FLOOD iwc. 


38 N. SECOND AVENUE, MT. VERNON, NEW YORK 
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HEINEMANN 


A DEFINITE RATING.. 


unaffected by temperature. A 20 
ampere rating means 20 amperes 
of safe, usable capacity. There is 
no de-rating of Heinemann Cir- 
cuit Breakers. 


2 INVERSE TIME DELAY 


prevents nuisance power inter- 
ruptions . . . permits starting in- 
rush and harmless, temporary 
overloads. Gives maximum pro- 
tection without inconvenience. 











SELF-ADJL NG 
INFORMATIVE BooKLET: “What You Should Know TIME ELEMENT... 


varies time delay, not the rating or 
instantaneous trip point, to allow 
more time to make cold starts or 
to shorten delay under dangerous 
heat conditions. 


HEINEMANN ELECTRIC COMPANY 
e - 152 PLUM STREET 
TRENTON 2, N. J. 
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About Circuit Breakers’’.:.Send for your free copy. 





Dont buy just’ Type RR’ High Voltage Cable 
Phelps Dodge 
Habirite- 





> Experimental compound of high voltage, butyl + Habirite butyl rubber insulation is shown being 
rubber insulating material is carefully milled in exposed to severe ozone conditions it 


Phelps Dodge’s extensive research laboratory. Phelps Dodge’s exacting laboratory tests 


5. 
sid 


> Habirite-Habirprene cable being checked for > X-Ray machine used to carefully examine quality 
corona level, an important step in assuring safe of cable insulation, also detects defects, porosity 


operation of finished product. and foreign matter, helps eliminate faulty cable. 


ELECTRICAL WHOLESALING—November, 1954 





-Habirprene 


Rely on this highest quality cable — 
it works where others fail 


The term “RR” is just a name, not an assurance of 


quality. When you order high voltage RR cable, insist 
on Phelps Dodge Habirite-Habirprene—developed 
through years of experience in designing and making 
high voltage cables. Habirite-Habirprene exceeds the 


trade’s highest standards of quality and reliability. 


Phelps Dodge Habirite insulation, a specially engi- 
neered buty] rubber compound, has a service depend- 
ability record unapproa hed by any other type of rubber 
insulation. Habirite is greatly superior to old-fashioned 


insulations for these reasons: 


b Much greater resistance to heat and oxidation. This 
permits a higher temperature rating, with consequent 


reduction in conductor size and in cable cost 


Much greater resistance to ozone present around 


high voltage equipment. 


Much greater mechanical toughness affording maxi- 


mum protection against damage 


and other installation hazards 


Better electrical properties—giving 


factor in operation. 


Maximum uniformity of finished pré 

controllable uniformity of ray terials 

Elimination of laminations which cause weak spots 

through use of Phelps Dodge extrusion insulating 
process. 

Phelps Dodge Habirprene sheath unique neopren 


} 
t 


compound, 1S especially made to be extra resistal 


t 


Corona, one of the worst enemies of hi h volt we ible 


This extra resistance t rona is an exclusive Phelps Dodge 


feature. It provides a greater salet 


and h 


service record of Habirite-Habirpren« 


is contributed to the remarka 


When you specify Habirite-Habirpre1 
of getting RR cable with the 

bilitv. Habirite-Habirprene 
Dodge’s rigid quality standar« 


engineering and vast facilities 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: ATLANTA, 903 Candler Bldg.; BOSTON, 20 Providence Street; BUFFALO, 180 Perry Street; CHARLOTTE, 213 West First Street 
Street; CINCINNATI, 18 East Fourth Street; CLEVELAND, 816 Superior Avenue, N.E.; DALLAS, 3113 McKinney Avenue; JACKSONVILLE, 33 S 
Avenue; FORT WAYNE, 4400 New Hoven Avenue; GREENSBORO, N. C., P. O. Box 2643; HOUSTON, 3517-19 Polk Avenue; KANSAS ( 
ANGELES, 6100 Garfield Avenue; MILWAUKEE, 2408 N. Farwell Avenue; MINNEAPOLIS, 5009A Excelsior Blvd.; NEW ORLEANS, 1009 
Wall Street; PHILADELPHIA, 1617 Pennsylvanic Bivd.; PITTSBURGH, 1532 Oliver Bidg.; 
Martine! Avenue, Castle Heights, S.W.; ST. LOUIS, 1221 Locust Street; SAN FRANCISCO, 369 Pine Street; SEATTLE, 505 Skinner Bidg.; WASHINGTON, [ 
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CHICAGO, 100 West Monroe 
Hogan St.; DETROIT, 28 West Adams 
ITY, MC 406 West 
rondelet Bldg.; NEW YORK, 4 


34th Street; LOS 


PORTLAND, ORE., 1220 S.W. Stark St.; RICHMOND, 113 E ry St ANOKE, 364 


F’ Sts., N. W 





It’s PROFITABLE to Feature the 


COMPLETE AMPLEX LINE 


Amplex 
Miniatures 


: are several good and profitable reasons why it pays to con- 


centrate on and to feature the full Amplex Line. 

It is a complete line — every item from Miniature Lamps to the 
big Hi-Bay and Mercury Vapor Lamps. 

It’s an extra-profit line — compare the discounts. 


No question about it, the Amplex franchise is extremely valuable 


Spots 
and Floods 


from the standpoint of added sales, high profit and customer satisfac- 
tion. Backed by advertising, display material, promotional pieces 
and other sales aids, each year sees big increases in the demand for 


the full line of Amplex products. 


Amplex 
Par 38 
Spots and Floods 


Weather-proof 
Lamps 


Colorbeams 


One Example of This Profit-Making Line 
AMPLEX SWIVELITES are available in a complete but simplified line 
requiring a minimum inventory. Every need can be filled from a small 
stock of basic units. Their “Adapt-A-Unit” construction allows com- \ \\ Amplex 
plete interchangeability of all parts, and they are the popular choice \\ \ Mercury Vapor 
for smart, modern accent lighting. 3 Lamps 
For complete information, write today to 


amplex Corporation, Dept. EW-11 
111 Water St., Brooklyn 1, N. Y. 


Street Lighting 
& Traffic 
Signal Lamps 
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quality_controlled geAND CONDUIT 


4 








The manufacturing of complex electronics equipment, metal fabri- 
cation, and machined parts at Production Facilities Co., Miami, 
Florida, requires a vast array of electric-powered machinery for 
both laboratory work and production. The power load to run these 
machines is heavy; so during the plant’s construction the best 
electrical materials available were installed to assure years of 
reliable service. 
For this reason, Spang Conduit was specified exclusively to 
protect the wiring. SPANGLEAM EMT, with our newly-developed 
inside and outside finish, is used to run service to the machines. 
Other parts of the system employ Spang Hot Dipped Galvanized, 
our lacquered rigid steel conduit with exceptional corrosion- 
Owner: Production Facilities Co., Inc., Miami, Florida 
Architect: Earl V. Wolfe, Coral Gables, Florida 


‘ ; noi : General Contractor: Lyle Roberts, Inc., Coral Gables, 
many jobs. Spang Conduit is quality-controlled . . . made from the Florida 


resisting qualities. 
There are many reasons why Spang Conduit is specified for so 


best steel under exacting conditions . . . and thoroughly inspected trical Contractor: Max Belin, Miami, Florida 
throughout manufacture to assure you of a top-quality product for Spang Distributor: Westinghouse Electric Supply Co., 
a ‘ : . ‘ aie ‘ Miami, Florida 

top-quality installations. Spang Conduit is easy to cut, bend and 

thread . . . and this means faster installation work, saving you 

time and money. SPANG-CHALFANT 

. . . . . . . ) ivision e ional Supp ompar 

Whether you specify Spang Hot Dipped Galvanized, Spang Black EE ©Division of The Notional Supply Company 


a _aeP ’ : } GENERAL SALES OFFICE 
or SPANGLEAM EMT, you'll always get better conduit when you TWO GATEWAY. CENTER, PITTSBURGH, PA 


select Spang. Write for complete information and for the name of ay District Offices and Sales Representotives 


your nearest Spang Distributor. in Peotent Gates 
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Now... 8% longer 





NOTE THAT NEW U. S. ROYAL 
MASTER OUTLIVES THE AVERAGE 
MOLDED CORD ALMOST 2 TO 1 
AND THE AVERAGE SHORT-LIVED 
CONTINUOUS VULCANIZED 
CORD 3 TO 1. 








% LIFE EXPECTANCY 























U.S. ROYAL 


Chart—summarizing individual 
service factors weighted by their 
contribution to overall service life 
— shows new U. S. Royal Master 
Cord gives 88% longer life than 
the average of competitive molded 
cords. 


Superior on every count!” 
@ 33.3% greater heat resistance 
@ 55.7% greater impact strength 
@ 53.8% greater abrasion resistance 
@ 30.6% greater resistance to cutting 
@® 110.3% greater resistance to tearing 
@ 21.2% greater tension or breaking strength 
®@ 23.3% greater oil resistance 
®@ 128.8% greater flexibility 


*to the average of molded cords of other makes 


UNITED STATES 


ELECTRICAL WIRE AND CABLE DEPARTMENT 
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cord life—with NEW 
MASTER portable cord! 


Far outlasts any other cord made! 


Service to cost ratings show new U. S. Royal Master Cord 


actually gives $1.88 in value for every cord dollar when 


compared to the average competitive molded cord! 


Two years ago, “U. S.” engineers began a com- 
plete reexamination of portable cord construc- 


tion, service life, and the causes of cord failure. 


Over 10,000 tests were made. More than a 
thousand cords of all leading makes, including 
our own famous U. S. Royal Cord, were ana- 
lyzed, tested, and compared. 


Every life factor was considered and carefully 
evaluated, alone and in its relation to overall 
cord performance and service life. 


Backed by 64 years of experience in the manu- 
facture of electrical wire and cable, U. S. Rubber 
engineers then translated their findings into an 
entirely new portable cord, designed to surpass 
any other previously made. 


Extensive tests, both in the laboratory and in 
outside plant installations have proved this new 


portable cord startlingly superior in every respect! 


New U. S. Royal Master is unquestionably 


the finest cord you can buy! 


From every standpoint, new U. S. Royal Master 
is a finer, more durable cord — actually gives 
88% longer life than the average of other molded 
cords — far longer than any other cord — sur- 
passing even a hypothetical cord incorporating 
the best features of all those tested! 


Far greater value, too! In spite of almost doubled 
service life, this great new cord is in the same 
price category as other molded cords—giving you 
$1.88 in cord value for every cord $1.00! 


Prove to yourself the outstanding superiority of new U. S. 3 
Royal Master Portable Cord—in both service life and { 
economy! Get in touch with your “U.S.” distributor today! 








Approved by Underwriters’ Laboratories, Inc. 


RUBBER COMPANY 


ROCKEFELLER CENTER, 
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A new standard of comfort and quality for your customers ! 


Now you can offer a comfort level like this— 


with Honeywell Electrical Heating Controls ! 
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The most even comfort ever produced by a thermostat controlling an electrical heating system! 


This is an actual reproduction of a strip 
chart recorded in a New Jersey resi- 
dence. It shows the temperature fluc- 
tuations of the surface of an electrical 
heating unit controlled by a standard 
Honeywell Round Thermostat—on a 
March day in the 30° temperature range. 
The cycles are approximately 11 min- 


utes in duration (from peak to peak) 
and are typical of those recorded over 
a 24-hour period. The surface temper- 
ature of the unit ranged from 203° to 
232°. This is the narrowest range ever 
recorded for a panel controlled by a 
production thermostat, under actual 
operating conditions. 


A narrow temperature range of the elec- 
trical heating unit means even comfort. 

Wider fluctuations mean discomfort. 
When the heat is on you feel hot— 
when it is off you feel chilly. The re- 
sulting longer cycles mean these ex- 
tremes are with you for longer periods 
of time, and become more noticeable. 


The only complete control line that meets 
all of your electrical heating needs ! 


NEW 
LOW- VOLTAGE 


Y-321 PACKAGE 


Honeywell Round 1-86. Americas fastest sell 
ing thermostat. Highly responsive, rapid 
4% degree 
control, trouble-free mercury switches. Snap- 


cycling, time modulated action, 
off cover can be painted to match interiors. 


New R-879 Quiet Relay. Especially designed 
to be used with the T-86 for electrical heat 
ing—produces high, smooth, straight-line 
comfort. Incorporates mercury switches (like 
T-86) that eliminate service calls due to dirt, 
oxidation, or moving part failure 


For complete information on 
Electrical Heating Control appli- 
cations, call your local Honeywell 
office, or write to Honeywell, 
Dept. EW-11-222, Minneapolis 8, 
Minnesota 


ee NEW 
_ 3% 
ae z LINE - VOLTAGE 
el . 
THERMOSTATS 


New HEAVY-DUTY T-429. The most accurate 
and responsive line-voltage thermostat built 
Features the famous MICRO SWITCH 
precision switch. Frequent cycling. Excep- 
tional responsiveness. Accuracy within 1 to 
2 degrees. Ample capacity. Combines de- 
pendability and long lasting performance. 


T-434 VERTICAL 


THERMOSTAT 


New LOW-COST T-434 Vertical Thermostot. 
T op 


Excellent for modernization and replacement 


performance with high-load rating. 


of inaccurate, sluggish thermostats. Features 
the trouble -free Micro SWITCH precision 
switch. Combines the accuracy and depend 


ability 


of T-429 with long range economy 


Set a new high standard for your customers! Make a trial installation now! 


eonmeegeardeiit §$ 


Honeywell 
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New Distributor 
Policy for 
(koniteSplicing Tapes 


Important changes in the distrib- 
utor policy of their Tape Depart- 
ment have been announced by The 
Okonite Company, Passaic, N. J. 
As of October 1, 1954, all Okonite 





Spliced for Lite 


==] 


~ OKONITE - 





quality electrical tapes—Okonite, 
Manson, Okoprene and Okolite—as 
well as Panther and Dragon Tapes, 
will be exclusively sold through 
selected distributors. 

Basic to this policy is a liberal 


Distributor Plan which provides in- 
creased profit margins, protection 
against loss through price changes, 
obsolescence and inventory prob- 
lems, as well as the total elimina- 
tion of direct sales. Stepped-up 
sales promotion and advertising 
campaigns are further features of 
Okonite’s modernized Distributor 
Plan. 

Still other features of the plan are 
new unit packages of the various 
tapes, which are expected to con 
tribute to greater sales volume and 
easier handling, as well as a single, 
concise, easy-to-use price sheet cov 
ering all materials. 

Bradford M. Harrington, head of 
the Okonite Tape Department, 
states that this Distributor and 
Packaging Plan is revolutionary in THROUGH 
the tape field and will result in sub- AUTHORIZED 
stantially better service to the thou- 
sands of Okonite tape customers. 


AVAILABLE 


DISTRIBUTORS ONLY 


Made by 


THE OKONITE COMPANY 
PASSAIC i i NEW JERSEY 





SPLICING MATERIALS 
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only 5” ck 


unconditionally 
guaranteed 


tt - 
ea 


now unconditionally guaranteed no. 41 wevotter 


new one-piece 
molded case 
better insulated 


easier 
to wire 


sd . 
switch 


improved with new one-piece phenolic case 


You can save money by specifying the 
Model 41 Levolier Switch because its use eliminates the 
need of replacement and reduces maintenance costs. It 
is the only switch unconditionally guaranteed against 
failure in lighting circuits. And now the Model 41 has 
a new rugged one-piece molded Phenolic case that pro- 
vides better insulation and makes wiring easier and fast- 
er. Requires only removal of mounting nut to slip mech- 
anism out of case and wire easily accessable terminals. 
Insert in case, slip lever through mounting means and 
replace nut. It is a 6 amp, “T”, 125 volt; 3 amp, 250 
volt switch, only ¥g” x 134” x 134”. The No. 41 insures 
dependable lifetime service for conduit box and canopy 
mounting, incandescent or fluorescent lighting and for 
FHP motor control. Underu riters’ Laboratories Inspected, 
Send for the new McGill Catalog No. ih - 
49-A describing the full line of Levolier = 3 
Switches, Sockets and Lamp Guards. Cy 


MSGILL 


electrical specialties 


McGILL MANUFACTURING COMPANY, INC. 
250 N. Campbeli St., Valparaiso, Indiana 


92 





model 1010 
10A “T” 125V 


model 71 
6A “T” 125V 


all are MSGILL quality 


a 25 
“— I250 
Colored plastic levers 


aq 


model 2020 
20A 125V 


4100 series 
Industrial socket 
600 watt — 250 volt 
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two switches 


type SCSD enclosed 


SHUTLBRAK 
SWITCHES 


Here’s new switching convenience, flexibility and econ- 
omy — both in cost and in operation — a switch that 
combines 4oth interlocking and non-interlocking switch 
features in one unit. 


Underwriter’s Laboratories’ approved, these new units 
embody all the features that made the @ Type SA Shutl- 
brak switch so popular, plus the added convenience and 
flexibility of quick, easy conversion to either interlock- 
ing or non-interlocking operation. 


For motor control, service entrance or any job requiring 
a standard duty operating switch, these new units are 
ideal. 


For additional information on these new, double-duty, 
low cost, safe, dependable switches, write for Bulletin 
No. 500 or consult your nearest @ representative listed 
in Sweet’s. He'll be glad to discuss them with you. 


Frank Adam Electric Co. 


BOX 357, MAIN P. 0. «* ST. LOUIS 3, MO 
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SWITCH HIGHLIGHTS 


Quick-make and quick-break operation 
with interlock on full-opening cover. 
(Special release provided for access in ‘‘on"’ 
position by authorized person.) 

Quick conversion to non-interlocking opera- 
tion by manually shifting a simple mech- 
anism inside the door — needs only a 
screw driver. 

@ Kamklamp, pressure type fuseholders 
with solderless pressure connectors. 

Rotary operating handle suitable for pad- 
locking. 

Positive “‘on'’ and “off'’ indication in 
cover. 


CAPACITIES: 


Type SCSD, 30 to 200 amps, 250 and 
600 volts AC or DC 2, 3, and 4 poles, 
single throw. 

Original design @ SAHD Shutlbrak 
Heavy Duty enclosed switches 30 to 1200 
amps, also available. 


Makers of 

BUSDUCT «+ PANELBOARDS + 
SWITCHBOARDS «+ SERVICE EQUIPMENT + 
SAFETY SWITCHES « LOAD CENTERS + 
QUIKHETER 





LOW, COMPACT RAPID-START BALLAST CASE: Case height 1-13/16”, width 3-1/8”, length 8-5/16”. Fits all standard rapid- 


start channels. Weighs only 5-3/4 pounds. Leads are clearly color-coded, and long enough for easy hook-up without splicing. 


Sola Constant Wattage Ballasts for 


rapid-start lamps automatically, unfailingly 
maintain the performance you specify 


The rapid-start fluorescent lamp and the Sola The following five distinct points of superiority of 


the Sola constant wattage circuit make Sola ballasts 
perfect lighting system. When incorporated by the particularly well suited for operation of rapid-start 
fixture manufacturer into a finished luminaire, you lamps. 

enjoy the advantages of instant-start with the econ- 1. LONGER LAMP LIFE: Lamp life is inversely pro- 
omy of pre-heat fluorescent lighting. portional to the peak/rms ratio of the lamp’s current 


Constant Wattage Ballast form the heart of a nearly 


624-414 
BALLAST 


ie 


SIMPLIFIED FIXTURE INSTALLATION: Only two wires, EVERY BALLAST TESTED FOR LOW NOISE LEVEL: Sola 
directly from ballast, to connect on line no wiring from ballasts are individually checked with a crystal sound probe 
line to lamp holders. The double wound circuit of the Sola to insure low hum level before release. Being a magnetic 
Constant Wattage Ballast is self protecting against shock device, every transformer has some hum; however, good 
hazard for absolute safety. design and construction results in quiet Sola ballasts. 
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wave shape. Sola ballasts’ peak /rms ratio is approx- 
imately 1.5 @ 118v — extremely low with good 
wave shape. 


2. RELIABLE STARTING: The higher the voltage 
from lamp electrode to grounded fixture (an im- 
portant starting aid) the more positive the starting. 
Sola ballasts provide 300v across lamp-to-ground 
with perfect safety — approximately 60% more than 
conventional autotransformer types. 


3. CONSTANT LIGHT OUTPUT: Lumen output 
held constant to within +2% over a primary range 
of 106-130v—you get all the light you paid for re- 
gardless of line voltage fluctuations as great as 20%. 


4. QUIET OPERATION: Progressive compound 
pouring, special lamination design and pressed-in 
core-and-coil construction minimize lamination hum 
—ballasts are suitable for quiet area installations. 


5. LONG BALLAST LIFE: Temperature rise is low 
under normal operation. When one or both lamps 
fail or rectify, ballast operating temperature is re- 
duced, not increased—tresult is low ballast mainte- 
nance cost. 


If you manufacture fixtures, or if you specify, 
operate or maintain lighting installations, investi- 
gate the advantages of a Sola Constant Wattage 
Ballasted rapid-start system. Write for full informa- 
tion, or request a Sola sales engineer to call with 
all the facts. 


SOLA ELECTRIC CO. 
4633 W. 16th St., Chicago 50 
CBM Phone Bishop 2-1414. 
CERTIFIED Representatives in principal cities. 


WRITE FOR BULLETIN 27K-FL-199 


N90 ns 0 vs 0 135 


UNE POTENTIAL in VOLTS 


¥ 

anaes a 
LAMP CURRENT WAVE 
SHAPE: Sola “CW” 
tested 16.7% lower peak 
rms ratio @ 118v than 
ordinary ballast. 


+ 2% 


two T-12, 40w rapid-start lamps. 
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LUMEN REGULATION: 
Stable light output of Sola “CW 

ballast compared with three typical 
non-regulating units, each operating 


67,560 STARTS ON SOLA BALLASTED LAMPS: Sola 
Constant Wattage Ballast and other leading ballasts com 
pared on accelerated-start life test of rapid-start lamps. Sola 
ballasted lamps averaged 19% more starts before lamps 


failed. 


60% MORE STARTING VOLTAGE: Patented Sola ballasts 
provide 300v from lamp to starting aid for positive starting 
(conventional autotransformer types only 180v). U.L. listed 
Completely safe due to Sola’s isolated secondary circuit 
design. Lamps start even under adverse conditions of tem 
perature, humidity and lamp life 


PRODUCTION LINE TESTING FOR REGULATING 
ACTION: Sola Constant Wattage Rapid-Start Ballast 
tested by varying primary voltage from 106-130v. Light 
output must hold constant within +2%. This is one of many 
tests made to insure specified performance 


95 





DUNNUUOQUUOUNNOOOAUUOOENTAAAUOOEGGOEOAUOOEAO OAT OEAT EEDA EAA EEDA 


ror Flational Electric 
POM DISTRIBUTORS 


PRODUCT OF THE MONTH 


QUUUNUAUOANUUOUNNADOUENOOUEUOOOOEOOOOOUUOOAEUOOOOOTOAEU ERATED EEDA eee 


P.O.M. #1 IS 
RIGID STEEL 


Sherarduct tuecaveo conour 


SKE fE 


aamgenwerrens TR TL 
INSPECTED 

RIGID STEEL 
CONDUIT 


—. or e. ie. 
AECTRIC Pap 
»* ee 


Ee 


| Here’s our theme... 
& 


Sherardizing is galvanizing at its best 





Sherarduct is galvanized conduit at its best 








THE SHERARDUCT STORY Plus quality features — 


It’s the Sherardizing process that fortifies Sherarduct 
against rust and corrosion. This process drives a pure 
zinc coating into the steel surfaces—actually alloys 
the zinc coating to the steel wall. 


wey) 


Still further corrosion protection is provided by the —— ned 
new baked-on Shera-enamel coating that seals the THE SHERARDUCT COUPLING 
zinc—fortifies SHERARDUCT against acids and other ... all surfaces and threads are zinc protected by 
corrosive elements. the Sherardizing process ...and the baked-on coating 
Yes, every hill and valley of the clean, sharp threads 
of Sherarduct Rigid Steel Conduit has full zinc and 


of Shera-enamel. 

. accurately cut threads permit closed joints for 
solid locking, thorough grounding . .. no raw 
enamel protection. No need to worry about threads threads exposed. No gaps to interfere with “easy 
rusting—not when you sell SHERARDUCT! fishing.” 

Sherarduct is strongest where danger of corrosion 
is greatest in conduit systems. 
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A strong advertising and promotion program 


LUFE-TIME PROTECTION 


SPECIFY sm se sem 


ADVERTISING 


The Sherarduct Story is being told to 
thousands of conduit buyers—yorr cus- 
tomers—this month and every month in 
leading industrial and electrical trade 
magazines. Forceful, hard-hitting sales 
messages designed to send customers 
to you. 


3. Results 


The new Sherarduct Facts Booklet tells 
the complete story of the Sherardizing 
process—proves that ‘“Sherardizing is gal- 
vanizing at its best.’’ 16 fact-crammed 
pages to help you sell the finest rigid steel 
conduit on the market today. They're 
yours for the asking. Just tell us how 
many you need. 


SOUND-SLIDE FILM 


insist on 


Sherarduct 


ENVELOPE 
STUFFERS 


Now available for your imprint, these 
envelope stuffers can help you do an even 
stronger selling job on Sherarduct. Send 
them to your customer list, enclose them 
with invoices and correspondence. Each 
carries a sales and 
they're FREE to you. How many do you 


need? 


strong message, 


“The Sherarduct Story” tells the Sherarduct sa/es story 
1. Quality of manufacture every step of the way. 


2. Ease of installation— 


Easy to bend, easy to thread on the job. 


3. Long life—time proved the best of all galvanized conduits. 
A complete, comprehensive, 20-minute sound-slide film to help you sell, 
to educate your counter men and salesmen, to help you tell customers and 
prospective customers all about Sherarduct. Available FREE to you through 
your National Electric sales representative. Call him today and ask for a 
showing. It packs a punch that means $$ to you. 


MORE SHERARDUCT SALES— 


MORE PROFITS—FOR YOU. 


So there you have it, P.O.M. #1—The Sherarduct 


@ 
herorduct = 


| 


Story—ready for you to use to build bigger sales. 


Contact a// your customers and prospects now. Make 
them aware that you are featuring Sherarduct. Be 


informed so you can answer questions and give all 
the facts. Order the Facts Booklet. Mail out the en- 
velope stuffers. Show the slide film. Make it easy for 


customers to buy Sherarduct from you! 


EVERYTHING IN WIRING POINTS TO 





National Electric Products 


3 Plants 


PITTSBURGH, PA. 
8 Warehouses ° 
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34 Sales Offices 





SUPER SERVICE 


heavy duty portable cords and cables 


TOUGHER! 
LASTS LONGER! 
SAVES MONEY! 


Ci 


BARE, WEATHERPROOF, INSULATED WIRES 
and CABLES FOR EVERY ELECTRICAL PURPOSE 


A dependable flow of power is basic to the efficient operation of 
any plant. That's why tough, versatile SUPER SERVICE cable is being used 
more than ever for heavy duty portable equipment 


New SUPERTUF neoprene mold-cured jacket provides excellent resistance 
to oils, chemicals, flames, impact, tearing, cutting, crushing and 

failure due to constant flexing. In addition, the mold-cured construction 
provides positive embossed product identification 


New THERMAX heat-resistant insulation gives extra protection against 
temporary overloads. 


New SUPER SERVICE more compact construction prevents sleeving of 

the core from the jacket and provides you with a well balanced product 
that performs better, lasts a lot longer, needs less replacement 

The cord-reinforced construction gives extra tensile strength and 
longer cable life. Why settle for less? 


Ask your helpful General Cable representative or distributor for the 
complete facts now. Remember, General Cable is the on/) 
manufacturer who can provide fast, dependable service 

for all your wire and cable needs! 


GENERAL CABLE CORPORATION 


420 Lexington Ave., N. Y. 17, N. Y. + Sales Offices: Atlanta + Boston + Buffalo + Chicago 
Cincinnati + Cleveland + Dallas « Denver + Detroit + Erie (Pa.) «Greensboro (N. C.) +« Houston 
Indianapolis - Kansas City «+ Los Angeles * Memphis « Milwaukee « Minneapolis -« New York 
Newark (N.J.) + Philadelphia + Pittsburgh + Portland (Ore.) « Richmond ( Va.) + Rochester 
(N. Y.) * Rome (N. Y.) « St. Louis +» San Francisco « Seattle - Syracuse « Tulsa « Wash., D.C 


ELECTRICAL WHOLESALING—November, 1954 





On November Ist 


our printer will deliver 


to us a new and larger 


<> edition of a cataloguing 


of our complete line of 


P&S Turnlok’and Polarized 


plugs and receptacles. 


Would Vou like lo recelve d copy ? (no charge of course) 


THE FORM BELOW IS FOR YOUR CONVENIENCE 


PASS & SEYMOUR, INC. SYRACUSE 9, N. Y. 


Y Please send your new catalog of P&S Turnlok and 
es Polarized plugs and receptacles (no charge, of course). 


Please Print 


NAME 
FIRM 
ADDRESS 
CITY 


BUSINESS 


PASS & SEYMOUR, INC. SYRACUSE, N. Y. 


OFFICES: 71 Murray St., New York 7, N. Y. . 1229 W. Washington Blvd., Chicago 7, Ill. 


In Canada: Renfrew Electric & Refrigerator Co., Lid., Renfrew, Ont. 
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BM fittings 


When setting E. M. T. in concrete 
you can make each job easier and 
more profitable by using Briegel 
All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. Contractors the world 
over recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
It is only natural that Briegel 
Fittings are the most widely used 
E. M. T. connectors and couplings. 


Cross Section 
Showing 


indentations cee METHOD 
All B-M Indenter &. TOOL 
Fittings ore U. L. 
approved as Concrete- 
tight and for General . 


Use. (File Card E 10863). Also comply G A L V A, 2 j L L i N oO | Ss 


with Federal Specifications W-F-406. 











Warehouse Stocks in Principal Cities for Immediate Delivery! 


ELECTRICAL WHOLESALING—November, 1954 





ACCURATE FRICTION 
TAPE — High grade 
rubber carefully com- 
pounded with fines! 
cotton base provides 
maximum mechanical 
protection for every 
wrap. Made in Stand- 
ord and A.S.T.M. 


ACCURATE RUBBER 
TAPE — Features high 
elasticity, excellent 
cohesion, high dielec- 
tric and super aging 
qualities. Available in 
Standard and A.S.T.M. 
—A.A.R. grades. 


ACCURATE PLASTIC 
TAPE — Offers a bulk- 
reducing combination 
of thin caliper, good 
mechanical ond di- 
electric strength, 
Recommended for use 
wherever plastic tape 
is practical. 








it’s taped with ACZURAT 


SUPER AGING QUALITIES 
MAKE THE DIFFERENCE! 


Electrical wraps made with Accurate Tape 
actually improve with age. The raw materials 
engineered into Accurate Tapes are selected for 
extra durability and maximum electrical and 
mechanical protection. For example, Accurate Rubber 
Tape features high elasticity, excellent cohesion, 
high dielectric and super aging qualities. No heat or 
extra pressure is required during application, 

yet the job improves with age. Whether you use 
Accurate Friction, Rubber or Plastic Tape, you can 
be sure there’s no finer tape at any price . 

Accurate provides positive tape protection! 


WRITE FOR NEW CATALOG—AIll you need to know 
about electrical tapes in one handy brochure. 

Call or write for your copies to: 

ACCURATE MFG. COMPANY, GARFIELD, N.]J. 


ACCURATE 


YOUR BEST BUY IN TAPE! 


MORE THAN A QUARTER \% CENTURY OF TAPE SPECIALIZATION 
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PREPO rorcn 


PROFESSIONAL MODEL 608 


Pictured above is the Prepo Torch... . the torch of hundreds of uses in 
the electrical field. Whether it be for soldering or any other daily duty, 
the Prepo Torch is instantly ready to provide service. 


This new Medel 608 Professional Torch (with polished chrome straps, 
dome and base plate) is the torch that has been furnished for many years 
as part of the famous “Master Torch Kit” and which has been naturally 
accepted and acclaimed as the finest tool in the electrical field. This tried 
and proven torch, unsurpassed for simplicity and ruggedness is, for the 
first time, available separately at a most attractive price. 


Standard equipment for Model 608 
includes Torch with 1 tank of Fuel 
and 1 No. 613 Utility Burner (Util- 
ity is second in above picture). Other 
burners, all of which fit this torch, 
at slight additional cost. 


APPLETON ELECTRIC COMPANY © 


1701-59 WELLINGTON AVENUE 


CHICAGO, ILLINOIS 
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NEW RACO 
LOCATOR COVER 


MAKES IT EASY TO 
FIND OUTLET BOXES 
IN NEWLY PLASTERED 
WALLS 


COMPARE THE COSTS 
PER OPENING! 


No. 788—'2" Raised @ No. 789—%" Raised 





THE OLD WAY 
cost—dollars 


Box and devicering installed | Plastering completed. Some 
ready for the plasterers. boxes may be completely 
Opening is unprotected. | covered by plaster. 
Location is unmarked. 





Box located by tapping or Both box and conduit must 
Eee wall with water. be cleaned. This is time con- 

laster fragments fill box suming and costly. Plaster 
and conduit. Plaster cracks. requires patching. 


LR WRITE TODAY! 


‘VEERSiaae EQUIPMENT INC. AURORA, ILLINOIS 
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You never lose a customer 
if you stock U.S. 





because the"U.S.” Line is COMPLETE 





When you stock the U. S. Rainbow® V-Belt line, you 
satisfy a emg agi pve cot nd of ee. Sales for You—Satisfaction for Your Customers! 
tomer. No other V-Belt has the famous Equa-Tensil Cor ‘ : 3 jf 
Section—the exclusive ““U. S.’’ development in which all The U. S. Rainbow V-Belt Line is complete in- 
cords are scientifically placed to insure that each carries cluding sheaves. That means yoo ae need 
its full share of the load—even under the most adverse lose a sale when you stock nationally-adver- 
conditions. tised U. S. Rainbow. You also get “U. S.” engi- 
When it comes to chalking up endurance records, U. S. neering help and sales aids—and your cus- 
Rainbow V-Belts always stand out. A special latex treat- tomers get product performance and satisfac- 
ment of the pulling cords reduces the heat generated by tion. Let the “U. S$.” Field Engineer help with 
constant flexing—provides maximum adhesion between your next belt problem. Contact the nearest 
the component parts. Protective jackets prolong wear district office. 
by keeping out dirt. 
ou he Oday 27 “U.S.” District Sales Offices A COMPLETE DRIVE SERVICE 
MULTIPLE V-BELTS « F.H.P. V-BELTS * SHEAVES 
FLAT BELTS AND BELTING + SPECIAL PURPOSE BELTS 
“U.S.” Research perfects it. PowenGap “TIMING” BELTS AND SHEAVES 


“U.S.” Production builds it. 
U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting * Expansion Joints « Rubber-to-metal Products + Oil Field Specialties « Plastic Pipe and Fittings + Grinding Wheels + Packings « Tapes 
Molded and Extruded Rubber and Plastic Products * Protective Linings and Coatings « Conductive Rubber « Adhesives * Roll Coverings « Mats and Matting 
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dd new / the oval-cover, flat-back Pylet 


The new “OR” series Pylets, with interchangeable features, wil! meet all 
electrical conduit fitting requirements for machinery wiring... 
plant maintenance... and new construction. 


@ Accurate, ferrous alloy casting. 

@ Tapered, machine cut threads. 

@ Large, flat back area, easily drilled for secure mounting. 
@ Roomy, smooth interior facilitates wire pulling. 

@ Well-rounded edges prevent wire damage. 

@ Self-retaining cover screws. 


Sold only through authorized distributors. 
Write for bulletin and names of distributors in your area. 


THE PYLE-NATIONAL COMPANY 


SINCE 1897 1352 North Kostner Avenue, Chicago 51, Illinois 


District Offices and Representatives in Principal Cities of the United States and Canada 
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QUICK SALES! 
STEADY SALES! 
REPEAT ORDERS! 
‘“DOOR OPENERS’’! 


This wide line of IDEAL wiring tools and savings into your profits. And these IDEAL 
wire connectors can earn you big profits right —_ products make perfect “door openers” to sales 
now in the booming construction industry! of related items! Be sure to have adequate 
Each is a time, work or money saver for con- stocks for immediate delivery. ORDER TO- 
tractors and maintenance people. Turn their DAY—we'll rush ‘em to you! 


) 
CREW 
CONNECTORS 


THE SOLDERLESS, TAPELESS WIRE 
CONNECTORS New knurling, new more \ 
compact shape, plus the CONNECTORS : 
famous IDEAL long skirt, 
Used by more contractors for strong shell and high di- 
more wiring jobs than any electric. Contractor sizes ' 
other! Screws on like a nut approved as 600 volt con- A new and improved type of tap con- 
on a bolt. All contractor nectors for all branch cir- nector — gives greater mechanical 
sizes fully approved as pres- cuit wiring. All sizes ap- strength — easier application. For use 
sure cable connectors for gen- proved for 300 volts for indoors or out—for street taps, service 
eral use in branch circuit fixture hanging, appliance drops, transformer connections, etc. 
“es hook-up, etc. Y J * k th eee 
wiring. ou only need to stock three sizes! 





WIRE STRIPPERS 


Super-Safe “E.-Z” STRIPPER 


VOLTAGE TESTER 


Gives double protection— j Easy to use as a pliers. 


FISH TAPE, 


sol id lib d in- f Rugged, all-steel construc- 
REEL and PULLER a solenoid calibrated in | a 


Saves 50% in time re- 
quired for “fishing”. 
Easy to reel in or pay 
out. Reel gives BIG 
grip — always safe ! 
Five stock sizes — 50 
to 200 feet. 


Other Fish Tape items: Flat Fish Tape 
without reels; Coil-Flex Spring Type Fish 
Tape; Round Fish Tape, insulated or 
plain, etc. Whatever your customers need 
in fish tapes and accessories, IDEAL 
has it! 


WIRE LUBE 


The special formula 
cream that makes wire 
pulling easier and pro- 
tects insulation against 
breaks and strains . 

Packed in 1-quart to 
5 gallon containers. 


dicator and a neon test 
lamp, each independent. 
NO CHANCE FOR PAIL- 
URE TO DETECT 
VOLTAGE. Improved 
features not found in any 
other voltage tester for 
easier use, greater safety 


duty stripping. Eight 
models for all wire gauges 
from No. 8 to 26; also 
300 ohm TV down-lead 
and non-metallic sheathed 


cable. SS 








DE LUXE 
CABLE RIPPERS 





aC, 
VDugjevonad Tee. 
' ° 4 ee ” 
y Exclusive “‘one-squeeze”’ ace 
, ? tion strips wire clean in 2 


seconds! Especially suited 


Quickly and easily rips outer sheath : “of * 
from non-metallic covered cable up to to light production strip- 


V4,” O.D. Easy to use. fast—adjustable ping. 


steel blade. 





OTHER IDEAL WIRING TOOLS INCLUDE 


Cable Ripper and Wire Gauge . . « 
Cutter. . . Fuse Pullers . . 


Wire Skinner and Straightener . . . B-X Armor 


. Combination Testlite and Fuse Puller . . . Industrial 


“*Test-Glo"’ . . . Continuity Testers . . . Flur-Test Fluorescent Fixture Testers . . . 


Electricians Tapes 


IDEAL PRODUCTS ARE SOLD THROUGH AMERICA'S LEADING DISTRIBUTORS 


IDEAL INDUSTRIES, inc. 


1047 Park Avenue, Sycamore, Illinois 
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CERTIFIED <-> BALLASTS are Tailored 5 


to the Tube 
PLY YY YY YY YS 
No one knows better the value of 
CERTIFIED CBM BALLASTS than the 
manufacturers of fluorescent tubes. For the 
satisfactory performance of their lamps is 
vitally dependent on the ballasts that 


operate them. Here’s what they say: 


CHAMPION says: 

“Fluorescent lamps are designed to operate at specific 
electrical values. The use of auxiliary equipment that 
has been proven to meet these agreed upon standards 
will assure the user maximum value for his lighting 
dollar with a minimum of operational failures. Certified 
Ballasts are inexpensive insurance.” 





—————————— 


GENERAL ELECTRIC says: 


“The life and light output ratings of fluorescent lamps 
are based on their use with ballasts providing proper 
operating characteristics. Ballasts that do not provide 
proper electrical values may substantially reduce either 
lamp life or light output, or both. Ballasts certified as 
built to the specifications adopted by the Certified 
Ballast Manufacturers (CBM) do provide values that 
meet or exceed minimum requirements. This certifica- 
tion assures the lamp user, without individual testing, 
that lamps will operate at values close to their ratings.” 











, 


SYLVANIA says: 

“The light and life ratings of fluores- 
cent lamps are based on three hour 
burning cycles under specified condi- 
tions and with ballasts meeting Ameri- 
can Standards Association specifica- 
tions. Ballasts marked with the CBM 
emblem and certified by Electrical 
Testing Laboratories, Inc., meet ASA 
specifications.” 








WESTINGHOUSE says: 

“Use ballasts that are tested and Certi- 
fied by Electrical Testing Laboratories 
or ones that are otherwise known to 
meet the specifications of the lamp 
manufacturer. These will give best re- 
sults with Westinghouse fluorescent 
lamps.” 


By using fluorescent fixtures that are equipped 
with CERTIFIED CBM BALLASTS you are 
assured long lamp life, full light output and 
trouble-free operation. 


That’s why CERTIFIED CBM BALLASTS 
merit the slogan—Tailored to the Tube. 


wae 
1 camirie BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Cut labor_Cut costs for your customers 
Build SALES —Build profits for you! 


lackhawk 
[agustries FITTINGS 
aa 


B-I’s TIME SAVING SW 


“the strap with the built-in bump’, 


Faster installations, more profit 
for your customers, more sales 
for you when you sell Black- 
hawk Industries’ Snap Strap. 
The exclusive self-holding fea- 
ture eliminates fumbling, makes 
difficult jobs easier. Heavy 
gauge steel, zinc plated after 
fabrication. Available in a wide 
range of sizes for both rigid and 
thin wall applications. 


B-| BEAM CLAMPS 





Fits up to 42’ beam flange 
Used with B-I Conduit Hangers for faster,more 
efficient installations. Made of heavy gauge 
pressed steel, plated with zinc. Comes com- 
plete with case hardened set screw. Has 4-20 
tapped holes. Maximum jaw opening 5”. 


sPECIFY B=] WHEN YOU BUY 


Write for Free Catalog 





Patent Pending 


B-| CONDUIT HANGERS 





For straight runs . . . no offsetting into boxes 

Designed by Blackhawk to save contractors 
valuable labor in overhead installations. Car- 
riage bolt-locks tighten with one tool. May 
also be used with stove bolt. Made of heavy 
gauge steel overlaid with zinc after fabrication. 


Sold only through Electrical Wholesalers 


_ BLACKHAWK INDUSTRIES, vusvaue, iowa 


lackhawk* 


Hengers . 


Entrance Cable Fittings . Steples . 


Grounding Clamps 
Beam Clomps . Machine Screws . Wood Screws. 


Yard Lights . Sill Plates . Locknuts ond Bushings . Wire Holders 
Fluorescent Brockets . Cable and Conduit Straps . Connectors . Box Supports . Conduit Entrance 


[asestries Caps . Grounding Assemblies 
ta 


Ber Hengers . Fish Tape . Conduit 





ELECTRICAL WHOLESALING—November, 1954 





ADVANCE BALLAST ENGINEERING 


MMPARTIAL TESTING OF ETE 
"FOR MAXIMUM LUMEN OUTPU 
ND LONGER LIFE. 


Designed & Engineered 
BY THE 
WORLD'S LARGEST MANUFACTURER 


no DEVOTED EFxelascoely 10 THE PRODUCTION OF 
*> ADVANCE .o; FLUORESCENT LAMP BALLASTS 
N a 
— NER cable Address “ADTRANS" | 
(2950 N. WESTERN AVENUE, CHICAGO 18, ILLINOIS, U.S.A, 
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MERCURY FLOODS! 
.. Solved Our 

Yard Lighting <p, 
Problem! 


HERE’S AN IDEAL HIGH EFFICIENCY 
ALZAK UNIT FOR NEW PLANT AREAS OR 
FOR MODERNIZING EXISTING LIGHTING 


@ Unique double parabola design assures 
positive control of light. 

Patented telescoping arm permits varied 

coverage to any desired position. 

One-piece cast socket housing includes 

telescoping arm... protects wiring, socket 

and lamp because it prevents entrance of 
moisture. 

Wiring is simplified and protected from 

heat of lamp. 

Heat resisting convex lens held securely 

within retaining band . . . interior pro- 

tected from accumulation of dirt on reflect- 
ing surfaces. 

Wide range of lamp usage: 
Accommodates 400 Watt Mercury... 
300-500 Watt Mogul Screw base incan- 
descent... 750-1000 Watt Mogul Screw 
base general service, or 1000 Watt 
Bi-post lamp. 


This floodlight has companion units 7 -. 
sosebules sismasheg ide te ide feo \ ae” REVERE ELECTRIC MFG. CO. 


color correction. Being light in 6011 Broadway e Chicago 40, Il. 


weight and small in size (Lens 
Available in Canada thru 


16%" Diameter) wind stresses are 
nil and daylight appearance is CURTIS LIGHTING, LTD., Leaside, Ontario 


attractive. 


STATION e AIRPORT . 
LIGHTING EQUIPMENT 
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METAL TUBE PLASTIC ARMOR 
INCH-MARKING . . . an exclusive INSIDE KNURLING .... another 
sales feature that teams up with the ELECTRUNITE ir By actual A NEW ITEM TO SELL . . . a door- 
ELECTRUNITE Bender for easier tests makes wire-pulling pate SA opener for your salesmen . . . longer- 
fabrication and installation’. *In sizes 4", %” and 1. lasting ELECTRUNITE “Dekoron®- 
*In sizes 2", %" and 1”, Coated” E.M.T. and Conduit for 
severe-corrosion locations ...an 
ELECTRUNITE exclusive. 








— 


® 


a 


Visit Our Booth No. 343, —-\n 
NAED Convention, Atlantic Es 


City, in June. 
































ACCEPTANCE .. . first in preference 
by brand name in unbiased surveys BENDING INSTRUCTIONS... 
...an ELECTRUNITE for your customers’ convenience 
feature. «+. an ELECTRUNITE extra. 
— 
Ss p your sales with these 


ELECTRICAL 


Republic “Inch-Marked" “SVsis Exclusives 


Here are five things to talk about. Five big selling points that 
help bring customers to you for Republic Electrical Metallic Tubing, 
as well as their other electrical items. 


We have more help, too. Folders, catalog inserts, ads, bending 
instructions for the Republic bender. Call your Republic Sales 
Office and get this material working for you. 


REPUBLIC STEEL CORPORATION 


Steel and Tubes Division 
215 East 13ist Street, Cleveland 8, Ohio 
GENERAL OFFICES » CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


gr a 
[REPUBLIC | 


REPUBLIC “a: 
ELECTRUNITE E.M.T. 
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A clean, neat, easy-to-handle 


Service Entrance Cable 


No longer do sticky, hard-to-handle, unsightly 
service cables need to be your problem. 

The new Rome Service Entrance Cable is easy to 
handle, neat, clean . . . and not subject to “bleeding” so 


prevalent with many service cables. 


It Costs Less to Buy the Best 


e NEW 45-minute sound color film “CABLE—PATHWAY OF 
POWER” now available for showings to technical personnel. 
For bookings, write to Rome Cable Corporation, Rome, N. Y. 
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Rome SE has four advantages to offer: 


41. The outer glass-cotton braid is finished with compounds 
which give the cable a neat appearance . . . without 
sacrificing flame and moisture resistance. This finish has 
a neutral gray color that ean be painted, if desired, to 
match the color of the building on which the cable is 
installed. It defies severe storage and service conditions 
without deteriorating and becoming sticky. The im- 
pregnation of the outer braid cannot bleed through this 


finish to make the cable unsightly. 





The glass-cotton braid on each conductor—one red and 
one black—is clean, permanent, and provides easy con- 
ductor identification. 








The insulation on each conductor is Underwriters’ 
Laboratories approved as heat-resistant type RH for Rome 


can be used from service droy 

75°C ... moisture-resistant type RW for 60°C. to meter and from meter to ele 
Z tric range or water heater. It ca 

also be used as a single cab! 


The combination of a clean interior and a clean exterior directly from pole to meter 
construction provides a neat flexible cable that is easier 
to handle and makes a better looking installation. 





Service Entrance ( 


us send you a sample of the new Rome Service Entrance Cable for your own examination. Write today. 
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YOULL MAKE MONEY 


And Satisfy All Your Customers 
witH ACME ELECTRIC 


TRANSFORMERS 








STEPDOWN TRANSFORMERS 


Designed to permit operation of standard 115 
volt, 50/60 cycle electrical equipment or appli- 
ances from a 200/240 volt source of supply. 
Available in sizes from 85 watts to 2000 watts. 
Write for Bulletin 179. 








Everywhere today, industrial and cial buildi 

are using more and more transformers to provide better 
service from electrical equipment and to fulfill a multi- 
tude of special applications. Acme Electric has kept pace 
with the growing demand by designing and producing 
the widest possible variety of transformer types and 
sizes . . . each one right for the job. Sales possibilities 
for Acme Electric transformers are practically unlimited. 


Acme Electric transformers have an outstanding, proven 
record of dependability, performance and long life. To 
increase your transformer business and insure the com- 
plete satisfaction of all your customers, know and sell 
the Acme Electric line. 


In addition to the popular lines of transformers shown, 
we also manufacture transformers for a wide variety of 
electronic applications, machine tool control transformers, 
warp-stop transformers, dry-disc type battery chargers, 
isolating transformers, voltage regulating transformers, 


t loti, h Ld, 


br testers and safety transformers. 





AIR COOLED DRY TYPE TRANSFORMERS 


Industrial type in sizes from 1/10 KVA to 225 
KVA, single phase and from 3 KVA to 500 KVA, 
three phase. All standard primary voltages 600 
and below. Supplied in class A and B insulation 
designs. Write for Bulletin AC185. 








OIL BURNER IGNITION 
TRANSFORMERS 
Heavy duty design for dependable performance. 


Available in a variety of mounting designs to 
meet most installations. Write for Bulletin 17187. 


LUMINOUS TUBE TRANSFORMERS 


Available in a complete range of capacities and 
voltages in designs suitable for neon signs and 
cold cathode lighting installations. Bulletin 198. 


COLD CATHODE BALLASTS 


CONSTANT LIGHT OUTPUT BALLASTS — Counter- 
act line voltage fluctuation; compensating watt 
increase aut tically ins maximum oy 
output ef aging lamps. Write for Bulletin CCB! 
VARIABLE LIGHT OUTPUT BALLASTS—when used 
with Acme Electric Voltrol, permits adjustment 
of lighting level over a range from 30 to 100%. 
May be regulated to dim lighting up to 70%. 
Write for Bulletin CCB191. 











BOOST & BUCK TRANSFORMERS 


Correct low voltage conditions, maintains top 
operating efficiency of air-conditioning compo- 
nents, Provides 230 volt secondary from 208 
volt single phase source. Bulletin BB199. 








BELL RINGING, 
CHIME SIGNALING TRANSFORMERS 


Designed and built for performance —not price. 
These inexpensive transformers are built with 
the same quality materials as large air cooled 
power transformers. Bulletin K184. 








VOLTAGE ADJUSTORS 


For the manvol regulation of a high or low 
voltage condition to the normal voltage required 
by the electrically operated equipment. Avail- 
able in sizes from 150 watts to 10 KVA. Write 
for Bulletin VA180. 





ACME ELECTRIC CORPORATION 
Main Plant: 6711 Water Street * Cuba, N. Y. 
West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal. 
In Canada: ACME ELECTRIC CORP. LTD. © 50 North Line Rd. © Toronto, Ont. 
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BACKWARD CURVE 
BLOWER 


Peerless 


Blowers 


Designed 
For Your 
Needs 








Pvice -— 
Exgincewtg a 


. 
ally — 

Join the swing to Peerless—the complete line of 
fans and blowers that meets today’s big construc- 
tion demands. Dealers, distributors and contractors 
choose Peerless because Peerless gives them more, 
including free engineering help on tough, middle- 
size jobs. 

Peerless manufactures all components in its 
products, including the motors. You get the advan- 
tages of undivided responsibility; fans and blowers 
that meet all NAFM standards; prices that are set 
and held competitively; and, top-flight trouble-free 
performance that boosts profits by eliminating 
costly call backs. Because Peerless has control of 
the entire process, you can get immediate delivery 
on any item in the big Peerless line. 

Check and see; compare and prove that you buy 
best, sell best, install best and are served best when 
you deal with the fan and blower manufacturer BELT DRIVE UTILITY BLOWER 
that offers you most—Peerless. 





FAN AND BLOWER DIVISION 
THE PEERLESS ELECTRIC CO. 1403 WEST MARKET ST. - WARREN, OHIO 


3|8? & 8 @& @® 
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Top of the News... . 


Operating costs 
going up 


Many appliance dealers know 
only sellers’ market 


Odds are against it 


Likely room air conditioner 
prices may rise in ‘55 


Color TV prospects soar 


Heavy construction gain means 
some sales for distributors 


The school lighting market 


Red, green, white, blue— 
and 16 pages too 





. And Its Significance to You 


Operating costs as a per cent of sales of full-line (apparatus, supplies, 
appliances) electrical wholesalers climbed from 10.3 per cent in 1948 to 
11.9 per cent in 1953. During the same period, operating expenses of 
wiring supplies and construction materials distributors rose from 16.2 
per cent to 17.0 per cent. These were findings in a “spot check” survey 
conducted by the Bureau of the Census and published in the recently 
released “Annual Wholesale Trade Report—1953.” This report may be 
obtained from the bureau for 15¢. 


Half the appliance dealers in one fair-sized, upper New York state city 
have been in business only eight years. Therefore, most have been doing 
business in a sellers’ market. Distributors will also be interested to know 
that 21 per cent of the dealers did not carry stock and sold appliances at 
retail and on an individual basis. The feature news story on page 118 
breaks down a survey on appliance dealers. It is expected to have a broad 
application to marketing problems. 


Only one new product in five is likely to survive says a new survey. The 
report, detailed somewhat on page 136, is described as the only one ever 
made in the field of new product introduction 


The costs of room air conditioners will not be less next year. Due to cool 
weather, the units have been offered at “close out” prices in some sections, 
but manufacturers at an Air-Conditioning and Refrigeration Institute 
meeting indicated this was a purely seasonal price fluctuation. Changing 
requirements of national codes and local ordinances is expected to add to 
costs. The makers’ consensus is that it is quite likely room air conditioner 
prices will rise. 


Ten million color TV sets will be in use by 1959 says Frank M. Folsom, 
RCA president. “Its prospects are even greater than the prospects of 
black-and-white television were eight years ago.” He estimates that for the 
remainder of this year and 1955, more than 350,000 color sets will be 
produced and sold by the industry. 


Again looking into the future—1955 will see heavy construction contract 
volume running ahead of 1954 by 6 percent. The chief gain looks as if 
it will*be in municipal and public works. Despite the fact that com- 
paratively little of the distributors’ business is concerned with this branch 
of construction, there could be some slight gain in sales. More about 
this.on page 140. 

Three times as much electric light is used today as was used in 1944. Over 
1,800 miles of mercury-vapor lighted streets and highways were installed 
last year, bringing the total to 6,800 miles. School lighting is reported as 
one of the fastest growing types. There’s a lot of sales and future sales in 
the latter market. Authorities report more schools relighted this year than 
in any previous year. New school construction is still lagging behind 
the number of children of school age and the rising birth rate. 


Colorful Federal tax returns! That’s what we'll be filing on or before 
April 15th. Colorful but more complicated! The new returns are printed 
in red, blue, yellow and green stripes, and in the case of farmers, are 
embossed with a picture of a barn and silo. Familiar form 1040 will come 
printed with blue ink. If you earned more than $10,000, be on the lookout 
for a yellow striped booklet. If you want to know more about this 
fascinating business, turn to page 146. Oh yes, the 12 page 1040 booklet 
is now 16 pages. 
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MOISTURE is 


Permanently * 


of, Liner in 


NEW PROCESS ELIMINATES USE OF SOLDER 
Aluminum body is pressure cast around pronged copper 
liner—no moisture trapping voids or corrosive fluxes 
between liner and body to foster galvanic corrosion. 

HIGH CONDUCTIVITY 
Special surface treatment of under side of copper 
liner reduces surface tension of the molten aluminum 
—establishing a low-resistance contact between the 
two metals. 


CORROSION RESISTANT 
Aluminum bodies are cast of a highly corrosion-resist- 
ant alloy. The steel bolt, nut and lockwasher are hot 
dipped galvanized. Also available with aluminum 
hardware. 

ONE PIECE CONSTRUCTION 
No loose parts to assemble during installation—clamp 
bodies cannot be mated incorrectly—copper inserts 
always face each other. 
Hexagon head steel bolt with square shank gives line- 
men option of using wrench on bolt head for tightening. 

WITHSTANDS TEMPERATURE FLUCTUATIONS 
Spring action of the design and extra-heavy lock- 
washer insures a permanently tight connection that 
will withstand temperature fluctuations. 


The molten aluminum has a coefficient of expansion 
38% greater than that of the copper. As it shrinks 
in solidifying, great clamping force is exerted against 
the copper establishing an air-proof, moisture-proof 
joint. Because operating temperatures never approach 
the heat of molten aluminum, this key-lock shrink- 
fit is permanently maintained. 


35 Madison Street ¢ St. Lovis 6, Mo. © Phone MAin 1-2821 
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NEWS FOR THE INDUSTRY 





Survey Syracuse Appliance Dealers 


e Study discloses dealers' practices regarding floor 


stock and back-up stock 


@ Half of those interviewed entered appliance business 


within the past 8 years 


SYRACUSE, N.Y. — The recently 
completed Syracuse Appliance Deal- 
ers Report concerns itself with the 
detail of marketing all major appli- 
ances in Onondaga County. Much 
of the data disclosed is new to the 
industry and is expected to have broad 
application to marketing problems. 

The study was undertaken by the 
Business Research Center at Syracuse 
University, and was sponsored by 
Compton Advertising, Inc. Distribu- 
tors, utilities and local business asso- 
ciations assisted in identifying all 
dealers in the area. Onondaga County 
has a population of about 368,000 
and ranks 54th in metropolitan county 
Size. 

While the survey is based on inter- 

views with 100 appliance firms, inter- 
views were actually conducted with 
131 dealers. It was found that 9 
firms were going out of business, 8 
had been in business for less than a 
year, 5 did not cooperate, and 17 had 
no stock. An additional 11 non- 
stocking dealers were also identified 
but not interviewed. 
e Survey Highlights—Half of the 
dealers in Syracuse entered the appli- 
ance business within the past 8 years. 
Most have been brought up in a 
sellers’ market and have had experi- 
enced competition only in the last 
few years. Twenty-one per cent of 
all appliance outlets in the area did 
not carry stock and sold appliances at 
retail and on an individual order 
basis. Sales during the first 6 months 
of 1954 were below the same period 
in 1953. That year was better than 
1952. Syracuse dealers are optimistic 
about the last half of 1954, compared 
to same period of 1953. 

The top item in stock in dealers’ 
stores was electric refrigerators which 
totaled 1,235 units. Gas ranges were 
next, followed by the automatic, then 
conventional washers. Forty-three deal- 
ers reported the electric refrigerator 
was the best seller in the Syracuse 
area, 22 the automatic washer, 9 the 
gas range, 6 the conventional washer. 
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More than half the dealers have all 
their stock on display and no back-up 
stock. Ratios of floor stock to back-up 
stock for the more popular major ap- 
pliance items appears to be about one- 
to-three. There is a slight trend to- 
wards reducing the number of brands 
carried per dealer. While the dealers 
added some 31 lines of major appli- 
ances, they dropped 49. Type, size, 
and location of dealer outlet is an in- 
fluencing factor in the type of pro- 
motion dealers utilize. 

Most dealers were critical of manu- 
facturers’ or distributors’ policies. Less 
than half the sales personnel of small 
dealers had manufacturer or distrib- 
utor sponsored sales training in the 
past half-year. More than four-fifths of 
the personnel of large dealers had such 
training. 

e Dealer Characteristics — Dollar 
sales trends for all stores in the area 
for the first 6 months showed 23 
stores reporting a median increase of 
15 per cent, 12 reporting no change, 
and 52 stores reporting a median de- 


crease of 19 per cent. 

As a group, the larger stores, $125- 
000 volume and up per year, just 
about held the line on dollar sales 
for the first half of this year com- 
pared to the same 1953 period. The 
smaller stores experienced a serious 
drop in sales for the same period. 
Only 19 per cent of the smaller deal- 
ers reported increases, whereas 55 per 
cent reported decreases. 

The proportion of dealers showing 
sales decreases for central district stores 
and neighborhood stores was high. 
The volume of decrease was 
more severe in the outlying and 
neighborhood stores, however, than in 
the central and sub-center district 
stores. Four department stores showed 
relatively mild decreases, one showed 
no change, and another reported an 
increase. Appliance stores had a de- 
crease tendency, while hardware outlets 
about held their own. Inventory de- 
creases were general throughout the 
appliance trade in Onondaga County. 
Only in the sales volume classification 
of $125,000 to $200,000 did the num- 
ber of dealers reporting inventory in- 
creases equal the number reporting 
decreases. 

Sales expectation of dealers for the 
last half of 1954 are optimistic in spite 
of the poor showing for the first half. 
e Limit Brands—Most dealers tend 

(Continued on page 130) 
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SALE OF DAKOTA ELECTRIC SUPPLY CO., Fargo, N.D., took place on 
November Ist. The new owners include men who have been with the firm 
for many years. Seated: (|. to r.) Harold H. Berg, vice president, treasurer; 
V. F. Cole, president; R. H. Barry, chairman of the board. Standing: (I. to r.) 
E. M. Shields, v.p. in charge of construction materials and traffic appli- 
ances; R. L. Jacobsen, v.p. in charge of apparatus and line hardware; Harold 
W. Frank, v.p. in charge of major appliances and TV. Former President J. D 
Farnham, son of the founder, has retired from active business 
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HIGH LIGHT OUTPUT 
Assutes You of MORE 
LIGHT for Your Money 

| PROPER SHIELDING 

A these are the 4 most Assures You of MAXIMUM _ 


important Quality Essentials PROTECTION trom Harmful Glare 


\ ne 


QUALITY CONSTRUCTION 
Affixing of the RLM Label to an Industrial 


wr 
Lighting Unit constitutes a warranty by the manu- Astures You of MINIMUM 
facturer that it conforms to RLM Standard Speci- 


fications. These Specifications assure you of getting MAINTENAN CE Costs 


the 4 Quality Essentials to Good Lighting. 


of industrial Lighting Units! 


, Coe) 
You get added assurance of conformance because 
an independent laboratory continuously tests and 


inspects RLM equipment. Units are taken right off U N ] FE © °4 M Q U A L EY 


assembly lines or out of distributors’ stocks at ran- 


dom to check conformance to RLM Specifications. Ace ures You of U NI FOR MLY 


These nationally -recognized standard specifications 


cover 75 different types and sizes of industrial SATISFACTORY RESULTS 


lighting units, some of which are shown here. Each 





i You Get Them 


<——\_ All When You 
Specify Units Bearing the 


RLM. Label 


one stipulates the MINIMUM ACCEPTABLE 
QUALITY which the unit must meet. This RLM 
procedure stands behind every RLM Label. That 
is why you can buy, sell, specify or install RLM- 
labeled units with complete confidence . . . no need 
for further checking or verification on your part. 

The latest edition of the RLM Standard Speci- 
fications Book contains complete specifications and 
further details. Send for your FREE COPY today. 
RLM Standards Institute, Suite 817, 326 W. 
Madison St., Chicago 6, Illinois. 





ELECTRICA 
LABORATO 
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IAEL Elects H. E. Cook 
To Succeed A. L. Maillard 


PHILADELPHIA, PA.—Herbert E. 
Cook was elected president of the 
International Association of Electrical 
Leagues at the recent 19th Annual 
Conference. Mr. Cook succeeds Albert 
L. Maillard, who will serve as advisory 
member of the board. 

Managers of 32 electrical leagues 
(including two from Canada) were in 
attendance. Other conferees included 
representatives of utilities, distribu- 
tors, contractors, dealers and the eiec- 
trical trade press. 

Mr. Cook will serve for the year 
1954-55. Other officials elected were 
Vice President, E. J. McGinnis, Cin 


Herbert E. Cook 


Rosenthal, 
Logan, Los 


cinnati; Treasurer, D. E 
Omaha; Secretary, Glen L 
Angeles 

The balance of the board of nine 
members was completed by the elec- 
tion of the following division chair- 
men: H. H. Johns, Jr., Pittsburgh, 
division I; C. C. Simpson, Chicago, 


Englewood Receives Award 
Of International Register 


CHICAGO, ILL.—"“We feel that thx 
electrical wholesaler in effective mer- 


chandising has been minimized or 
even overlooked too long. This award 
is a public demonstration of 
esteem and appreciation in recognition 
of outstanding achievement in the 
electrical industry.” 

With these words H. H. Rosen- 
heim, sales manager of the Interna- 
tional Register Co., presented the first 
Intermatic Time Switch “Key Whole- 
saler” Award certificate to George 
Albiez, president, Englewood Electrical 
Supply Co., Chicago, IIL. 

The award has been initiated by 
International Register to promote 
closer relationships and cooperation 
between the manufacturer and whole- 
saler. 


our 
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THE 


above includes, from left to right, 


Electrical Assn., 
Association of Kansas City, Mo., 
Phelps, Inc., 
on so-called “‘bait’’ advertising 


division II; John S$. McDermott, Kan 
sas City, Mo., division III; James L 
Schricker, Salt Lake City, division IV; 
John F. Mowat, Toronto, division V. 
Norman Wicks was appointed cor- 
responding secretary. Mr. Wicks is 
manager of the Business Development 
department of NEMA. 

W. G. Peirce, Jr., president, Peirce 
Phelps, Inc., Philadelphia, addressed 
the conference on misleading adver- 
tising in the appliance and television 
field. Mr. Peirce said it was a neces- 
sity to take action and eliminate such 
“bait” advertising 

“The majority of our industry must 


19TH ANNUAL CONFERENCE of the 
Electrical Leagues was held last month in Philadelphia 
was elected president succeeding Albert L. Maillard 
V. W. Hartley of 
John S. McDermott, executive manager of 
and W. G. Peirce, 


Philadelphia distributor. Mr. Peirce addressed the conference 


Association of 
E. Cook 
Group in photograph 
the Pacific Coast 
the Electric 
of Peirce- 


International 
Herbert 


president 


sincerely want to clear up the adver 
tising mess that now exists before a 
code can be adopted. The Electrical 
Leagues represent the major factors of 
our industry at the local level and are 
the natural agencies to crystalize the 
opinions of the industry into action.’ 

Special reports were presented on 
the “Conference Group on Coordina- 
tion of Electrical Industry Sales and 
Promotional Programs”. These were 
offered respectively by R. M. Johan- 
nesen, presidens, Johannesen Electric 
Co., Greensboro, N.C.; C. C. Simpson, 
managing director, The Electric Asso- 
ciation, Chicago; and J. §. McDermott. 


HOWARD ROSENHEIM, International Register general sales manager, pre- 
sents the first key distributor certificate to President George A. Albiez of 
Englewood Electrical Supply Co., Chicago. Onlookers are, from left to right, 
Don Scott and Tom Woulfe of Englewood, Mr. Albiez, Mr. Rosenheim, ‘Wil- 
liam Pyne of Englewood and Howard Sullivan, International’s district sales 


manager. 
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DOLLAR 
VOLUME 


RUBBER FRICTION 


Gold Seal PLASTIC electrical tape, for example, gives your 
customers more “coverage” per roll. A few neat wraps and the job’s 
finished — gives all needed dielectric on most jobs. It sticks on, 
stays on — resists water, oil, acids, corrosive chemicals. 
Singie 60 ft. rolls, cellophane protected, packed in round metal cans. 
“Tape-saver” 20 ft. rolls, sized to meet average job needs and 
“swing” easy in tight places, packed in 10-roll Handy Pack containers. 


Jenkins Bros., Rubber Division, 100 Park Ave., New York 17. 


FOR EXTRA VOLUME — EXTRA PROFIT — 
STOCK AND SELL — 


JENKINS 


Y 
FRICTION + RUBBER + PLASTIC 


Also Diamond Seal Friction and Rubber 
Tapes made to ASTM specifications. 
Products of Jenkins Bros. — makers 

of famous Jenkins valves. 


November, 1954—ELECTRICAL WHOLESALING 





Slo 


} 10 wos 3 


ELrectri¢ 


. wi! 
20 et. son? 


Jonson 9 


Pi 
Phicasront <? 





| PACKED IN THIS 
MERCHANDISING CARTON 


fe a re 


No. 1933 


PORCELAIN PRODUCTS 
Wireholder Merchandising Pack 


Porcelain Products’ wireholders se// because 

they’re pace-setters. They're dependable — durable — 
rugged... and packaged in a carton that sells wire- 
holders. It’s attractive—handy—a rea/ merchandiser. 


Porcelain Products’ wireholders and secondary ser- 
vice materials have been known as Quality Products 
for years because of their strong, sturdy construction. 
Metal reinforced wireholders are designed with metal 
in tension, porcelain in compression—hot-dip gal- 
vanized steel parts. All wireholders have sharp, fast 
driving screw threads—large pulley-action wire holes 
—and many more features. 


Now packaged to display and se// out front in a handy 
carrying carton, Porcelain Products’ wireholders 
mean more value for your customers—more sales— 
more profits for you! Write for details. 





vcelain Products, mn 


FINDLAY, OHIO 














Par for the Course 
(Continued from page 39) 





poles; 181 flood lamps and the wat- 
tage of each; 208/120 volt, 4-wire, 
3-phase panel. Of this equipment, 
Koblizek supplied all but the poles 
and wire. 

Prior to the actual installing of the 

lighting equipment, the Circle “D” 
factory men packed all the necessary 
fixtures and lamps in cartons and 
marked them by pole numbers so that 
the contractor's men had only to un- 
pack them at each pole and install 
them. When this was completed, 
Koblizek and Circle “D” representa- 
tives spent the night before the grand 
opening of the course (from 9:30 
p-m. to 5:30 am.) focusing the sealed 
beam floodlights to eliminate all pos- 
sible shadows on the course. 
e The Results—The course opened 
on schedule the following night amid 
the tape cutting ceremonies and 
awarding of prizes that generally ac- 
company grand openings of that kind. 
Golfers on the pitch-putt course hit 
golf balls under 8 ft.c. of light on the 
fairways and putted on greens under 
12 ftc. of light. Driving range en- 
thusiasts drove from 48 automatic tees 
under 20 ft.c. of light. 

In all, the installation of lighting 
and other electrical equipment at Golf 
Land—in which is included contrac- 
tor’s labor costs—came to more than 
$20,000. To show how popular the 
game was during the summer months, 
Hillman is reported to have realized 
this total — and more — during the 
short three month season. 

The story doesn’t end there. Not 
for Koblizek. The success of this 
venture has spurred three other busi- 
nessmen in other communities in New 
Jersey to make plans of their own 
in the “pitch-putt” direction. And 
after talking with satisfied customer 
Hillman, they are all definite prospects 
for the Parr salesman. 

In studying over this prospect of 
additional business — where service 
rather than price is the overriding 
factor — Koblizek is beginning to 
count his blessings. “Let’s just for a 
second forget about the original equip- 
ment going into these jobs,” he says. 
“Can you imagine the amount of re- 
placement business in lamps alone 
coming from all these jobs?” 

Can you understand why Koblizek, 
as a non-golfer, now has such a love 
for the game? 
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star wholesaler's salesman .. . had a special knack for 
associating things — particularly sales opportunities. For example, 
when he looked at this picture he remarked to himself: “I can see 


50 thousand dollars worth of lighting sales in this job.” 

An ordinary salesman would have been less imaginative. 
Obviously the job didn't cost a nickel over a thousand bucks. 
But as we pointed out, Bob Brown was no ordinary salesman. 
He was a star. Yeh, he knew how to associate and project 
sales opportunities... make ‘em produce. 


So now you ask, what gave Bob Brown this vision... 
this idea that a relatively small lighting job could be 
pyramided into 50 G’s worth of sales? 


The answer is easy. 

Bob Brown had heard about the Light's Diamond Jubilee 
LIGHTING COMPETITION FOR ELECTRICAL CONTRACTORS. 
And in a flash he saw the possibilities it held for 
building his sales. 


He figured this way: 
“If | can get my contractor customers 
to enter some of the lighting jobs they sold 
in the COMPETITION | can benefit two ways. First, I'll be 
showing the kind of personal interest 
that will cement our relationship 
. . put me in real solid. 
In the second place, if | get them to 
enter several jobs each, one is 
bound te win an award (there are 18). 
If one of my boys wins, 
he'll be ‘king-pin’ lighting contractor 
in this crea—which will make me 
the ‘king-pin's’ favorite salesman.” 


ELECTRICAL 
CONSTRUCTION e 
AND MAINTENANCE © 


A McGRAW-HILL PUBLICATION 
330 WEST 42ND STREET, NEW YORK 36 
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*50,000 


And that’s how Bob the star salesman figured 
he could turn a small lighting job into 

50 thousand dollars (or more) worth of business 
for himself. 


Bob sent away for copies of 

the COMPETITION rules brochure and entry form, 
which he's distributing to 

his contractor customers and prospects 

(Bob believes it's a good gimmick to help turn a 
prospect into a customer). He's also making sure 
that the contractors follow-through. 

“After-alil,” he remarked, “the more entries 

I can get them to submit, the greater my chances 
are of having a winner.” 

That's the kind of thinking that makes 

a star salesman a star. 

Are you a star salesman? Would you like to be a 
star salesman? Easy does it. Use this coupon 
to order rules brochures and entry forms 

for the Light's Diamond Jubilee LIGHTING 
COMPETITION FOR ELECTRICAL CONTRACTORS, 
Then follow-through. 


Lighting Competition Chairman 

ELECTRICAL CONSTRUCTION AND MAINTENANCE 

330 West 42nd Street, New York 36, N.Y. 

Dear Sir: 

Please send me copies of the Rules Brochure and____ Entry 
Forms for the Light’s Diamond Jubilee LIGHTING COMPETITION 
FOR ELECTRICAL CONTRACTORS. 


NAME 





COMPANY 





ADORESS 
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Modernization of existing facilities ... part of the answer 


in cost up to $40 million. 

There is very little hide-bound 
disparity between the old, traditional 
shopping districts, and a new shop- 
ping center. Existing “shopping cen- 
ters” in the older districts are usually 
a clump of various street corner stores 
enjoying proven locations. They are 
in business. 

The stores in the new shopping 
centers, and the centers themselves, 
are gambling on future growth in the 
tributary area. But the odds are very 
much in their favor. Where millions 
of dollars are to be invested, no real 
estate operator, builder, or financial 
institution will risk even a probable 
failure. The older, traditional district 
is already located astride established 
routes. Therefore, the stores have an 
established market. Customers know 
where to shop for a specific item, and 
are reasonably sure of getting what 
they want. The stores’ suppliers are 
also familiar with their clients’ prob- 
lems, such as traffic, location, zoning. 
e Facilities Centralized—It is true 
that many old and new neighborhoods 
have too many stores. Most are eco- 
nomically sound, many just eke out a 
living. Those that are poorly kept are 
on the way out faster than they think. 

Many stores in the old, traditional 
shopping districts will not modernize. 
Those stores are in the aging neigh- 
borhoods or those neighborhoods 
which are undergoing population 
changes. The owners do not like to 
make long-term investments in un- 
stable surroundings. Perhaps if the 
neighborhood is replanned, the good 
stores can see a future for themselves. 
Experience has proved that having 
centralized shopping facilities for the 
customers means greater protection to 
the neighborhood than having hap- 
hazardly scattered stores. 

It is to be noted that in the shop- 
ping center, any action is undertaken 
as a group. What is good for one is 
good for all. No one store is allowed 
to run down and detract from the 
appearance of the rest. Promotions are 
also entered together. 

e Huge Investment—tThe stores in 
the older shopping districts must 
modernize and in the near future. 
They represent many small invest- 
ments, which when added up, total a 
huge sum. They also represent em- 
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ployment opportunity. These older 
districts are a major part of any city’s 
or town’s economic basis. Since shop- 
ping districts are located near residen- 
tial areas they are both a convenience 
and a necessity. 

Tax revenues from the retail stores 
in these declining districts are said to 
usually exceed public service expense. 
They then contribute to the cost of 
servicing the residential areas. Altera- 
tions may be necessary so as to elimi- 
nate nuisances which adversely affect 
adjacent living areas. A prime ex- 
ample of removing an obstacle to an 
old, established shopping district may 
be seen in Philadelphia’s tearing down 
of a landmark viaduct that served no 
present-day useful purpose other than 
to discourage everybody. 

Rehabilitation, such as in Philadel- 
phia’s case, will reduce traffic conges- 
tion and thereby improve circulation. 
This is a prime requisite for a declin- 
ing shopping district to improve itself. 
e Shopping Habits—One source 
says that the majority of customers in 
a shopping center live within 14 
miles of the area. And that three- 
quarters of the customers shop in the 
supermarket. Non-food retailers are 
claimed to prefer to be a next-door 
neighbor of a supermarket by a 7 to 
1 ratio. The overwhelming reason for 
the choice was given as customer 
traffic. Parking facilities, too, were high 
on the list of preference. The fre- 
quency of customers going to a chain 
grocery store accounts for the retailers’ 


preference. Customers go into the 
store every day. Some are bound to 
go into the close-by florist, appliance 
store or jeweler.. This same argument 
also holds for stores situated in the 
older shopping districts. 

Changes in buying habits will, in 

time, affect more than just the small 
retailers. In the electrical distribution 
business, some changes in territories, 
heretofore considered pretty well set- 
tled, will have to be made. Where a 
certain old, traditional shopping dis- 
trict was once a regular call, what with 
business falling off, the route will 
become less profitable—unless some- 
thing is done to stem the changing 
pattern. Modernization of existing 
facilities, and all that modernization 
entails, is part of the answer. It is 
in this part of the answer that there 
is a market for electrical equipment. 
Sales here, while they might not be 
large, can help in making a profit. 
And modernization now may save 
money in the future, as in regards 
to lost dealers, closed contractors, 
changing territories. 
e Get Up and Go—tThe shopping 
center is part of the great suburban 
movement. That movement is not go- 
ing to be stopped. It is a middle class 
movement. Those old areas which serve 
that class are beginning to feel a 
dropping off in business. Some of 
their business will return, some is lost 
forever. Many businesses will fold up 
and many more will survive. One way 
they must employ to survive is to 
modernize their facilities, 





THE FIRST ANNUAL HOME LIGHTING FIXTURE Distributors Conference 
took place on September 9 and 10 at the General Electric lamp division 
headquarters in Nela Park, Cleveland. The two-day conference was held to 
help the electrical trade learn the best ways to merchandise lighting condi- 
tioning at the point of sale. (EW, Oct. ’54, P 109.) 
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...in a fertilizer plant 

Phosphoric acid in the form of dust quickly 
ate through neoprene covered wiring at 
a Midwestern fertilizer plant. Then 
SEALTITE Type E.F. (Extra Flexible) was 
installed to protect power and lighting 
wiring. Since then there’s been no trou- 
ble. sEALTITE’s tough synthetic cover gives 
complete, permanent protection against 
moisture, oil, dirt, grease, chemicals and 
corrosive fumes. Lightweight sEALTITE 
comes in easy-to-handle coils and can be 
cut to required lengths. 


SEALTITE Flexible Electrical 
Wiring Conduit makes news 


Peo ee 


.-.0n tube end-forming machines 

SEALTITE* Electrical Wiring Con 
duit is now standard equipment on 
all tube end-forming machines made 
by Vaill Engineering Co., Water- 
bury, Conn. Vaill found most cus 
tomer specs are copies from J. I. C. 
— especially sections dealing with 
wiring in wet or oily locations. And 
SEALTITE Type E.F.+ (Extra Flex- 


coal 


...in a yarn and knit goods dye house 
American & Efird Mills, Mount 
Holly, N. C., knew electrical equip- 
ment in their new textiles dye house 
would operate under very severe 
corrosive conditions. At first, some 
rigid conduit was installed along 
with sEALTITE Type U.A. Acids in 
the atmosphere caused the rigid 


FREE BOOKLET! Write today for your free copy 


of Bulletin UA-531, describing 


SEALTITE 


Types U.A. and E.F. and their applications. 
The American Brass Company, American 
Metal Hose Branch, Waterbury 20, Conn. 
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ible) meets J.1.C. requirements. 
“SEALTITE presents good contour- 
hugging appearance,” says Vaill. 
Because it is flexible, sEALTITE ab- 
sorbs vibration and protects wiring 
to moving parts. SEALTITE is easy to 
install, too. There’s no threading, 
No cumbersome tools are needed. 
No special skill is required. 


° ‘ k *Pat. Applied For 


conduit to fail rapidly. But sEAL TIT! 
Type U.A.—the first flexible con- 
duit to win Underwriters’ Approval 
for use where exposed to moisture 
and mineral oils—took it in stride. 
Now all rigid conduit is being re- 
placed with seaLtire. American & 
Efird reports big time-and-dollar 


savings in installation, too. 


SERLTITE 


flexible, liquid-tight electrical condvit 
oe ANACONDA’ y.40 





always tops 
in tts class... 
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BRONCO C40 wy EKER RY WEIGHT 


BRONCO 40 is recommended for 
inside, non-oily locations. Where 
severe conditions are encountered 

and maximum protection is required, 

the cord and cable to specify is 
BRONCO 60 CERTIFIED with 60% 
by weight Neoprene branded jacket. 


The only 40% 
rubber-jacketed 
portable cord 

with branded jacket. 
And it is self- 
measuring, too— 
branding is 
repeated every 

two feet! 


SOLD NATIONALLY BY ELECTRICAL WHOLESALE DISTRIBUTORS 


Manufactured by WESTERN INSULATED WIRE CO., Los Angeles 58 © California 





Why Some Sales Meetings 
Fall Flat 


(Continued from page 43) 





and what sales aids are available on 
a local plane. 

e Want To Be Sold—Frankly we 
want to be sold. We want to know 
how to sell. We want someone to tell 
us how. A manufacturer doesn’t have 
to apologize to us for daring to give 
a sales talk. It's only when he tries 
it and flops that it becomes pathetic. 

In analyzing the meeting we just 
experienced, I realize that the factory 
man covered many of the essential 
points, but he didn’t relate it to the 
salesmen. He failed to present it as a 
sales tool for their use. He failed to 
explain that it meant more sales for 
them, more business for their custo- 
mers. Perhaps he said these things— 
but not convincingly. He certainly 
didn’t make them stand out. They 
were lost in a hodgepodge of chitchat. 
e Eye-opener Needed—Perhaps one 
more thing could be added. In the 
course of a sales meeting, salesmen 
become just plain bored. Something 
a little dramatic, a little spectacular 
will help wake them up, and I don’t 
mean a funny story—unless you can 
relate it to the product in a construc- 
tive manner. Perhaps you can give 
them something to remember you by, 
something that shows your understand- 
ing of their probiems. 

One of our visitors brought in an 

ordinary milk bottle filled with dried 
peas with a few kernels of corn mixed 
in. He started his talk by saying, 
“There are many other brands on the 
market in our field but in the course 
of business’—and here he shook the 
bottle vigorously—“a good product 
such as ours is bound to come out on 
top.” And sure enough there were 
the kernels of corn on top. Corny, good 
for a laugh—yes, but the salesmen sat 
up and listened. 
e Paradox—It seems to be a case 
that the better the product, the poorer 
selling job done by the representative. 
We would like to devote our meetings 
to main lines, but in too many cases 
they don’t have men we care to call 
on; we've tried them. Many times the 
representative for some little manu- 
facturer really gets in there and pitches 
when we give him a chance. We 
enjoy a job well done, but the poten- 
tial on their products is too small to 
justify the time consumed. 

Perhaps, we are asking too much, 
but I'll say it again: we want to be sold. 
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Want to Sell Me? 
(Continued from page 41!) 


How far should a salesman’s credit 
knowledge go to best help you? 

I believe the distributor's salesman 
should have some basic idea of his 
account’s credit standing—especially 
when he calls for the first time. A 
salesman should never come in there 
blind and encourage purchases his 
company may not accept later. 

If he is a tactful person, he can 
bring up the question of delinquent 
bills—using his own good judgment in 
dealing with the sometimes delicate 
subject. I really think his credit 
department rightly should watch and 
evaluate closely the customer informa- 
tion the salesman brings back. Many 
times, the credit of a customer may 
not look good on paper. There may 
be some extenuating circumstances— 
such as expansion of business. It looks 
like “no” to the credit manager, but 
“yes” to the salesman based on the 
amount of business he sees immedi- 
ately in the contractor's place of 
business. That and other “field” in- 
formation, brought back to the credit 
manager, may substantially dilute the 
severity of the situation as it looks 
on paper. 

A case in point: my own operation. 
About three years ago I had to spend 
roughly $8,000 for expansion. On 
paper, my credit didn’t look exactly 
tops. One distributor's salesman in 
particular cooperated very closely by 
going back to his credit department 
with favorable reports. He asked his 
credit manager to come to my place of 
business and inspect my books with 
me. I was willing—I needed the 
credit—I had nothing to hide. CERTIFIED — 0% 

He evaluated my case and made a 
favorable decision. That he was cor- 
rect can be easily seen today. I don’t 
owe that company a cent. In fact I 
was allowed to have an extra ninety 
days grace to pay my bills. By the 
volume of business I was doing and 
the way I did it—attested to by my 
books—he knew I was a safe risk. That 
salesman was the only one who went to 
the trouble of reporting the extenuat- 
ing circumstance. His firm was, surpris- 
ingly, a large one. I'd never have 
expected such consideration from a 
big wholesaler. But needless to say, 
that salesman has been welcome ever 
since. a 
How do you regard the distributor 
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as a member of the industry? 

I look on the electrical wholesaler 
as an inexhaustible warehousing and 
service organization—a vital support 
to the electrical contractor. If more 
electrical supply houses operated as 
they should, the rat-race would end. 
How do you mean? 

Too many wholesalers just don't 
measure up. Inconsistency is prevalent. 
For one thing, they are not inex- 
haustible supply sources. Too often 
they run out of stock. They change 
lines too frequently. You have to 
search out the houses that carry a com- 
plete line. I won't split an order 
between firms if neither carries a com- 
plete line. Inadequate stocks foster too 
much substitution. Many houses toss 
price in to offset bad stocking pro- 
cedure. They are becoming mere 
commission merchants with their in- 
side prices, and their salesmen are 
forced to be missionaries in spreading 
this suicidal practice. This may sound 
funny, but I think many distributing 
firms are too lenient with credit with- 
out basing the leniency on the actual 
figures of the business. They don't 
encourage salesmen to report on cus- 
tomers’ business activities—some keep 
credit standings a deep, dark secret 
until the account is lost 

Keeping an adequate stock shouldn't 
be a necessity for the contractor but it 
is. Personally, I hve beaen forced to 
take over part of the warehousing 
function because I can’t rely on get- 
ting what I want when I need it. I’ve 
learned to plow my money back into 
the business because stocking enables 
me to decide right away whether or 
not I am able to take on a job. I'd 
never tie up that cash if I could really 
depend on my suppliers 

If I've been unfair in some of my 
criticisms, it’s only because I feel so 
strongly about the failings of many 
electrical distributors and their sales- 
men today. 

Many firms are doing the best pos- 
sible job under the circumstances, but 
too many are taking the easy way out 
at the expense of the industry's health. 
Until these firms and their salesmen 
decide to face facts and do something 
about the situation, the rat-race will go 
on and on 

Many contractors are equally to 
blame, but here’s one who'll continue 
to give his orders to the well-trained 
salesman who follows through backed 
by a real service organization inter- 
ested in making me a better business- 
man. I'm willing 
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‘Price—What's That?’ 
(Continued from page 37) 





specified and now I have all my ac- 
counts using it, plus the connectors 
that go with it. Being on the lookout 
for new products helps you scoop the 
field and customers begin to think of 
you as the main source of supply.” 

e Digging Pays—When a customer 
asks about an unusual item Ballowe’s 
never heard of, the real “research” 
begins. He digs through the pages of 
catalogs, old bulletins and trade maga- 
zines until he finds some mention of 
the product. Then he writes to the 
manufacturer. “Maybe the customer 
wants just one or two of the item,” 
he says, “but because my company and 
| have gone to the trouble of looking, 
we've enhanced our service reputation 
and good will immeasurably.” 

Orders placed for unusual items are 
kept in Ballowe’s special desk file as 
are records and orders for original 
equipment jobs. “Most of my custom 
ers are periodically expanding their 
plants or revamping existing wiring 
and lighting. Records on the original 
installations enable me to speed up the 
new layout and quotation. If I've suc- 
ceeded in getting the plant to stand- 
ardize on products my company han- 
dies, my position is that much 
stronger.” 

Incidentally, Ballowe 

typed copy of each of his orders be- 
fore it is filled. “The fellows in ship- 
ping can easily make an honest mis- 
take in assembling an order,” he 
maintains “but I think there’s no ex- 
cuse for a salesman who doesn’t bother 
to make sure the warehouseman gets 
a correct order in the first place. The 
way I look at it, every wrong item 
your customer gets chips away at his 
confidence in you and your company 
So, why let that happen?” 
e On the Double—When it comes 
to trouble shooting, Ballowe relies on 
instant action. “If a customer calls 
with a problem, I don’t wait till I'm 
in the neighborhood to drop in—even 
if he asks me to. I call right then. If 
I need assistance, I'll try to get the 
manufacturer's man there as soon as 
possible. Delay can be disastrous. It 
hints that you're indifferent—hits you 
and your company where it hurts—in 
the customer's mind. It’s easier to gain 
good will than to eliminate hard feel- 
ings.” 

No industrial customer is ever com- 
pletely “sold,” says Ballowe. “Selling 
industrials is a continuing job that 
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FIRST AND STILL THE FINEST BECAUSE... 
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always requires one thing—plain hon- 
esty. When you rely on price talk, 
you're not being honest and you're 
not earning the order. You can’t dis- 
count price entirely, but you can pro- 
vide so many services—big and small 
—that you push it back to where it 
belongs. 

“How far should you go with 
service? Well, I look on my customers 
as friends. My company and I value 
friends and apparently our friends 
value us. That’s why the order takes 








care of itself.” 
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to limit the number of brands which 
they carry to any one major type of 
appliance. 

About 60 per cent of Syracuse area 
dealers discount in one form or an- 
other. There is a substantial amount of 
dealer opinion on the cause and cures 
of discounting which usually involve 
everything but the dealer's own re- 
sponsibility 

One-half of the dealers reported 
installment sales as representing 80 to 
100 per cent of their unit sales in 
major appliances. On the basis of sales 
volume, 85 to 90 per cent of unit 
sales were on installment plans and 
for dealers with volume under $125,- 
000 a year, 75 per cent were install- 
ment sales 

Only 25 per cent of the dealers 
utilized inventory financing methods 
such as floor plans. Twelve per cent 

- indicated that they participated in 
Molded-on rubber —S mixed carload shipments during the 
waterproof plugs & past six months. Approximately 34 
and connectors. : ve  Steee oa 
per cent did no, or very little, outside 
DISTINCTIVE WHITE DISPLAY CARTON has selling as regards to unit sales. Only 


smart, colorful appearance. Ideal for off-counter 
selling! Packed 20 to shipping case. 


For Lower Inventory, Reeen the Red-d ae 
Faster Turnover...We Suggest Merchandising e Leads—The survey concludes that 
These Sizes: Laboratory! a very high percentage of dealers in 
. : 7 ; major appliances depend almost en- 


9 per cent did more than 50 per cent 
outside selling in this case 


CATALOG ‘ : : 
NUMBER tirely upon “walk-ins” for sales leads 
r Specifically, 35 dealers mentioned no 
plan for inc reasing customer store 
traffic. Satisfied customers ranked high, 
with service activities next, followed 
by advertising. About half the dealers 
indicated they followed up sales leads 
by personal calls at the customer's 
home or place of business. Most of 
these dealers also used the telephone. 


DIAMOND WIRE AND CABLE co Only a few followed up new sales 
i 


with direct mail literature. Some 35 

SYCAMORE, ILLINOIS dealers made no effort on follow ups. 

Home of — ‘Electrical Wires These dealers tried to sell customers 
only while they were in the store. 
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100 25 ft. 18/2 SJ-BLACK 
50 ft. 18/2 SJ-BLACK Portable Tools, Extension 
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Household Appliances, 





30 ft. me 16/2 } SJ-BLACK Office Equipment, Fans, 


100 ft. 16/2 | SJ-BLACK | Fixtures. 





Lights, Lawn Mowers, 














Ask Your Diamond Representative... or Write Us! 
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Revere Electric Supply 
Elects New Officers 
CHICAGO, ILL.—The board of di- 


~ 
rectors of the Revere Electric Supply HERE is BETTER 
Co. has elected new officers. The meet- | 
ing was held after the announcement 
of the retirement of Fred R. Eiseman 
as the firm’s president. 
The following company officers were 
named: Fred R. Eiseman, chairman of 


Fred R. Eiseman 
the board; Fred R. Eiseman, Jr., presi- 
dent; W. P. Zimmerman, vice presi- 
dent; Richard Young, vice president; 
Charles O. Stoike, secretary; Harold 
Fraunhofer, treasurer. 

Revere Electric Supply Co. was 
established in 1919. It is now located 
at 5201 W. Washington Blvd., 
Chicago. 





Wiremold Campaign Offers 


Salesmen Prizes 
HARTFORD, CONN.—The Wire- 
mold Company has launched a cam- 
paign to assist distributors and con- 
tractors in promoting the huge 
electrical modernization program. The 
objective is to stimulate interest in the 
company’s multiple-outlet system, 
Plugmold. 
As an incentive to distributor sales- 
men and contractors, The Wiremold 
Company is awarding valuable mer- 
chandise prizes for sales of all types of ATLITE’S NEW PRE-WIRED ASSEMBLY 
Plugmold. A prize point system has 
been worked out that does not require Installs Faster — Easier .. . Reduces Your Inventory 
meeting a sales quota or competing 
for prizes. Participants work for prizes Drive four nails . . . turn the screws! 
of their own choosing and can obtain It’s up — without carpentry. R, T or 
them as soon as they accumulate TW wire pulls directly into the J-box. 
enough prize points. Both salesmen Np abdicions’ sull be "aed 
and contractors receive prize points . P caer ovat 
on all sales of the multiple-ourtlet sys- slow burning “> om required. J-box 
tem during the period from October 1, is always accessible. Available in six 
1954 to July 1, 1955. ee sizes for 60, 100, 150, 200-300 watt 
A special promotion piece has been fixtures. Carry only what you need. 
prepared for use on electrical distrib- , Avoid stock duplication. 
utors’ counters. The counter display Send for your illustrated catalog of the complete Atlite line. 
has a mounted sample of the flush 
plate adapter. The display spotlights Ge 
the new kitchen package and its value ATLAS ELECTRIC PRODUCTS CO. 


as a key to electrical modernization 317 Ten Eyck St., Brooklyn 6, N.Y 
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Korsmeyer Celebrates; 
Opens New Facilities 


LINCOLN, NEBR.—The_ Kors- 
meyer Co., which is celebrating its 
70th year in the electrical wholesale 
business, has opened its new Grand 
Island showroom and warehouse. Man- 
ager of the new branch is Conrad 
Budde. 

The new Korsmeyer branch is lo- 
cated at 605 East 4th St. in Grand 
Island. This is the first time the firm 
has expanded its facilities outside of 
Lincoln. 

Allen Korsmeyer, president, was 
present at the opening. An open house 
was held in the newly purchased white 
building. Other officials in attendance 
were: C. M. Fredrickson, executive 
vice president and treasurer; Max E. 
Powers, secretary and sales manager; 
H. P. Frappia, purchasing agent; and 
Miss Mabel Tillery, home economist. 


Pittsburgh Reflector 
In Canadian Merger 


PITTSBURGH, PA. — Pittsburgh 
Reflector Co., through its president H. 
C. Zinsmeister, has announced the 
merging of his company with Holden 
Lighting Manufacturing Ltd., Toron- 
to, Ont. 

The move was made, according to 
Mr. Zinsmeister, to strengthen the 
position of both companies in their 
particular marketing areas. Through 
an interchange of designs and pro- 
duction know-how, both companies 
say they will be able to expand greatly 
the types and varieties of lighting 
equipment they offer. 

Holden Lighting is known in Cana- 
da for its equipment used for light- 
ing churches, restaurants, theatres, 
offices, schools and similar installa- 
tions 


Name, Ownership Change 
For Iisco Tube 


CINCINATTI, OHIO—Announce- 
ment was made recently on a change 
in ownership and name of Ilsco Cop- 
per Tube & Products, Inc., for over 
50 years manufacturers of electrical 
lugs, connectors and other electrical 
items. 

The company has been acquired by 
Oliver L. Bardes, a Cincinnati indus- 
trialist. The name of the concern has 
been changed to Ilsco Corporation. 

Operations are continuing with the 
same management and policies as in 
the past, with Andrew H. Stubbers 
remaining as president. 
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TWO GENTS who have knocked on 
a lot of electrical wholesalers’ doors 
in the past 25 years are congratulated 
by President James M. Bennan (cen 
ter) of Jefferson Electric Co. Art 
Poole (left) is well known in Syra 
cuse and upper New York while F. H 
Pickerill’s sales efforts have been con 
centrated in the Cleveland-Pittsburgh 
areas 


Permacel Establishes 
Southwestern Division 


DALLAS, TEX.—The establishment 
of a new southwestern division in this 
city has been announced by the Perma- 
cel Tape Corp., New Brunswick, N. J] 
The division covers the states of 
Texas, Oklahoma, Louisiana, and New 
Mexico. 

Jack Richardson has been named 
manager of the new division. He has 
been with the company for over 10 
years. 

Wesco To San Jose 


SAN JOSE, CALIF.—The Westing- 
house Electric Supply Co. will open a 
new office and warehouse in San Jose, 
on or about January 1, 1955. Edward 
B. Taggard will head the branch, which 
will serve Santa Clara, Santa Cruz, 
Monterey and San Benito counties. A 
10,000 sq. ft. structure, to serve as an 
office building, is now under construc- 
tion. 


Dealers Demonstrate Items 
On Republic’s Mobile Unit 
DAVENPORT, IA.—The Republic 


Electric Co. has incorporated a new 
sales aid which, say company officials, 
has already proven its worth. 

A truck—a mobile display unit— 
is shared by the distributor’s three 
divisions—tefrigeration and air con- 
ditioning, heating and electrical—for 
demonstration and premier showing 
of new package units and the latest 
in parts and accessories. 

The refrigeration and ait condi- 


tioning division took the unit on its 


initial territory cruise which has re- 
ceived favorable dealer response. W ith 
the close of the air conditioning sea- 
son the unit was scheduled for instal- 
lation of the latest in warm air heat- 
ing equipment. This will include 
counter flow and cooling units, wall 
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heaters, the latest type of perimeter 
air diffusers, and various other items 
of general interest to the heating trade. 

Dealers are notified in advance as 
to the day the truck will be in their 
town and they, in turn, make appoint- 
ments with their prospects to inspect 
the truck’s products. 

Republic Electric officials say they 
feel the unit is a step forward as it 
has proven a definite dealer aid. 

“It has been our experience that 
when we have been presented with 
a live demonstration of the merchan- 
dise, we as a distributor are much 
more sold on an item and more ready 
to add it to our lines than merely 
receiving specifications sheets and oral 
descriptions. The same is true with 
the ultimate consumer as evidenced 
by the closing of a number of package 
air conditioning deals since the 
maiden voyage of our new mobile 


unit.” 


Steber Manufacturing 
Opens Los Angeles Plant 


BROADVIEW, ILL.—C. L. Steber, 
president, Steber Manufacturing Co., 
has announced the formation of a new 
company under the name of Steber 
Manufacturing Co. of California. 

Production is already under way 
in the new building located at 242 
South Anderson St., Los Angeles. 

Charles Richardson is production 
manager, John Kresich is sales man- 
ager and Gordon Dean, chief engi- 


neer 


Oliver Burnett 


Receives McGraw Award 

CHICAGO, ILL.—Oliver F. Burnett, 
Jr., president, Kelso-Burnett Electric 
Co., has received the Contractors Medal 
and Purse, given under the James H. 
McGraw Award for Electrical Men. 
The presentation was made at the 
general meeting of the National Elec- 
trical Contractors Association held in 
New Orleans, on October 27th. 

Mr. Burnett received the award in 
recognition of his constructive leader- 
ship in the development of creative 
methods for business promotion in the 
electrical contracting industry. 

The panel of judges who recom- 
mended Mr. Burnett for this honor 
consisted of: E. W. Frazer, H. B. 
Frazer Electric Co.; L. C. MacNutt, 
MacNutt Electric Co., Inc.; E. J. White, 
Edward J. White Co.; A. H. Wilson, 


See your industrial, hardware or electrical supplier award J. | 0.; A. 
Electrical Construction Co., Inc.; and 


ARRO EXPANSION BOLT COMPANY ‘¥ H. A. Webster, T. Frederick Jackson, 
1440 Boone Ave., Marion, Ohio 1 Inc. 
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D. Gregory Named 
To Braid Electric Post 
NASHVILLE, TENN.—Ferrell D 


Gregory was elected a vice president o! 
the Braid Electric Co. at a recent meet 
ing of the board of directors. He is in 
charge of the electrical supply and elec 
trical distribution departments of the 
firm. 

Mr. Gregory, a veteran of the elec 
trical field, joined the Braid Electric 
Co. in 1947. Officials noted that he 
has done “an outstanding job in 
bringing their REA and municipal 
business from practically nothing to a 
point where they are now one of the 
major suppliers of this type of mate 
rial in the territory they serve.” 

Mr. Gregory attended the Univer 
sity of Tennessee and was, for several 
years, resident engineer of the Elec 
trical Co-Operative in Lafayette, Tenn 
He later was manager of the Rural 
Electrical Co-Operatives in Campbells 
ville and Somerset, Ky. After servic« 
in the Navy during World War Il, 
Mr. Gregory joined the Braid Electric 
Co 


Bamert Succeeds Lacey 


At Newark Wesco 


NEWARK, N.J.—John W. Bamert, 
formerly sales manager of the West 
inghouse Electric Supply Company's 
branch in this city, has been appointed 
consumer products Manager at the 
branch. Mr. Bamert succeeds E. M 
Lacey, manager since 1947, who will 
be appointed to a new position in the 
Newark area soon. 

Mr. Bamert joined Westinghouse 
last May. He became sales manager 
of the Newark-Newburgh area soon 
thereafter. Earlier he was engaged in 
appliance retailing and distribution in 
the midwest. 


Klein Moves Plant 

CHICAGO, ILL.—Mathias Klein & 
Sons has moved to its new plant and 
office located at 7200 McCormick Rd., 
Skokie, Ill. The firm has been located 
at 3200 Belmont Ave., Chicago, but 
the buildings were demolished to make 
room for the Northwest Superhigh- 
way. 


Thor Discontinues Line 

CHICAGO, ILL—Thor Corpora- 
tion has discontinued its built-in elec- 
tric range, refrigerator and freezer 
lines. The step was taken so that the 
company may “concentrate its entire 
sales and promotion effort on its new 
laundry appliances . . .” 
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ASK US ABOUT YOUR PROBLEM 


FREE COUNTER DISPLAY for 
“Buffalo” dealers and distributors. 
Red, green and brown, with de 
sign duplicated on both sides. 21’ 
wide by 10” deep by 35” high 
assembled. Accommodates one 16” 
design “A” NV-BREEZO (fan 
available at stocking distributor 
price). Can be used as demon- 
strator for many easy sales, too— 
customers are readily “sold” when 
they see how quietly and quickly 
this husky fan exhausts hot, stale 
air. 

COMPACT FLOOR TYPE 
“STOPPER”, 45” wide by 20” 
deep by 72” high with green, 
brown and red display duplicated 
on both sides. Easy to assemble. 
Available to active “Buffalo” deal- 
ers and distributors at net cost of 
$17.00 when accompanied by 
order for the 8”, 12” and 16” 
Design “A” NV-BREEZOS which 
the stand displays. 

Better get your order in now for 
one or both for your biggest fan 
year ever! Immediate shipment 
from stock. Also order your FREE 
advertising pieces with your name 
imprinted. 


Put These Colorful 
Shopper-Stoppers 
To Work and Watch 
These Quality 
BREEZOS Move! 
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BUFFALO FORGE COMPANY 


214 Mortimer St. 


Buffalo, N. Y. 


PUBLISHERS OF "FAN ENGINEERING” HANDBOOK 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


Ventilating Air Cleaning 


Forced Draft Cooling 


Air Tempering 


induced Draft Exhausting 
Heating Pressure Blowing 
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Only 1 New Product of 5 
Found Likely To Survive 


NEW YORK, N.Y.—A new prod- 
uct has only one chance in five of 
succeeding! 

A statement to this effect was made 
recently by Peter Hilton, president of 
Hilton & Riggio, Inc. He told the 
New York Sales Managers Club that 
a three month survey of 200 major 
manufacturers had turned up the fact 
that only 19 per cent of their new 
products were successful. 

This was referred to as “a dismal 
record.” The companies studied were 
the “best equipped financially and by 
experience to launch a new product 





successfully.” 

The study, conducted for the ad- 
vertising agency by the Ross Federal 
Research Corp., covered products in- 
troduced since the end of World War 
Il. The report was described as the 
only one ever made in the field of 
new product introduction 


New Post Offices 

. Strong on Equipment 

RAWLPLUG| [Bl wren eso 
eee S " office expansion under lease purchase 

and straight leases will bring a steady 


A D V E 2 T | S | N G “e | | step up in the purchase of electrical 


equipment and other modern facilities 
is : needed to use automation and mechan- 
ization to the full 


WORKING FOR YOU New legislation passed by Congress 


breaks a years-old log-jam that held 
J 


e back such an expansion and moderni- 
IN THESE MAGAZINES Much of 


zation program the equip- 

@ ELECTRICAL CONSTRUCTION & “a oe | ment will be standard industrial and 
MAINTENANCE a J : commercial items long used in private 

INDUSTRIAL EQUIPMENT NEWS % industry but little used up to now by 

SHEET METAL WORKER - © ie the post office 

HARDWARE AGE DIRECTORY f There will be a growing market for 

VENETIAN BLIND NEWS ‘Sef such things as lift trucks, conveyors, 


CONOVER MAST PURCHASING DI- : electronic gear, modern lighting, heat- 
RECTORY ak. is 
THOMAS REGISTER 


McRAES’ BLUE BOOK an : 
DOMESTIC ENGINEERING DIREC- | d leases, bidders tor new building work 
TORY Pp ig up their own preliminary design based 


YOUR STOCK MUST BE COMPLETE FOR JME] = °° pow: ofice speciicering The suc- 
. ¢ cessru Siaager then WOrks up a com- 

FULL PROFIT. DO YOU CARRY THECOM- FMM | eco design 

PLETE LINE OF RAWLPLUG PRODUCTS? ; General Services Administration is 


the construction agent for buildings 
that are not wholly occupied by the 
post office. Many of the lease-purchase 
projects are combined post office and 
federal office buildings. GSA will have 
the say on non-postal facilities in these 
buildings. Approved projects will be 
pushed. Hope is to have this first round 
of buildings under construction before 


ing and ventilating equipment and up- 
to-date wiring systems. On long-term 











Write for new DIMENSIONAL CHART 


a a 








next July 
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DAVID M. SALSBURY displays ster- 
ling silver tray (with 203 names 
engraved) and a 10-hp. outboard 
motor. They are gifts from his friends 
who gave him a party in San Franciscc 
on the occasion of his retirement 
Mr. Salsbury had been vice president 
and Pacific Coast manager of appara 
tus and supplies for Westinghouse 
Electric Supply Co. He recently retired 
after 39 years in the electric supply 


tield 





Federal Pacific Expands “k 

Bat Ne : : (1) installation of public address, intercom and 
NEW ARK, N.J.—Federal Pacific sound systems 

Electric Co. has acquired the Gardner (2) production, maintenance and repair of elec- 

Electric Manufacturing Co., San Fran- tronic equipment 

cisco. The company manufactures 


! It’s easy —and you have no. investment! Alpha 
transformers. Federal Pacific has also backs you with the GREATEST NUMBER of IN 
recently completed new buildings at STOCK wire items in the industry . . . no order 
the Newark plant, together with im too large or too small... shipment within 24 
proving existing facilities hours . . . drop shipments if required . . . special 


wire constructions ... EVERY ITEM you need to 
Brown-Roberts Starts penetrate this lucrative electronic market. 


Lake Charles Outlet 


LAKE CHARLES, LA—Brown 
Roberts Electric Co., Inc., has pur 


hased office and arehouse | Id 
chased an office and warehouse bui sw vtit’ ines Hab ouiil Mikdlintes ilnbie 
Electrical Wholesaler Catalog 


t r $110.0 t h ¢ : . 
- re $1 ), pee be the wholesal EW-11, ephidlePadiedes gour 
distributor's third outlet in Louisiana noel cho. 


ing in this city. The new quarters, 


The main house is in Alexandria and 
a branch is located in Shreveport 
Joe E. Pitts is president of the com e 785 wire items 


pany. Tucker Robinson will be branch e 56 illustrations 
manager in Lake Charles. The building 
is located on a railroad spur of the e complete easy-to-read 


Southern Pacific tracks specs 


e unique item ae 
Identification Chart SX ~~ 





One-Line Dealer On 
Way Out Survey Says 


PHILADELPHIA, PA.—The day of 
the exclusive, one-line dealer is over 
in the electrical appliance business, if 
the attitudes of 265 small-town dealers 
are an accurate reflection of the trade 


These dealers, all located in towns of Y) First in Quality Wire for over <i years 


10,000 and under in 20 states from / \\) 
Minnesota to Maine, and as far south / COR P. 
as Tennessee, were interviewed re 


cently by members of the field market 430 BROADWAY, NEW YORK 13, N. Y. 


ing division of Farm Journal and 
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,o?.. WHEN YOU SELL 


QUAD LIGHTING 


YOU SELL CUSTOMER SATISFACTION 


Wide Field for Sales 


In many plants there are 
sections where it is only 
possible to obtain satis- 
factory lighting by mount- 
ing reflectors consider- 
ably above the usual 
mounting heights. Here 
then is opportunity for 
reflector sales in addition 
to the QUAD types you 
sell for normal installa- 
tions. 


QUAD High Mounting 
Reflectors are made in 
two sizes and designed 
for use with General Serv- 
ice incandescent lamps 
300 watt to 1500 watt in- 
clusive and 400 watt Mer- 
cury lamps. 





RLM HIGH MOUNTING 


REFLECTORS 


Particularly Adapted for use in Industrial Plants 


This type reflector is entirely weatherproof making it possible 
for you to get sales for outdoor installations as well as in- 
door. Made in solid neck socket-type reflector style as 
shown or equipped with QD interchangeable socket-fitting 
for mounting on vertical or horizontal pipe supports 


Gymnasiums offer another source for sales. 


QUADRANGLE MFG. CO. 


32 S$, PEORIA St. 


CHICAGO7, ILL 


Town Joutnal rnagazines. 

Of the 265 dealers, only 36 handled 
one line exclusively. Of the 229 re- 
maining dealers, 154 handled one full 
major line only, plus other short or 
broken lines; 46 handled two full ma- 
jor lines; three handled three full 
major lines, and 26 handled miscel- 
laneous major and secondary line prod- 
ucts, but no full major lines. 

The study indicates that the manu- 
facturer is going to have to look to the 
customer for brand loyalty, rather than 
to the dealer who handles several 
brands. 

Asked why he handled several lines, 
one dealer summed up the attitude of 
many when he said, “To meet the de- 
mands of my customers. Why talk 
them out of their choice?” 

At mid-year, when the study was 
made, the majority of dealers reported 
business ahead of 1953 and 1952, with 
dealers carrying multiple brands more 
optimistic and doing more business. 
These small-town dealers reported re- 
frigerators their fastest moving items, 
with washers second and ranges third. 
Other appliances, in order of sales vol- 
ume, were television, freezers, dryers, 
water heaters, air conditioners, and 
radios 


Air Conditioner Plant 


Expanded By Westinghouse 

SPRINGFIELD, MASS.—Westing- 
house Electric Corp. will spend more 
than $3 million for facilities to pro- 
duce window-type room air condition- 


ers at its appliance division plant in 
this City. 

The appropriation follows closely 
the allotment of an even larger sum 
to cover retooling. The new funds will 
be used to rearrange and purchase 
necessary facilities to manufacture 
room air conditioners. No additional 
building construction is planned at 
this time. Westinghouse discontinued 
manufacture of room air conditioners 
in 1942 due to wartime production 
pressure. The company re-entered the 
field this year. Actual manufacturing 
operations are expected to begin by 
mid-1955. The plant will have an ul- 
timate capacity of 300,000 units a year. 

Personnel requirements should be 
approximately 4,000 people. The 
Springfield plant employment is down 
temporarily to approximately 3,000. 

The plant is undergoing a transition 
period necessitated by transfer of 
household refrigerator unit manufac- 
ture to the new appliance division 
plant at Columbus, Ohio. 
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Chicago Wholesalers 
Elect Henry Czech 


CHICAGO, ILL.— The Chicago 
Electrical Wholesalers have named 
Henry Czech as their managing di- 
rector effective January 1, 1955. 

At the present time, and until his 
retirement on December 31, Mr. 





Henry Czech 


Czech will continue as central regional 
manager for the Westinghouse Elec- 
tric Supply Co. 

In July of this year Mr. Czech com- 
pleted his fiftieth year in the electrical 
industry. Forty-one of these years have 
been spent in the electrical distribut- 
ing business. 

Mr. Czech is also president of the 
Electric Association of Chicago and a 
member of the executive committee 
of the Westinghouse Agent-Distribu- 
tors Assn. 


Admiral Adds Tools 
CHICAGO, ILL.—Admiral Corpor- 


ation has announced the addition of 
portable electric hand tools to its acces- 
sory line. The manufacturer of tele- 
vision and appliances says the tools 
will be sold through its regular fran- 
chised dealers. 


California Over Detroit 


As The Auto Capital? 

DETROIT, MICH.—California is 
giving Detroit increasing competition 
for the title of automobile capital of 
the United States. At present, Califor- 
nia plants assemble all but four of the 
18 American automobile models, 
whereas Michigan soon will be pro- 
ducing only 13. 

On the other hand, it is pointed 
out that all styling and engineering, 
most purchasing, sales and adminis- 
trative policy, and top decisions origi- 
nate in Detroit. Moreover, a recent 
report indicates that Michigan plants 
in 1953 assembled 35.8 per cent of 
all U.S. passenger cars, contrasted 
with California’s 9.4 per cent. 

Although  California’s assembly 
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THE Modern Way ine 


..we ship 
the same day! 


NOW you can get more than your 


share of the season’s sales for 


decorative lighting by ordering — 


UNION 
PIN-TYPE 
SOCKETS 


Large stocks available 


for “SAME DAY” shipment at — 


ATLANTA, GEORGIA 
Union Insulating Co., Inc 
Southern Bonded Warehouse 
5 Produce Row 
BOSTON 3, MASSACHUSETTS 
C. E. Scholl Company 
89 Brighton Ave 
BUFFALO, NEW YORK 
Eberhardt Electric Sales Co. 
276-284 Johnson St 
CHICAGO 6, ILLINOIS 
Union Insulating Co., Inc. 
33 S. Desplaines Street 
DALLAS 1, TEXAS 
Burrus and Matthews 
2810 Canton Street 
DETROIT 14, MICHIGAN 
Riecher Electric Sales Co 
8319 Mack Avenue 


KANSAS CITY 2, MISSOURI 
Economy Sales Company 
917 Porter Building 
Broadway at 34th 

LOS ANGELES 5, CALIFORNIA 
Lynn and Brooks 
3055 Wilshire Boulevard 

NEW YORK 13, WN. Y. 

Earley Sales Company 
16 Hudson Street 

PATERSON, NEW JERSEY 
Earley Sales Company 
10 Hemlock Street 


PHILADELPHIA 3, PENNSYLVANIA 
Elenbe Sales C 
63 Race Street 


PORTLAND 20, OREGON 


ynn ond Brooks 
931 N. £ 


SAN FRANCISCO 14, CALIFORNIA 


Lynn and 


Brooks 


2048 Market Street 


ORDER FROM OUR WAREHOUSE NEAREST YOU 
OR DIRECT FROM FACTORY 





plants constitute a growing market for 

Cash in on its $15 000 000 000 Market! auto parts and accessories, Coast 
/ f / ° plants are not equipped to produce 

such major parts as engines, rear 

axles, frames, transmissions, and 

bodies. Instead, they have concen- 

trated on such items as upholstery, 

Here °§ Waa springs, tires, paint, radiators, wheels, 
| bumpers, batteries, window runs, and 


some forgings and die castings. 


The assembly plants on the Coast 
are buying these items at an increasing 
rate from nearby plants; however, the 
volume of buying in the West still 
is small in comparison with over-all 
auto parts buying. For example, sales 
from West Coast plants to auto firms 
in 1953 totaled $250 million, as com- 
pared to the $5.3 billion that just one 
major automobile firm spent on parts 
last year 

American Machinist, McGraw-Hill 


publication, reports that some auto 
for electrical contractors and jobbers executives think that the time will 
come when West Coast production of 
cars and trucks can be carried out in- 


7 dependently of the Midwest; however, 
the tremendous expenditures neces- 
sary for duplicating tooling and dies 
prohibit production facilities on the 

u pate West Coast until such time as the car 
makers are assured of savings equal 


to such vast amounts of money. 
Despite existing financial obstacles, 
however, automobile concerns are con- 


PROFIT on selling and installing PLUGMOLD ! tinuing to expand their West Coast 


Special Mew Kitchen Paciawe fer contvediens. purchasing—one major concern, for 
Install this unit in your own home. Merchandise example, has increased its buying 
TES and sell it to your customers. CUTS HOURS OFF from 600 to 950 items in five years, 
i ai ELECTRICAL OUTLET INSTALLATION TIME. while two other car manufacturers use 


(Free fitting for contractors with about 1,300 West Coast suppliers 


one purchase of Plugmold.) apiece. In California, General Motors 


has a total of seven plants, Ford will 


PROFIT on EXTRA business PLUGMOLD will bring you! have six by next year, Chrysler has 


P| ie the deer to big now maskel two, and Studebaker, American Motors 
epee _ a and Willys, one e 
$15,000,000,000. in electrical modernization 255 illys, one each 

needed in 30 million buildings. Sell Plugmold 


and pull in rewiring business and related sales. 1955 Heavy Construction 


To Better 1954 By 6% 
"PROFIT plus prizes when you PLUG PLUGMOLD ! NEW YORK, N.Y.—Heavy con- 


Contractors and jobbers profit on Plugmold sales struction contract volume next year 
and extra business . . . and get valuable prizes, will run better than $15.2 billion, 
too! Everyone wins — every sale of Plugmold according to a preliminary forecast for 
earns prize points. 1955 by Engineering News-Record, 
McGraw-Hill publication 

T4a™ y This estimate outdistances this 
Plug PLI GMOLD and W IN 3 WAYS! year's estimated $14.4 billion volume 
See your electrical jobber for details. by six per cent, and will make 1955 
the second highest year on record 

(1952 set an all-time high ) 
The gain forecast for 1955 is pre 


The WireMorDdD Company dicated chiefly on what looks like a 


H A 4 T @) R 8) 10, c @) N N b . T | C U T record volume of contracts for state 


and municipal public works of $5.8 


billion, which would be 12 per cent 
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over this year’s figure. Highways should 
account for $2.4 billion, a gain of 20 
per cent, and bridges for $600 million, 
a three per cent increase 

The St. Lawrence Seaway and Power 
project is primarily responsible for a 
predicted 39 per cent increase for the 
dollar volume of contracts for earth 
works and waterways. Sewerage and 
waterworks construction is expected 
to maintain this year’s level, while a 
five per cent increase is forecast for 
public buildings contracts 

On the basis of 
federal works should be up about ten 
per cent over the low 1954 volume; 


available funds, 


however, if state and local public 
works boom and the general employ- 
ment picture does not worsen, some 
federal congract letting may be held 
back for possible future pump-prim- 
ing 

(Although construction appropria- 
tions for fiscal 1955 were 18 per cent 
for the 
year, there have 
Budget Bureau cuts in budgeted ex- 
penditures since Congress voted funds 
in July.) 

Private construction should remain 
stable, or possibly increase about one 
through 1955. Commercial 


greater than previous fiscal 


been some sharp 


per cent 
building and 
both are expected to gain about six 
per cent next year. Housing, always 
difficult to predict, depends to a large 
extent on whether lettings for large 
housing developments, unusually high 
in 1954, will continue into next year 


industrial construction 


Although a six per cent decline is 
forecast for this category, it is en 
tirely possible that housing could gain 
by a similar percentage 


ThermoRay Expands 

NEW YORK, N.Y.—ThermoRay 
Corp. has moved into larger quarters 
on South Buckhour St., Irvington-on 
Hudson, in New York's Wesichester 
county. The larger facilities wiil pro- 
vide greater production capacity for 
the company's radiant electric wall 
heaters. It will also make possible an 
expanded research and development 
program. The company has been k 
cated in Brooklyn 


Correction 
Baldwin-Hall Co., Inc., 
a new building at Potsdam, N. Y. This 
is the first branch of the parent organi- 
zation which is located at 475 Oswego 
Blvd., Syracuse, N. Y. The firm expects 
to be in its new home by March 1 
(EW., Oct. ‘54, p. 116) 


is constructing 
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... the line with PLUS VALUES 


PLUS 


VALUE 


PLUS 
VALUE 


Top-Flight Quality 
facturing methods and quality control give you flaw- 


One Source for all of your require 
hanging and 
Saves you paper work — 


ments in fastening 
devices 


can save you on freight. 


The newest and best in manu- 


less products your customers like to use 


PLUS 
VALUE 


PLUS 
VALUE 


Just one 
of Paine's 
family of 
products. 


For a line 
on the full 
line write 


Strong, Colorful Cartons with complete easy 
reading content identification. 


Customer Demand stimulated 
with abundant promotion that 
includes advertisements like 
this 


Name 
Company 


Address 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 





THIS NEWEST DISPLAY 


Trine’s newest display . . . simulated 
wood grain background perfect for 24 
proven best selling push buttons—all 
different—in assorted finishes on — 
brass. Size 154” x 2242” 

thick. Easel for standing: eyelets tor 
hanging. Packaged Deal includes sam- 
ple display and introductory ‘‘back-up’’ 
stock of 39 assorted push buttons 
(packed in individual, colorful Trine 
boxes) for a total of 63 push buttons. 
You pay only for push buttons. Label- 
ed shipping carton for mailing. 


Write for 
catalog 


TWIN CONTACTS 
locked in by 
»\ new retainers 


on Tr ine 
PUSH 
BUTTONS 


New interior design of Trine 
Push Buttons features re- 
tainer that locks twin con- 
tact (self-cleaning) mechan- 
ism securely to button hous- 
ing. Never loosens 

always holds tight . . . com- 
pletely trouble free 
eliminates service call 
backs. Favored by contrac- 
tors for its permanent instal- 
lation features. 





FEATURES TRINE 


for you 
and for your customers 


on ebony 
plaque 


Your name or your 
customer's name en- 
graved—or shipped 
without engraving. 


Push 
Buttons 


Attractive double 
price card for Ra 
voce uae - price 

ard = with spaces 
for retail prices. . . 
detachable cost eard 


price information. 


MANUFACTURING CORP. 
NEW YORK 61, WN. Y. 








PEOPLE IN THE NEWS 











TWIN CONTACTS. 





Louis G. Miller is sales promotion 
manager of the southeastern division, 
Peaslee-Gaulbert Corp. His head- 
quarters are in Atlanta, Ga. Mr. Miller 
was general manager of the Kane Co., 
Cleveland, from 1935 to 1954. 


Herman J. Spoerer, director of 
industrial relations for The Youngs- 
town Sheet & Tube Co., was vice pres- 
ident for Industry and chairman of 
the Industrial Conference at the 42nd 
annual congress of the National S safety 
Council held on October 24th. 

O. Rodney Doerr, vice president 
in charge of sales for Pacific Gas and 
Electric Co., is chairman of the Com 
mercial Division’s General Committee, 


Edison Electric Institute 


Ralph ¢ 


operations 


Dean is manager of sales 
of the General Electric 
Company’s construction materials divi- 
sion at Bridgeport, Conn. He was 


district manager in Chicago. 


Roger E. Keys is sales representa- 
tive for the Moe Light division of 
Thomas Industries Inc. Mr. Keys will 
headquarter in Indianapolis and will 
represent Moe Light in Indiana and in 
northeastern Ohio. 


Joseph A. 
new sales agency called Jos. A. Fagan 
and Associates, Inc. Offices are at 612 
North Michigan Ave., Chicago. The 
new agency will handle all sales and 
inquiries in Illinois, Indiana, Wiscon- 
sin, Colorado, Michigan (except De- 
troit) and St. Louis county, Mo. 


Fagan has organized a 


Russell Herig, formerly associated 
with the Nye Tool Co., has been ap- 
pointed field sales manager for Beaver 
Pipe Tools, Inc., Warren, Ohio. 


Sidney Feltman has been appoint- 
ed manager of Lightolier, Inc.'s New 
York showroom 


Ralph E. 
treasurer of the Furbay Electric Sup- 
ply Co., Canton, Ohio, has been elect- 
ed national counselor for the Canton 
Chamber of Commerce. He recently 
finished a term as president of the 
chamber. 


Furbay, president and 


Frank J. McQuinn is sales man- 
ager in the Irvington Varnish & Insu- 
lator division, Minnesota Mining & 
Manufacturing Co., Irvington, N.J. He 
is responsible for sales training and 
is assistant on Irvington’: electrical in- 
sulating products which ..e being sold 
in certain areas by 3M salesmen. He 
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JOSEPH G. SOLARI, the new vice 
president in charge of sales of the 
Jefferson Electric Co., Bellwood, III 
was formerly vice president and as- 
sistant to the president of the Pea- 
body Coal Co., President and Board 
Chairman James M. Bennan also an- 
nounced the promotion of John J. 
Brogan to sales manager and William 
G. Lynch to assistant sales manager. 
Joseph J. Archibald, advertising man- 
ager, has been assigned the added 
duties of manager of the firm’s con 
sumer products 





also assists in the promotion of Irving- 
ton’s new products through existing 
Irvington sales outlets and through the 
3M sales force. 

Henry A. Holberson is vice presi- 
dent and general manager of Youngs- 
town Metal Products Co., a subsidiary 
of The Youngstown Sheet and Tube 
Co. He succeeds David W. Thomas 
who died last August. 


Harry B. Price, Jr., is president of 
the National Appliance, Radio-TV 
Dealers Assn. He succeeds Vergal 
Bourland who retired because of ill 
health. 

F. W. Warner has been named 
district manager in Alabama, Georgia, 
and the Tennessee territory for Fasco 
Industries, Inc., Rochester, N.Y. He 
will be assisted by Gary Morgan. 
They will use Decatur, Ga., as their 
headquarters. 


Edward C. Hewitt, general sales 
manager, has announced the reassign- 
ment of territories for three sales rep- 
resentatives. Joseph Scholl is trans- 
ferred from the Allentown, Pa., area, 
to Baltimore. Eugene W. McCrane 
is moved from the Albany, N.Y., re- 
gion to Boston. George Manahan is 
shifted from Boston to Albany. 


John S. McDermott, chairman of 
Kansas City’s Junior Chamber of Com- 
merce sports committee had this to 
say on the recent ill-fated attempt to 
transfer the Philadelphia Athletics to 
K. C.: “Disappointed, just plain dis- 
appointed.” The sports committee | 
initiated the drive several years ago | 
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A SAFE, DEPENDABLE 
PROFITABLE CONNECTION 


Increased demand for dryer units means increased 
profits for you. Don't be satisfied with any type. To 
be sure of the dryer connection that looks best, per- 
forms best and produces best profits—Order EAGLE. 








q , 
NEW BAKELITE DRYER 
RECEPTACLE and CORD 











No. 125 | 
SURFACE TYPE AA 
BLACK or IVORY No. 130 

With “L’ Shaped Grounding Slot and Blade 

Both Rated: 30 Amp.-250 Volts 


Listed By Underwriters’ Laboratories 


RECEPTACLE ... | 
gned, bakelite housing. 


i modern desi 
prone Re 34” and 1” knockouts in — 
eer t-at cable clamp, can be 


k. Easy-to-ge 
and bac 4 to either knockout 





transferre 


CORD... 


4 ft. long—3 No. 
lugs and strain relief clamp 


10 leads with integral copper 


Get The Full Facts TODAY. Write For 
Complete New Ilustrated Catalog. 





EAGLE means an organization of trained engineers, 
production experts and expericnced factory em- 
ployees, quality-conscious. AH EAGLE products 
are sturdily built—attractively boxed. Prices are 
kept low by 3 modern plants that basically produce 
all materials whether plastic, screw shells or screws. 


SOLD THROUGH 
WHOLESALERS 
ONLY 


EAGLE ELECTRIC MANUFACTURING CO., INC. 


LONG ISLAND CITY 1 .* NEW YORK 


“Perpection «2 uot an tcetdeut™ 





- €-o0-o0-! 
fol 31 7 alel. 
through 


SCREEN VENTING 


Yes, cooler, safer and more trouble-free opera- 
tion—longer and better protection—with Pierce 
Fuses! Their venting permits free flow of air 
through the interior—keeps fuses 10 to 40% 
cooler—prevents afterblow by permitting dan- 
gerous gases and pressures to vent if a link lets 
go to protect equipment. 


HIGH-PROFITS 
plus 


“REPEAT” BUSINESS 


Not only are Pierce Fuses high-profit items for 
you, but they're almost self-selling because their 
quality is recognized. Their tubular bridge, for 
instance, assures continually correct knife blade 
alignment and perfect clip contact. Cases last 
6 to 8 times longer. All Pierce quality Fuses are 
equipped with the famous Balances Lag Links. 
Yes, Pierce offers you the top quality fuses that 
are above all competition! 


It Pays YOU 


It Pays YOUR CUSTOMERS 


WRITE TODAY for this helpful booklet on 


$ 
B.ows wt 
UnmecessaPy 


fuses that positively avoid afterblow. 


Ta¢: RENEWABLE FUSES, INC. 


LEICESTER 


NEW YORK 


to get a major league franchise in 
Kansas City. Mr. McDermott is also 
executive manager of the Electric 
Association. 


Charles R. Shields is manager of 
the General Electric's construction ma- 
terials North Central sales district. His 
new offices are at the division’s head- 
quarters, 5726 West 51st St., Chicago. 


Harris W. Gehl is sales representa- 
tive for Pyle-National industrial and 
railroad electrical products in Dallas. 
Raymond B. Saunders isa_ sales 
representative in New York City. 


W. F. Lisman is general represen- 
tative for the Furnas Electric Co. His 
headquarters are at the plant in Ba 
tavia, Ill Mr. Lisman reports directly 
to the president 


Austin Little, general sales man- 
ager of Prescolite Manufacturing 
Corp., has been transferred to the east 
ern division in Neshaminy, Pa. He will 
also assume the duties of executive di 
rector of the Neshaminy operations 
Preston A. Jones, Prescolite presi 
dent, has reestablished his offices in 


Berkeley, Calif 


Milo Sharp is exclusive factory 
representative of The Ridge Tool Co., 
in Ohio, Michigan and Indiana. He 
succeeds Everett C. Bliss in Michigan 
and Mike Fried in Indiana. Mr. Fried 
continues to service customers in 


Ohio 


Robert L. Major is district man- 
ager of the Pittsburgh sales office of 
the BullDog Electric Products Co. His 
headquarters are at 91 Central Square, 
room 10, Pittsburgh 28, Pa 


Duncan Cameron Menzies is pres- 
ident, general manager and a director 
of Servel, Inc., succeeding W. Paul 
Jones, who is now vice chairman of 
the board. Louis Ruthenburg, chair- 
man, made the announcement. 





ASSOCIATION NEWS 











KANSAS CITY, MO. — Utilizing 
the theme, “Mr. Contractor, Here's 
How You Can Turn Copper Into 
Gold,” the Electric Association of 
Kansas City has launched a year-long 
Home Wiring Modernization Plan 
for homeowners. A financing arrange- 
ment, with minimum standards and 
requirements, whereby the customer 
may have wiring modernization done 
on the installment plan, payable each 
month on the electric service bill, 
with a minimum of $5 per month, 
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and up to 36 months to pay, are 
among the outstanding features. 
Minimum standards and _ require- 
ments must be met in making the 
modernization in each home, and the 
plan shall meet the National Electric 
Code standards, as well 
local requirements. Included 
the minimum requirements are three 


as specific 
among 
conductor conduit service entrance, 
100 ampere service entrance cabinet 
breaker 


Breakers for six appliance and light- 


with 12. circuit positions 
ing circuits and a future range circuit 
must be included. In addition, recon- 
necting and balancing existing circuits, 
along with two 20 ampere circuits 
on separate breakers for the kitchen 
and laundry, are required under the 
minimum plan 

Development of entire plan was 
handled by the association's Adequate 
Wiring Committee under the chair 
manship of E. | 


the Kansas City 


Godshalk, vice presi 
dent of Power 


Light Co 


PASSAIC 


trical League held a Light’s Diamond 


~The Passaic County Elec 


Jubilee meeting in October. The ad 
dress of welcome was given by League 
Frank 


Justensen was program chairman. A 


President Simmons. Clifford 


sound motion picture The Eager 


PASSAIC COUNTY Ele 


meeting member ne 


Diamond Jubilee Meeting 

Walter Garrett, Charles |. Brady. |r 
John MacDougall Frank Simrn 
—liff Justensen, Joe Kreuzer and A 


haler 


was introduced 


Minds, 
by John Docke, assistant sales promo 


and presented 


tion manager, Public Service Electric 
& Gas Co. Speakers were: fluorescent 
lamps, John MacDougall, district en 
gineer, lamp division, G. E.; mercury 
lamps, Walter Garrett, regional engi 
neer, Westinghouse; and Charles | 
Brady, Jr., district sales manager, Syl 
Vania. 


PHILADELPHIA — The Electrical 
Association of Philadelphia won the 
annual league contest sponsored by 
the Electric Housewares Section of 
NEMA. This is the second time the 
league has won the plaque 
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4 and 8 foot unshielded 
multi-lamp fixtures 


FOR LIGHTING THAT IS 
VERSATILE AND ECONOMICAL 





See Sylvania’s 
complete Strip line 
of Fluorescent Fixtures... 
single and multi-lamp! 


Now Sylvania offers a great, complete 
line of economical Strip (unshielded) 
Fixtures that opens up new fields of 
lighting opportunities. 

In addition to over-all ceiling illumi- 
nation the new Multi-Lamp Series is 
ideally suited to TV Studios, Super- 
markets, Waiting Rooms, and numer- 
ous areas where high lighting intensi- 
ties are required. 

Available with two, three, or four 
lamps .. . in 4-foot and 8-foot lengths. 
Bonderite treated and finished with 
Sylvania’s Miracoat enamel assuring 
86% reflectivity. 


> IN SHOPPING PLAZAS 
ma IN SUPERMARKETS 
=> IN WAITING ROOMS 
m= IN TV STUDIOS 


New folder gives 
full information. 
Write for your 
copy today. Dept. 
iX2711 


* SYLVANIA* 


Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 
in Canada: Sylvania Electric (Canada) Ltd 
University Tower Building, St. Catherine Street, Montreal, P Q 


LIGHTING * RADIO « ELECTRONICS + TELEVISION 


145 





JACKSON YARDLIGHTS 


PORCELAIN ENAMELCD 





ORNAMERTAL LIGHTING BRACKET NO. 6957 


Finish is black and brass. Height is 712‘’—extends 
14”. Completely wired. Individually packed. Ac- 
commodates 100 watt bulb or PAR lamp and is 
for use in garages, motels, side entrances of public 
buildings, ranch type homes, and such places where 
ornamental brackets are needed. 


TOMIC products were first introduced in 1946. At that time 
electrical wholesalers hesitated to stock TOMIC—they wanted 
to see a demand for TOMIC first. Today, after 8 years of in- 
tensive advertising and promotion . . . you have that demand. 
Contractors everywhere use TOMIC fittings to do a better 
electrical job. Don't take our word for this ... JUST ASK YOUR 
COUNTER CLERKS! They'll tell you about this demand. Why 
not cash in by stocking TOMIC's complete line and increase 
your sales. This would mean greater profits for you. 


2 


+ 


TOMIC SALES « ENGINEERING CO, 


20000 Sherwood Ave 


Detroit 34, Michigan 


New Tax Forms In Color— 
Red, Blue, Yellow, Green 

WASHINGTON, D. C.—The fed- 
eral tax return is said to be more 
colorful than ever—and also more 
complex. The reason the new forms 
are more complicated, says Commis- 
sioner T. Coleman Andrews, is the 
new tax law passed by Congress this 
summer (EW, Aug. ‘54, p. 98). 

Tax return forms now come in red, 
blue, yellow and green stripes, are 
printed in blue ink, and in the case 
of farmers’ returns, sport an illustra- 
tion of a barn and silo. 

The new law, it is said, made hun- 
dreds of changes in revenue rules 
which require more explanation and 
thus, more room on the return. There 
are new provisions for allowing tax- 
payers credits for dividends, new re- 
tirement income provisions, child care 
deductions and exclusion of sick pay. 

Form 1040—the one most used—is 
now accompanied by a brightly striped 
booklet, printed blue ink and con 
taining 16 pages of instructions. Last 
time out 1040 was printed in black 
and white, with 12 pages of instruc- 
tions. Of the 58 million tax returns 
filed in 1954, about 
1040's 


If your income was less. than 


16 million were 


$10,000 you will get a red striped 
1040 package; if you earned over 
$10,000 you can look forward to re 
ceive a yellow-striped booklet. The 
barn and silo form for farmers will 
Carry a green line, and proprietors of 
members of partnerships will get a 
blue-lined booklet 

Form 1040A, used only by taxpay 
ers who earn less than $5,000 annually 
from wages which are subject to with 
holding, and who do not earn more 
than $100 from any other source, has 
been cut down to check-size and made 
of cardboard 

The new returns start going out the 
day after Christmas and should all be 
in the mails by January 15. Under the 
provisions of the new tax law, tax- 
payers will have until April 15 to file 


their returns 


Square D Buys lowa Firm 
CEDAR RAPIDS, IA 
Company has icquired the property 


Square D 
and facilities of the Iowa National 
Manufacturing Co 
subsidiary The 
made by President F. W. Magin. Plant 


as a W holly Ow ned 
announcement was 


manager of the operation is C. Howard 
Brittenham, formerly plant manager 


of Square D’s factory at Peru, Ind 
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CALENDAR OF EVENTS 











American Standards Association 
Fifth National Conference 
Hotel Roosevelt 
New York, N. Y. 
November 15-17 
Industry, national engineering associa- 
tions, technical societies, consumer 
groups 
National Retail Show 
Store Modernization Institute 
Ist Show 
Madison Square Garden 
January 7-11, 1955 
Fixturing and equipment exhibits 


National Housewares Mfgrs.’ Assn. 
Winter Housewares Show 
Navy Pier 
Chicago, III. 
January 13-20, 1955 
Exhibits, conferences 
Nat'l. Assn. of Home Builders 
Chicago, Il. 
January 16-20, 1955 
Conferences, exhibits 


Southeastern Electrical Wholesalers 
Fifth Annual Industry Day 
Atlanta Biltmore Hotel 
Atlanta, Ga. 
February 3-4, 1955 
Panel discussion, speakers, meetings 
Board of governors February 2nd 


Missouri Valley Electric Assn. 
Ind’r'l.—Sales Conference 
President Hotel 
Kansas City, Mo. 
February 3-4, 1955 
Meetings, speakers 
Philadelphia Home Show 
Commercial Museum 
Philadelphia, Pa. 
February 14-19, 1955 
Exhibits, special 35,000 sq. ft. do-it- 
yourself section 
Essex Electrical League 
9th Electrical Industrial Exposition 
Olympic Park 
Newark, N. J. 
March 8-10, 1955 
Exhibits 


Southeastern Electrical Exchange 
22nd Annual Meeting 
Boca Raton Hotel 
Boca Raton, Fla 
March 21-23, 1955 
Conterence 


Chicago Electrical Industry Show 

Conrad Hilton Hotel 

Chicago, Ill 

May 10-12, 1955 

Exhibits limited to products in electri 
cal construction, industrial, industrial 
lighting and industrial appliance fields 
(Not open to public) 


NATIONAL ASSOCIATION OF ELEC- 

TRICAL DISTRIBUTORS 

47th Annual Convention 

Conrad Hilton Hotel 

Chicago, IIl. 

May 22-27, 1955 

Speakers, committee meetings, panels, 
conference booths, awards 
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MEET SPECIAL WIRING REQUIREMENTS 
WITH KEYSTONE STANDARD EQUIPMENT! 


Whether it’s a big wiring job or a small one, you can depend 
on quality, delivery, and service when you specify Keystone 
Wiring Installation Equipment. And you can select exactly 
what you need, too, from the complete Keystone line. 


g Type “A” Hinged Cover and Type “SC” Screw Cover. Both 
4 types feature a formed construction strongly fabricated and 


r Cutout and Pull Boxes, for example, are available in both 
& 


securely welded . .. with adequate, easily removable knockouts. 
a, And both types are available in a complete range of stock sizes 
to meet your specific requirements. 
FREE CATALOG describes and 


illustrates the entire line of Keystone 
Wireways and Fittings, Cutout Boxes, 


Pull Boxes, Outiet Boxes, Switch KEYSTONE MANUFACTURING COMPANY 


Boxes, Covers, and Bar Hangers. 
Contains complete specifications and 23328 SHERWOOD AVENUE 


prices. Send for your free copy today! CENTER LINE (Detroit), MICHIGAN 


Sold Through Leading Electrical Distributors Coast-to-Coast 








here... 


There’s order in this plant—and in the 
many, many other factories and offices 
equipped with Faraday signals and 

systems. They stop confusion and save 
steps, paging and signaling clearly 
and faithfully, day-after-day, 
year-after-year. 
For generations, Faraday engineers 
have designed bells, buzzers, 
horns, chimes and complete systems 
to meet an endless variety of 
signaling needs and sound level 
requirements, 


Consult your electrical wholesaler for 
details on the complete Faraday line. 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERTI FARADAY IMG. aoeian, mic 


BELLS - BUZZERS HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 











NEW \ ‘sircsizris trom 
/; a4 FOSTORIA 
LOCALITES 


MODELS 


FINEST OF ALL 
LOCAL LIGHTING 


Overall length 35” in std. 


Each Pkg. of 8 
Less $8.80 ea. 
Reflector—5” long x 374%” wide x 3” deep. Rotates 
360°. Accommodates 100 watt A-21 or 60 watt 
A-19 lamp. 
Di Arm Joints—New patented tension disc design. 
a Easy, smooth action with only one hand. Available 
ight with 1, 2 or 3 arms. 
Exactly ie 
as Needed 8ese-—Universal for vertical or horizontal mount- 
ing. Also adaptable to outlet boxes. Collet revolves 
360°. 
Wiring — McGill industrial socket 4101-FL with 
Levolier switch. 8 fr. POT-32 18-2 heavily insulated 
oil resistant wiring with molded plug. 
Finish—Gray baked enamel. Reflector interior, high 
temperature White. 


MODEL 2-MH-700 
$704 


WRITE for complete catalog of gehlin. 


Localite models for every indus- eo 


trial use. 
THE FOSTORIA PRESSED toria 


STEEL CORPORATION 


Fostoria, Ohio ght ON the Job 
Localites available through — 
wholesalers everywhere ; 


TRADE MARK REG U. S.PATENT OFFICE 


® 


Here's a quality line with real profit possibilities. 
To get the most out of it carry the complete 
Champion DeArment-Channellock line. Millions 
of national magazine subscribers will read about 
the Channellock line every month . . . they are 
being told and sold. Use display boards, stock the 
full line... for real profit possibilities. You can sell 
more pliers than ever before when you feature the 
complete Champion DeArment-Channellock line. 


PLIER DESIGN THAT OBSOLETES ALL OTHERS 





MANUFACTURERS NAME 
SALES REPRESENTATIVES 








The Standard Transformer Co., 
Warren, Ohio, has appointed the J. L. 
Howarth Co., 2550 Beverly Dr., Bir- 
mingham 9, Ala., as representative in 
Alabama and Georgia. The Charles L. 
Ward Co., 5707 Waterbury Circle, Des 
Moines 12, Ia., has been named for 
lowa and Nebraska. Another office is 
at 502 Grove Ave., Corning, Ia., with 


Joseph Connolly as manager 


Tuttle & Kift, Inc., Chicago, Ill. 
has named the William S. Owen 
Co., Syracuse, N. Y., as representative 
for New York State. Excluded is New 
York City and Long Island 





NEW LITERATURE 











Property Requirements—The mini- 
mum property requirements for low 
priced homes are set forth in a 12 
page booklet. The booklet was de- 
signed to permit the construction of 
good, low cost housing in areas where 
it is needed by families of low or 
moderate income. Only new homes 
are financed under these specific pro- 
visions. For additional information, 
write the Federal Housing Adminis- 
tration, Washington 25, D.C 


Lamps—A 16 page wholesale lamp 
catalog includes 78 individual lamp 
designs, with a total of 133 different 
variations. The catalog covers nearly 
all of the moderate priced lamps pro- 
duced by the manufacturer. Copies 
may be obtained from Lightolier, Inc., 


New York, N.Y 


Tools—Electricians tools are described 
and illustrated in an 8 page bulletin. 
Tools included are: a four-in-one tool 
for slitting, stripping, cutting and 
skinning; fish tape reels and kits; pul- 
ler reels; and a smake leader. The 
bulletin is available from Burbank 
Electrical Products, P. O. Box 7, Bur- 


bank, Calif 


Connectors—An_ illustrated, pocket- 
size booklet contains factual informa- 
tion on actual field usages of pressure 
connectors as used for solderless wire 
splicing and terminating in both con- 
tractor and original equipment appli- 
cations. Published by the Buchanan 
Electrical Products Corp., Hillside, 


NJ 





CHAMPION DeARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 


Relays—Stepping relay bulletin has 





illustrations, dimensional drawings, 
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technical chart data and general in 
formation featuring 12 new steppers urt versen 


Includes midget’ high speed, vibration _— : 
resistant, and interlock types for add by kurt versen, foremost authority in contemporary lighting. 


subtract, continuous rotation, electrica urt versen * urt versen ~* 

reset and other applications. The 12 RECESSED Dome INDIRECT Concentric 
page bulletin is available from the and Hi-hat fixtures Ring and Bowl fixtures 
Guardian Electric Manufacturing C« ie Sporn oe PCF. 
1621 West Walnut St., Chicago 12 
1] 


Fittings—Aluminum to aluminum fit 
tings are for terminating and joining | Fg So a 

aluminum conductors. Thirteen-page BEST SELLING FEATURES —Pat- BEST SELLING FEATURES —Pat- 
October 5 1954 ented NO-FRAMING method of in- ented, concealed, hang straight 
; Mh ag. ee stallation and integral splice box swivels with 28° swing; solid 
contains illustrations and descriptions and yoke cut installation time one aluminum hangers; threadless, 
Copies may be obtained from the half. * twistlock connections. 


Jasper Blackburn Corp., 35 Madison versen versen * 
St.. St. Louis 6. Mo. SWIVEL Single, Double DECORATIVE Opal 


and Triple reflector units Glass Bowl and Sphere fixtures 


catalog, effective 





Holiday Lighting—Two new bulle 
tins point up the opportunity fo: 
profit in the Holiday Lighting field 
The literature covers the complet 
line of “Utilities” including two new 
ee BEST SELLING FEATURES —Pat- BEST SELLING FEATURES —Dis- 
plete shielding for PAR-38 and R-4( ented Uni-Versen wrist action tinctive kurt versen decorative 
lamps. Available from the Steber Swivels in almost any type or oy maar — % a oo 
7 ing ) ie combination of mounts. Standard of fixtures for pendant, ceiling or 
Manufacturing Co., Broadview, Ill alt aaadia aiden. wall installations. 


ee ee ‘ ; 
Heating Elements—Electrical heating Write todey for information Kurt versen company 


elements catalog contains descriptive and the name of the 
; Kurt Versen representative nearest you. 





} : : Englewood, New Jersey, 12 

material, applications, specifications Contem lighti tivel i dt 
: : : porary lighting creatively engineere 

: + lusively through wholesalers. — 

and engineering data. The product i: Sold exclusively throug 





a new type of copper-clad electrical 
heating element. The item can be 


wrapped around almost anything, im- WHEELOCK CODE CALL 


mersed in any solution non-corrosive 
to copper, or enclosed in any material, 
according to the manufacturer. The 
eight-page catalog may be had from 


for immediate communication 


the Continental Electric Equipment 


Co., Box 1055, Cincinnati 1, Ohio Descriptive 


Bulletin 4B-5 
Marketing—The “Distribution Data available on re- 
Guide” lists brief annotations of se- quest. Write for 
lected recent publications and reports your copy now to 
both government and non-government Signal Engineer- 
which contain basic information and ing & Mfg. Co., 
statistics for use in market research Long Branch, 
merchandising, sales promotion, ad- New Jersey. 
vertising, and allied subjects. This new 


The busy switchboard oper- 


ator just presses the button; 


Established *® a numerical code call 


sounds off throughout the 

building and the person 

‘. . being paged responds vio 

y the nearest telephone. The 
MIDWEST cycle is as simple as that 


Also learn how easy it is 


CO Vy F R A 4 to install a Wheelock Code 


Call System with any de 
For Monufacturers of Electrical Products sired. combination of 





eM a chimes, bells, horns and 
8000 Sq. Ft. Ground Floor Warehouse other . signalling devices 
Truck-load Dock Facilities 


fom ga) 4 


re 4 h Jf CODE CALL Engineering 
2323 W. 18TH STREET (Uhr 


Representatives 
‘ 
SIGNAL in Principal Cities 


CHICAGO 8, ILL 


November, 1954—ELECTRICAL WHOLESALING 





service is being provided on the re- 
commendation of the National Distri- 
bution Council, the distribution com- 
mittee of the National Association of 
Manufacturers, and others. For addi- 
tional information consult the Office 
of Distribution, Business and Defense 
Services Administration, U.S. Depart- 
ment of Commerce, Washington 25, 
D.C 


Multi-color, 20 
page catalog is the most extensive one 
produced by the manufacturer so far 
Contains illustrations and descriptions 
on recessed series and surface series 
units accessories. Some of the 
products included are the prewired 
housing series, the housing series, exit 
lights, aisle lights, indirect luminaires, 
reel lights, portable and pin-up lamps. 
The catalog is published by the Presco- 
lite Manufacturing Corp., 2229 Fourth 
St., Berkeley 10, Calif. 

Sign Lighting—‘Primer of Sign 
Lighting Sources” covers all types of 
sign lamps, and is claimed to be the 
most complete brochure ever offered 
on this subject. The booklet indicates 
the best applications for various types 
of lamps in designed new signs. Vari- 
ous methods of illuminating signs are 
discussed and lamp life estimates are 


and 


Here is a line of bathroom cabinets for every application 


These are the features you can sell - - - 


High fashion, chrome capped, shielded fluorescent, 
L approved 

One piece seamless body—strong and dustproof 

Mar proof door 

Guaranteed plate glass mirror 

Chromed, piano-type hinge 

Recessed tooth brush holder 

Automatic interior light 


Don't miss a sale—you'll have the right cabinet for every 
need when you feature the PACKARD line. That’s why it 
will pay you te act now—get this line working for you 
Investigate now—see why this is the line with the features 
that get the sales. For more business—for better business— 
sell PACKARD! 


Write for new 1955 catalog 
wholesalers everywhere. 


Available through authorized 


included. The booklet may be had by 
writing the public relations dept., Syl- 
vania Electric Products Inc. 1740 
Broadway, New York 19, N.Y. 

Connectors, Accessories — Heavy- 
bound catalog includes information, 
prices, and illustrations of connectors, 
crimp terminals, fabricated tubes, fuse 
clips, neutral bars, shading 
stampings and terminal blocks. Pub- 
lished by Ilsco Corp., Cincinnati, Ohio. 


coils, 


Magnet Wire magnet wire sec- 
tion is the first major revision of a wire 
and cable catalog. General Catalog No. 
C-79 was brought out late in 1951. 
Features of the magnet wire data are 
sub-sections dealing with high tem- 
perature magnet wire insulations and 
pages on aluminum. The revised sec- 
tion also is available as a separate book, 
84 pages and designated C-79-12. Pub- 
lished by the Anaconda Wire & Cable 
Co., 25 Broadway, New York, N. Y. 

Residential Wiring—A new edition 
of the Residential Wiring Handbook 
has been announced by the Industry 
Committee on Interior Wiring De- 
sign. This handbook supersedes the 
1946 edition, and raises the standard 
for wiring adequacy to a minimum of 
100 amperes for service entrance capa- 
city in all residential housing of 3,000 


INSTANT START 
ESCENT 
TING 


FLASH * NO WAIT 


7) 


ee ae 


ec 


Hinged door model illustrated is 2403FL, available 
in all sizes. Other styles: Shelf Door + Sliding Door 
« Vanity « Ranch Style + Top Lite 


Packard casinet PEM ARALey © 


WINTON MANUFACTURING CO., 


3350 N. Crawford Ave., 


Chicago 41, Illinois 


“The Tost Complete Cabinet Line in the Industry 


sq. ft. of floor area or less. For addi 
tional information write the Adequate 
155 East 45th St., 
New York, N.Y., or the Edison Elec- 
Institute, 420 Ave., 


York, N.Y 


Wiring Bureau, 


tric Lexington 


New 





SALES AIDS 











Vaco Products Co., Chicago 11, Il 
—Business-building holiday gift 
are especially gift packaged. Brochure 


the 


sets 


gives information about selection 


cards. 

Lightolier, Inc., New York, N.Y 
Retail store display is for wall lamps 
Stresses the theme that wall lamps are 
‘high which 
meet 
quirements 
to the wall or suspended from the 


of tool sets, price S, 


fashion savers, 


of the varied lighting re- 


Space 
many 
Display can be fastened 


ceiling. Measures approximately 5 feet 


in both width and height 


MINERALLAC 


BEAM 
CLAMPS 


MOUNTING 
HANGERS: 
ON I-BEAMS 


Mounts Minerallac hangers No. 0 to No. 6 on |-Beoms 
safely without necessity of drilling hols. Made of 
heavy gauge zinc plated steel with deep drawn 
ribs to give needed strength, these durable, light 
weight beam clamps have 4-20 tapped holes— 
will fit beam flanges up to % inch thick. Furnished 
with case-hardened set screw. Low cost. 
Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, ill. 


MINERALLAC 
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Champion Lamp Works, Lynn, 
Mass.—Pocket light rule of “lighting 
calculator” is said to make it easy to 
solve general lighting problems quick- 
ly and accurately. On one side of the 
rule, the user finds the Room Index 


which classifies the area to be lighted 
by size and ceiling height. The other 
side of the rule may then be used to 





calculate the number of lumens for 
the desired foot candles of illumina 
tion. The lumens divided by the lumen | 
output of the particular lamp used 
will indicate the necessary number of 





lamps for the required light intensity 


New York Belting & Packing Co., 


Passaic, N.J.—Packing selector is said | 


to be so easy to work that a layman 
can pick out the right packing for 


for quality and beauty— install Artolier 
for customer satisfaction—suggest Artolier 


for quick turnover—stock Artolier 


DISTINCTIVE INDOOR 
AND OUTDOOR LANTERNS 
AND POST LANTERNS 


... for every architectural style 


Just compare... the name .. . the quality .. . 
the design . . . the price . . . and you'll agree 
that ARTOLIER leads the finer lantern 

field from coast to coast. 


Whether it's brackets, lanterns or post lites 
Artolier's authentic design, quality 
craftsmanship and right price create constant 
demand for these fast-selling, indoor and 
outdoor lanterns that blend into the styling 

of every type of home 


Remember there is no substitute for success 
that is why it pays to stock, display and sell 

the incomparable ARTOLIER line 

Send for your catalog today. 


ARTOLIER CORP. « Lopi, N. J. 





Insure The Quality 
Of Your Wiring Jobs With... 


UNIVERSAL PORCELAIN INSULATORS 


EFFICIENT WAY! Reel or 
unreel wire, cable, rope with 


Jacks . . props .. shores . 








customers requirements and make 
every wiring job a better job 
with Universal Porcelain Insulators. 
They have uniform body density, 
high dielectric and physical strength 
to resist temperature extremes, 
moisture, fumes, smoke and 
; \) 4 | most acids. Put quality first 

waa | . F \ specify Universal Porcelain 


¢ insulators. 
Simple, strong, eas- 


ily handled stand 
for your reels to 


save time and labor. 





Adjustable slots for 





wide variety of reel | 


sizes. 


| 


Style B: 4,000 Ibs. cap. 75.00 | “SS 
f.o.b. Cincinnati | 


Write for details of jobbing propo- | CLEATS * SCREW KNOBS © NAIL KNOBS © HOUSE BRACKET INSULATORS * HOUSE BRACKETS * ANTENNA INSULATORS 


sition. Generous discounts. 





4 LL-A-REEL Gera iW/3-07:\Seepretvastiiaceey 


1100 SYCAMORE AT CENTRAL PARKWAY 
CINCINNATI 2, OHIO 1549 EAST FIRST STREET @ SANDUSKY, OHIO 
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mNestsvelershel 


almost any application in a matter of 
seconds. The selector, a cardboard disc 
six inches in diameter, gives the cor- 


| rect packing on one side. The reverse 


Service Entrance Equipment 


is EASY to INSTALL! 


Typical of the clean, functional design 

of all American Service Entrance Equip- 

ment is this Fused Pull-out Main and 

Range combination unit with 8 plug 

fuse lighting circuits. The following 

features simplify installation and 

maintenance: 

@ Plenty of Knock-outs—the right sizes 
in the right places 

@ Generous wiring space 

@ Grounded neutral connections at TOP 
and BoTTOM—for maximum cable 
economy 

@ Solderless lugs for line, load and sub- 
feed connections 

@ Cover easily removed by loosening 
one screw 

@ One-piece door and trim with spring 
catch 

@ Lighting circuits arranged for easy 
wiring 

@ Furnished in flush or surface mount- 
ing types 

@ Flush mounting type available with 
studding brackets 

@ Main and Range combinations are 
available in either series or parallel 
wiring 


@ Parallel wired unit has 100 amp. 
capacity line connections 


@ Wide range of types permits selec- 
tion of correct combinations for 


specific job. 


Write for complete descriptions 
and list prices 


American 


= —— ; 
ELECTRIC SWITCH mes sn | 
| 


| 
| 





‘A 


THE CLARK CONTROLLER CO. 


1146 East 152nd St. © Cleveland 10, Ohio 


* 


side of the “wheel” gives the sizes 
in which the recommended packing is 


available 





NEW PRODUCTS 
YOU CAN USE 








Tape-Rule 

The Lufkin Rule Co., Saginaw, 
Mich. 
A white blade 
The blade is 
white, with bold black figures and 
black graduations, coated with a clear 


the 
in 


feature of 
finished 


is the 
tape-rule. 


abrasion resistant plastic to resist wear. 
It also has a self adjusting end hook 
which is said to assure accurate hook 
over and butt-end measurements. 
Graduations are in consecutive inches 


to 16ths on both edges; first six inches 


| of upper edge graduated to 32nds. 


_ Pneumatic Tubes 


Lamson Corp., Syracuse, N.Y. 


Prefabricated, two-station pneumatic 


| tube system comes in kit form and 
| may be installed in any type building 


by regular maintenance personnel, ac- 





FASTENERS 


for 
ELECTRICIANS 
REFRIGERATOR MEN 
PLUMBERS 
THIEL 
Easy-Drive 
STAPLES 


(Pat. 42632356) 


HIEL 


THIEL “Easy- 
STRAPS 


( Seer 


e WhNSS 


THIEL 
Easy-Drive 
“NAIL IT” 


by leading Electrical Whole- 


SOLD 0c: 


Some territories 
information. 


still open—write for 


Tool and 


— 


1417 N. MARKET ST. ST. LOUIS, MO. 
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Mews 
@) 
DOSSON ‘F’ 


SPLIT BOLT 
CONNECTOR 








taps, dead-ends, service 
entrances, motor leads, junction 
boxes, ground wire-to-neutral 
connections 


Fabricated from high strength 
alloys, all component parts of the 
new Dosson “F’’ Connector are cold 
formed, insuring consistent uniform- 
ity and high quality. Can be used 
economically over and over again! 


Why It's Your Best Bet: 


@ high clamping pressure insures tight 
contact 

@ maximum tightening force: high 
translation of tightening torque 

@ connector alloys possess greater 
physical properties than average 
steels 

@ longer bearing pressure bars avoid 
conductor crushing, load 
concentration 

@ smooth edges can’t cut lineman’s 
gloves, nick conductors 

@ withstands high overload, vibration, 
corrosion 


FREE SAMPLE 
upon request. 
Write today! 


IN STOCK FOR 
IMMEDIATE 
DELIVERY 


MFG. CORP. 


249 HURON STREET, BROOKLYN 22, N. Y 
SINCE Aer | 
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This NEW 
MARK-TIME 


automatic 


Time Switch 


easily 
Mmstalled 
IN standard 











turns lights, fans, 


heaters on or Off 
automatically 


There’s a big market for this new 
Mark-Time Time Switch. Every 
home, every store needs at least 
one — probably several. 


The many applications include hall, 
porch, garage and cellar lights, 
heating units, attic fans, store win- 
dow lights, neon signs! 


This unit is easily installed in any 
standard rectangular wall box 
without special alterations — re- 
places the regular toggle switch. 


SPECIFICATIONS 


Series 9000 — Time ranges from 3 
minutes to 12 hours. 20-amp., 125 
volts, A. C. only. Available for ON or 
OFF type operation. HOLD feature also 
available — at HOLD position, current 
is on, but timing mechanism does not 
operate until knob is turned to time 
period. Wall plate is satin-chrome fin- 
ished. Attractively packaged. 


Write today for catalog sheet. 


MA. H. RHODES, INC. 
4» HARTFORD 6, CONN. 
IMARK-TIME] 

Manufactured and sold in Canada by 


SPERRY GYROSCOPE OTTAWA, Limited 
3 Hamilton St., Ottawa, Ontario, Canada 
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cording to the manufacturer. Messages 
and other moved 
through the tubes in the air-propelled 
carriers at a speed of 20 feet per 
second. Carriers may be sent as often 


paperwork are 


as one every 10 seconds. Kit includes 
expanded steel tubing, bends, terminal 
valves, receiving chutes, all hardware 
needed for assembling and installing 
the equipment, the message carriers 
and a cabinet unit containing a 

hp. motor and exhauster to create the 
airstream. The install-it-yourself tubes 
system is pre-engineered and comes 


with instructions 


Hand Truck 


Techtmann Industries, 407 East 
Michigan St., Milwaukee 1, Wis. 
All-purpose hand truck is a platform 
truck and a heavy-duty dolly combined 
Over-all height is 50 Nine 
By shifting 


inches 
hundred pounds capacity 
the handle to a vertical position, right 
angle to the platform, it becomes a 
platform truck 
1,600 pounds 
pounds. 


with a capacity of 


Shipping weight is 64 


Framing Material 


Ainsworth Mfg. Corp., 1471 E. 
Atwater St., Detroit 7, Mich. 
The three basic parts of the framing 
material enables units to be dismantled 
and re-used to meet entirely different 
requirements in warehousing opera- 
tions. Feature, according to the manu- 
facturer, is the material, great strength 
with minimum bulk. 


rs & 
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1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 





for eacier cafer 
facter 
testing... 


the KNOPP 


Voltage Tester 


with the patented 


PROD - MOUNT 


Has 5 Safety Features 
«ee many uses 


When you sell the pace-setting Knopp Voltage 
Tester your customers say “Goodbye to risky, 
time-wasting fuss in testing’ becouse of 5 main 
safety features (1) exclusive Prod-mounting 
Socket in housing, making this tester easier, 
faster, and safer to use, and ending time-wasting 
“three-handed” testing; (2) protection through 
Dual indication of voltage by solenoid and neon 
lamp working independently; (3) positive scale 
readings; (4) signal by hum and vibration; ond 
(5) thorough insulation throughout, even to the 
sharp point of each prod 


Well-built and shock-proof in a LAMINATED 
Bakelite housing (not molded plastic), the Knopp 
Voltage Tester tells immediately and simply if 
circuit is open or closed; magnitude of voltage 
between 110 and 600; a-c or d-c; pure or recti- 
fied; 25 or 60 cycles for testing old and new 
circuits, fuses, locating grounds, etc. 


Some of the nation’s largest utilities, after 
testing all brands, use Knopp Voltage Testers by 
the hundreds. 


Sell the widely-used, reliable Knopp Voltage 
Tester with the original time-proved Prod-mount 
and other safety features. Write for illustrated, 
free new descriptive Bulletin No. 425, prices and 
discounts. 


THE KNOPP 
Phase Sequence 
Indicator 
60 v. to 600 v.; 
25 to 60 cycles; 
Rotating Indica- 
tor shows  se- 
quence A-B-C or 
C-B-A. Light- 
weight. Compact. 
Big time saver. 


KNOPP 


Llhoctrical lacitbitieg ne. 


4283 HOLDEN ST., OAKLAND 8, CALIF. 





FURNAS 
ELECTRIC 


FOR STARTER CAPACITY 
NEVER USED? 


THE ANSWER TO THIS QUESTION COULD 
SAVE hard-earned dollars needlessly 
thrown away. 


When choosing from the widest range 
of starters in the 1-50 hp range, you 
save by selecting the starter matched to 
the job—with no wasted capacity. 


Furnas Electric starters—nine of them 
in the 1-50 “4 range—are designed and 
built to match most applications. 


Save 25h, TODAY 


LIKE THIS 


Here’s an example of typical savings you 
can earn through proper starter selec- 
tion: for 10 hp service, for example, 
you'd select Furnas Electric Type YE 
rated for the job. This saves you up to 
25% on initial costs and 40% on space 
over a YF size 2 (rated 25 hp) normally 
selected for 10 hp service. 


All of the nine Furnas Electric sizes 
offer worthwhile savings. 


Important rearures 


Furnas Electric starters give you these 
additional benefits. Dual Voltage Coils— 
matched to motor voltage. Thermal Over- 
load Protection. Shallow Case for easy 
wiring. Durability to stand up under 
rough service. Arc Resistant Terminal 
Board. Arc Quenching Silver Contacts. 


RANGE OF 
OTHER PRODUCTS 


Pressure switches for air and water ap- 
plications. Drum controllers for revers- 
ing, multi-speed and reversing mulkti- 
speed service. 


Write today for full story or contact our 
representative near you. Furnas Electric 
Co., 1069 McKee St., Batavia., Illinois. 
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Grating 
Bustin Firm-Grip Grating Corp., 
Dover, N.]. 


Ramp platforms are designed to give 
safe, sure, non-slip footing over ob- 
stacles in plants and buildings. Manu- 
factured in standard sizes. 


Fork Lift Trucks 


The Baker-Raulang Co., 1230 
West 80th St., Cleveland 2, Ohio 
Gasoline powered industrial fork lift 
trucks feature a 130 inch lift and an 
extremely short turning radius. The 
new trucks have had several years’ use 
and acceptance by the armed forces 
Available in 3,000, 4,000, 6,000 pound 
capacity models. 


Shelf Truck 


William Bal Corp., 10 Johnson 
St., Newark 5, N.J. 
Increased structural strength with a 
low weight factor is claimed to have 
been achieved in an improved shelf 
truck. The improved basic design has 
reversed channel steel body bands in 
lieu of hardwood bands. The greater 
rigidity obtained is said to eliminate 
“body sway.’ 





BOOK REVIEWS 











A Guide to Modern Manage- 
ment Methods 

Perrion Stryker and editors of Fortune 
McGraw-Hill Book Co. 

New York, N. Y. 

This book examines executive devel- 
opment closely. Stresses the use and 
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ANOTHER JIFFY PROFIT 
ITEM FOR YOU... 


Easily goes through four or more 90° 
bends—No kinking—No breaking—No 
sharp edges—No reel required— 

EASY — SAFE — PROFITABLE 


Write today for catalog of the complete 
line of “JIFFY” Labor Savers. 





TIME 
TROUBLE 
MONEY 


Saues 


ESTABLISHED 1915 


ClydeW Lint 


2323 W. 18TH STREET - CHICAGO 8, ILL. 








FOR 
MODERN 
QUALITY 
FITTINGS 

Specify 





Aitiantic C‘onpuit Fittings 


COMPANY 
MASSACHUSETTS 


BOSTON, 
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dangers of formal training programs 
and the job of improving the mental 
powers of the managers. Two chapters 
are devoted to controversial tech- 
niques of Organization Planning and 
Planning and Control. The failures 
of corporate communication in recent 
years are also discussed. Also the 
problems of labor-management rela- 
tions is considered in detail. The book 
discusses the evidence of successes 
and failures that management has ex- 
perienced with profit-sharing tech- 
niques. Lastly, there is a report on the 
problem of executive compensation 
and retirement. 

300 pp. 


Problems in Anti-Recession 
Policy 

Committee for Economic Development 
New York, N. Y. 

Presented are eleven memoranda by 


outstanding business and university 


economists which discuss the various 
aspects of economic recessions and of 
policies to deal with them 


161 pp. 





Photo Credit 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


AGENT \ Ef LINES WANTED 


POSITIONS WANTED 


OPPORTUNITIES 








REPLIES (Box No 

New York: 330 W. 42nd St. (36 
CHICAGO 520 N. Michigan Ave. (11 
SAN FRANCISCO 68 Post St. (4 


Address to office nearest you 


SELLING OPPORTUNITIES OFFERED 


WANTED, ELECTRICAL Sales Engineer. To 

travel Indiana, Ohio, Illinois, Southern Michi 
gan. Make take-offs and handle bid follow-through 
m line of industrial and commercial electrical dis- 
tribution equipment. Car, salary, bonus, expenses 
Possible future sales management. Daly Equip 
ment Co., 111 143rd St., Hammond, Ind. 


SALES MANAGER wanted by prominent top 

rated Eastern manufacturer of outdoor lighting 
equipment with established nation wide distribution 
Must have strong executive and managerial abili 
ties with extensive experience in electrical, or re 
lated products selling through wholesalers. Write 

mplete resume for interview in New York. SW 
4478, Electrical Wholesaling 


WANTED: MANUFACTURERS Representatives 

for old established company manufacturing a line 
f electrical specialties—plugs, connectors, portable 
guards, cord reels, inspection lights, etc., to call 
n electrical wholesalers with some missionary wit! 
f industrial and public utilities concerns 

r the following terr New England States 
excluding Conn. Louisiana and East Texas. When 
replying ute territory covered and present lines 


RW-4237, Electrical Wholesaling 


ngineers 


itories 


POSITIONS WANTED 


EXPERIENCED SALESMAN, available Febru- 
ary l esires to associate with an ag 
ressiv mpany as Manufacturers Representative, 
s wholesale supply salesman. Fully 
trical trade. Prefer territory 

i but others will be given con 
sideration may be salary or commis 
sion but a min red 
Referer $ ir? 
cal W lesal 


yotential is reat 


"PW-4468, Ele: 


INSIDI 


MAN 


SELLING OPPORTUNITIES WANTED 


GGRESSIVE MANUI rTURERS 


EXPERIENCED MANUFACTURERS represet 
tative 1 ng to Houstor Texas wants qualit 
al lines for Texas and Louisiana. RA-4 


Electrical Wholesaling 
BUSINESS OPPORTUNITIES 


Ww 


WANTED 





ANYTHING within reason tht is wanted in the 

field served by Electrical Wholesaling can be 
quickly located through bringing it to the atten- 
tion of thousands of men whose interest is as- 
sured because this is the business paper they read 


1954—ELECTRICAL WHOLESALING 


é >) 
Opportunity for 
Manufacturer’s Agent 


One of America’s largest monufacturers in 
electric plant field (AAAA Rating) for first 
time is looking for aggressive agents in 
several areas. Offers a complete line of elec- 
tric generating scts and battery chargers in 
all populor sixes and types. Competitive 
prices, dependable products and over 50-year 
reputation for quality insures acceptance 
Exceptional profit potential, Please reply in 
detail. Address 


E. G. Henderson, General Sales Manager 
UNIVERSAL MOTOR COMPANY 
OSHKOSH, WISCONSIN 


Ne J 








WANTED 


Manufacturers Representative 


For a complete outlet box line by an old 
established manufacturer in the box indus 
try 

Some desirable territories presently avail 
able and changes in other territories con 
templated in the near future 
Qualifications :—Must have good, established 
lines, local stock carrying facilities where 
other box manufacturers carry local stocks 


RW 4437 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, III. 








WANTED 
MANUFACTURERS REPRESENTATIVES 


National moanufocturer of cable and conduit 
fittings hes opening in the following terri 
tories Michigan, Louisiona, Mississippi, 
West Virginia ond Western Pennsylivenica 
Excellent opportunity for travelling men, with 
following among electrical ond hardwore 
wholesalers. Please stote length of service 
in territory, exect territory covered ond firms 
now representing. Sales moaneger will be in 
the territery te interview 


RW 4410 Electrical Wholesaling 
330 W. 42 St., New York 36, N.Y 








QUALITY LINES WANTED 


Starting Electrical Sales Agency Feb. |. 195 Head 
quarters Dallas, Texas. Covering Texas, Oklahoma and 
Lewisiana. Twenty years experience contacting Dis 
tributers Electrical Centracters and Specification 
Engineers. Well known. Highest personal and Credit 
references. Onty interested in Quality lines 


RA 4348 Electrical Wholesaling 
NN. Michigan Ave Chicage ti WN 








SALESMEN CALLING ON 


electric appliance dealers 
LIBERAL COMMISSIONS! 
Steady extra income potential 
NO COMPETITION! 

Fully protected nationwide territeries available 
as «@ sideline a fully tested and accepted line 
unique buying and selling aids for electric 

appliance dealers 
Bex 1208, 217-7 Ave. NH. Y 











ROBOT OPERATORS 


PEN + CLOSE ~ LOCK: DOORS, GATES 
Electronically 
COMMERCIAL INDUSTR A 
RESIDENTIAL & SPECIAL 
ROBOT APPLIANC ES N 
704) ORCHARD - DEARBORN, MICHIGAN 





look to the leader 


KLEIN 
for ual 


CLIMBERS 


PLIERS 


SAFETY 
BELTS 


SAFETY 
STRAPS 


Also available 
in Nylon 


HERE’S SAFETY—SERVICE 


you can always depend on. 
For Klein tools and equipment 
are designed better for your 
jobs— made of the finest ma- 
terials—individually tested 
and inspected. Look for the 
familiar Klein trade-mark— 
serving the electrical industry 
“since 1857.” 


ASK YOUR SUPPLIER 
Foreign Distributor: 


International Standard Electric Corp., New York 


ee iced Write for your ja P 
@ | free copy of the if cH T i 
r= } Klein Pocket igs oO 7} 
\ ‘ ) E 4 . 0 | 
I 
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WW. Tool Guide 
’ Today! 
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on Loads UNDER 600 Amps. FUSETRON Dual-Element Fuses 





Have an Interrupting Rating in Excess of 100,000 Amps. 





Recent tests verified by the Electrical Testing 
Laboratories of New York indicate that an 
interrupting rating of 100,000 amps. for 
FUSETRON fuses is a conservative one. 


On the most severe available short circuit cur- 
rents, FUSETRON fuses interrupted safely with- 
out igniting readily flamable material placed 
around the fuses ... and there was comparatively 


little noise. 


The time-lag characteristic of FUSETRON 
fuses has in no way been disturbed. 


You get ALL THIS ADDED SAFETY without 
changing a panelboard or switch . . . PLUS the 
10 Point Protection of FUSETRON dual-element 
FUSES — that permits you to load circuits to 
capacity; eliminates work stoppages caused by 
needless blows and reduces to a minimum the 
danger of damage to motors or equipment due 
to electrical faults. 


on Loads ABOVE 600 and up to 5,000 Amps. BUSS Hi-Cap Fuses 





Have an Interrupting Rating in Excess of 100,000 Amps. 





BUSS Hi-Cap fuses give protection against 
dangerous overloads as well as high fault current 
— yet their high speed operation on heavy shorts 
limits currents to safe values. When coordinated 
properly with FUSETRON fuses they will not 


Cap Fuses throughout the entire electrical system 
... Once properly installed, no costly inspection 
time or down-time is required for calibration and 
other maintenance necessary on 

mechanically operated devices. 


open ahead of the fuse nearest to the fault. 





For Maximum Safety and Convenience — install 
FUSETRON dual-element Fuses and BUSS Hi- 


BUSSMANN MFG. CO. 


(Division of McGraw Electric Co.) 


Blowing time charts and more  rusrwoarmy mames im 
ELECTRICAL PROTECTION 


information are available. Write 
for bulletin FIS and HCS. Why 


University at Jefferson, St. Lovis 7, Mo. 








ARE YOU USING THESE NEW FACTS TO 
INCREASE FUSE SALES... 


Fuse selling today is somewhat different than it was 
fifteen years ago. Then the Underwriters’ Laboratories 
Label indicated that a fuse would operate properly on 
all available short-circuit currents. 


But since 1939 the capacity of the electrical systems 
throughout the country has increased at a rapid rate. 
Today it is not infrequent for a short-circuit current 
to be capable of reaching 25,000—50,000—75,000 or 
even more amperes. 


This means buyers of fuses must be very careful in 
selecting the right fuse, for this increase in the possible 
severity of a short-circuit must be thoughtfully guarded 


against. 


FUSETRON and BUSS Hi-Cap Fuses meet today’s 
demands for SAFETY 


The above message on 
FUSETRON and BUSS 


ANOTHER Hi-Cap fuses is con- 
OUTSTANDING 
DEVELOPMENT 


BY THE MAKERS OF 





densed from the messages that have been reaching 
buyers and specifiers of fuses through the pages of the 
industrial and technical magazines. 


It shows why you can be confident in pointing out 
to fuse users the big advantages of standardizing the 
whole plant on FUSETRON and BUSS Hi-Cap fuses. 


When this combination is properly installed there 
is no need to worry about future growth of the capacity 
of the electrical system outside the plant—or the in- 
crease of demand for current inside the plant. 


The interrupting capacity of all fuses will be suffi- 
cient to handle any probable short-circuit—and the 
10 point protection of FUSETRON fuses permit a 
degree of flexibility in changing around the electrical 
system inside the plant that cannot be had with any 
other device. 


BUSSMANN MFG. CO., ST. LOUIS 7, MO. 


Division McGraw Electric Co 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 





